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“HE few words of Point Four of the Goodrich Points of 


The Goodrich / 
IO points of profit “Profit set forth what is the most important fact in the tire 
business today. In the changing conditions, which affect 


{—A product of honest everything from types to sizes of tires, to have a safe and perma- 
value. , , 
nent source of supply, goes right to the heart of future tire 


2— Marketing through ; 
dealers. business. It is the only foundation upon which a tire merchant 
oe of good can build a safe and permanent business, and what is fully as 
ing. 
Y g—Safe and permanent important, a profitable business. 
5— Dealer advertising This safe and permanent source of supply can be found only 
support. in an old and permanently established company, one that deals 
6— Protectionof Dealers : . - ‘ 
ectahtictved rode. in huge output; one that can furnish competitive price, yet 
— A tire for everytrans- produce the quality. 
portation need. 
8— Fair and competitive Keep Point Four permanently in mind, but read carefully all 


price schedule. 








aa . the other Goodrich Points of Profit. They set forth the sales 
Q— Original equipment 
program with car program of a permanent and profitable business. 
manufacturers. 
1Q—Square deal in all 
transactions. THE B. F. GOODRICH RUBBER COMPANY | 
\ r Established 1870 Akron, Ohio 
ee | 
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“Best in the Long Run” 





of March 3, 1879. 






New Tire Chander 
Announced by 


‘Without doubt the fast- 
est and most easily oper- 
ated Tire Changer ever 
offered at any price. 





It operates on an entirely 
new principle, which 
combines in a most 
unique manner, speed, 
tremendous power, 
— \ and ease of operation, at 
{fees a price no greater than 
“’ you might pay for a less 
efficient machine. 


FOR SPLIT RIMS 
OR SOLID RIMS 













New principle 
combination worm <4 
and sector and 
toggle action. 














SOLID RIM 
ATTACHMENT 
$15.00 EXTRA 
Rack and Pinion Press 
principle employed. 
: No further need to 
A few easy turns of the crank contracts or expands split rims as required. worry over rusted on 


TREMENDOUS POWER—EASY OPERATION—HIGH SPEED and will take — 







Operates on a new principle, combining Worm and Sector and Toggle Action. 
The Worm and Sector make the operation fast, and the toggle gives a con- 
stantly increasing pressure so that no time is lost operating a high ratio gear 
reduction throughout the entire movement. 












care of practically any pneumatic tire job. . 
It is shipped mounted on a wood base as illustrated, and it is only necessary to ; > to cy 
uncrate it and put it to work. Because of this mounting you can use it outside i [ja “| 






during working hours, as it attracts business by impressing motorists with the 
fact that you are up-to-date. 

SOLID RIM ATTACHMENT---For all solid rims, including disc and wire wheels. 
It is arranged with a small rack and pinion press which provides sufficient power 
to push the tire off the rim no matter how badly rusted it may be. 


The Solid Rim Attachment may be quickly and easily adjusted for various 
size rims. 












Because of limited space, it is impossible to give detailed specifications here and 
we urge you to write for the new bulletin which describes this new machine fully. 









Carried in stock by Manley Jobbers 
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Perhaps the most convinc- 
ing proof of Buick’s ability 
to give the public what it 
wants is the fact that the 
public has bought more 
than 350,000 Buicks with 
4-wheel brakes in less than 
two years. Business is 


good with Buick dealers. 


Why Not Have Your Name 
on File! 


BUICK MOTOR COMPANY, FLINT, MICH. 
Division of General Motors Corporation 


Pioneer Builders Branches in 
of Valve-in-Head Motor Cars All Principal Cities— Dealers Everywhere 














WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 
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Mail coupon for booklet 
— Here’s How We 
Steered to Prosperity.” 
It tells how one car 
dealer gete daily figures 
about his business and 
increases his profits 


Burroughs Adding Machine Co., 
6422 Second Bivd., 
Detroit, Michigan. 


Please send me the folder—“Here’s 
How We Steered to Prosperity.” 


ADDING - 


BOOKKEEPING 





MOTOR AGE 


~ Where~oh where 


Simplified 
Accounting 
Plan Protects 
Your Profits 


did my profits go? 


Does your income tax return show 
that you’ve been guessing about 
your profits? Thousands of garage 
men and car dealers know where 
they stand every day. They use 
the Burroughs Simplified Account- 
ing Plan. 


This plan was built for the garage 
man and car dealer. It stops leaks 


and losses — prevents errors— 
watches expenses—increases profits. 
And it’s so simple that you can get 
a profit and loss statement in an 
hour or two, any day. 


Let a Burroughs representative 
show you how other men in your 
line are using this plan. Call our 
local office or mail the coupon. 


BURROUGHS ADDING MACHINE COMPANY 


DETROIT, MICHIGAN 





- CALCULATING AND 









BILLING MACHINES 
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“EXPERIENCE” 


W as: you go to an insurance man with 


an unusual risk that you want covered 
you are generally told, “Ill look up our 
experience on that and let you know 
what we can do.” He then gets in 
touch with a central bureau where his 
own and perhaps other companies pool 
their information on such risks, and he 
finds out just how such cases have 
With the 
facts in hand he is then prepared to 
handle the situation intelligently. 





worked out in the past. 


One of the reasons MOTOR AGE 
is published is to do the same thing for 
the automobile dealer that the central 
bureau does for the insurance man. It 


is to make available the experience of 
the trade—to show you how other men 
have met problems like your own, and 
how their methods have worked out. 


Fortunately, there is an ample body 
of “experience” to be found in the 
automotive field. The only problem is 
that of placing it in the hands of the 
average dealer, and that is what 
MOTOR AGE is doing. Each week 
we present one or more articles show- 
ing just how some particular dealer met 
and overcame a typical situation and 
in our “Clearing House” is to be found 
the information given men who ap- 
proached us with particular problems 
of which they wanted to get the ex- 
perience of others. 


You, too, can keep in touch with the 
experience of your trade by reading 
MOTOR AGE carefully each week. 
And when you need help in meeting 
some particular problem, don’t hesitate 
to call on us. 































































The arrow symbol signifies 
the recognized ability of 
Gilliam Tapered Roller 
Bearings to carry all com- 
binations of radial and 
thrust loads from all direc- 


tions. 


They are used as standard 
equipment in 74 makes of 
passenger cars and trucks. 
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Made of High 
Grade alloy 
steel. 


Only Gilliam 
Tapered Roller 
Bearing users 
appreciate the 
true significance 
of this important 
feature. 


The Gilliam Manufacturing Co. 
Canton, Ohio 
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| STUDEBAKER 


afr 


The bodies and chassis of all 
Studebaker cars are built com- 
plete in Studebaker plants. 
This means a lower price to 
the consumer—and natur- 
ally a better selling proposi- 
tion for Studebaker dealers. 








STANDARD SIX 


3-Pass. Duplex-Roadster. . $1125 
5-Pass. Duplex-Phaeton . . 1145 
5-Pass. Coach. . ....- 1295 


3-Pass. Country Club Coupe 1345 
5-Pass. Coupe 1445 
5-Pass. Brougham . . . 1465 
5-Pass;Sedahi  « « « « > 
5-Pass. Berline 


SPECIAL SIX 


3-Pass. Duplex-Roadster . 
5-Pass. Duplex-Phaeton 
3-Pass. Sport Roadster. . . 
5-Pass. Brougham . 
4-Pass. Victoria. . . . . 
5-Pass. Sedan 
5-Pass. Berline 
Prices f. o. b. factories 


- $1450 
1495 
1535 
1795 
1895 
1985 


ek ee a 


4 


BIG SIX 
7-Pass. Duplex-Phaeton . . $1875 
5-Pass: Coupe . % « « « 2450 
roam Sedaie nw tt es 2575 
7-Pass. Berline ..... 2650 


NOTE: Standa Stet ae 4 


isc whee $60 e xtra 
Spec wong rane Sal el bes akes Sher 
ie ‘i $75 ¢ 
Big Six tate dt ben akes 5 disc 
wheels 4 3 $75 extra 


THE STUDEBAKER CORPORATION OF AMERICA, SOUTH BEND, INDIANA 
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Nash Leads the World in Motor Car Value 


Study These 2 Charts 


SALES For THE WHOLE InpusTRY | 
















SEPT. OCT. NOV. DEC. JAN. FEB. 
1923 — 1923 1924 1923 1924 1923 1924 1924 1925 1924 1925 
Decrease —— 







Decrease Decrease 


24%, 2 7%, Decrease "54%, 
i “y oy | li r i 


SALES OF NASH SPECIAL SIX AND ADVANCED SIX 


b 

























SEPT. OCT. NOV. DEC. JAN. FEB. 
1923 1924 1923 1924 1923 1924 1923 1924 1924 1925 1924 1925 
Increase 
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ingrepee Increase 
32% 
Increase 
: F 2 2 % i 


These figures covering the first six months of the 
contract year and contrasted with the sales record 
of the entire industry during the same period em- 
phasize even more dramatically the tremendous 
demand throughout the country for the Nash 
Special Six and Advanced Six models. 


NASH 


THE NASH MOTORS COMPANY 
KENOSHA, WISCONSIN, U. S. A. 


Nash Leads the World in Motor Car Value 
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Long Crimps Flexes with — 
to insure the Piston ree 
Moximum Contact not against it 
Clearance Made of the correct 
_ Allowed for , GaugeSteei 


and Standard for 


ony RAMCO Accomodates all Ring Grooves. 


ord Eccontric Rings 
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In All Motors 


Service and repair business will be the bread and butter of 
the automotive business in the immediate future. For that 
reason, every effort is being placed behind Ramco Cushion 
Inner Rings to make them serve you better and better with 
mutual profit as the result. Twenty months of experiments 
and tests involving all makes of inner rings, performed un- 
der the supervision of a leading automotive consulting en- 
gineer, makes it possible for us to offer you the hexagonal 
Ramco with simple statement “Satisfaction Guaranteed.” 





Remember these Points! 








Make This Test! 1 


Slip a Ramco behind a piston ring 
and compress it with your fingers. 
Notice the cushion-like resiliency. 
Slip any other brand of inner ring 
behind the same piston ring and 
notice the “dead” action. We will 
gladly furnish Ramco a for 
making this test. 


Cutting at the ciimps insures perfect cir- 
cular tension. Cutting at any other point means 
uneven tension. (Cutting at the crimp is one of 
the Ramco features on which patents are pending.) 

2. The six-sided design permits the flats of 
the inner ring to flex with the piston ring instead 
of concavely against it. Installation is therefore 
easy and excessive tension is avoided. Ramcos are 
the only inner rings that can be used in shallow 
grooves or with Ford eccentric rings. 

3. The long curve at the crimp permits 
maximum contact with the piston ring and maximum 
life. 

4. The right guage of steel for each cylin- 
der size, tempered to withstand 900 degrees of 
heat, gives the proper tension, 

5. No other inner ring offers these exclusive 
advantages. Insist on Ramcos. 


Your Jobber Has 


RAMCO 


CUSHION 








INNER RINGS 


EG. U.S. PAT OFF, 


RAMSEY ACCESSORIES MFG. CORP. 





ST. LOUIS 





































Manufacturer and Dealer 
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Must Progress Together 


The prevailing prosperity and stability 
of Maxwell-Chrysler dealers is a shining 
example of dealer profit assurance, when 
manufacturer and dealers work in close 
harmony, and when the factors neces- 
sary for success are equally distributed. 


Maxwell-Chrysler contribution to its 
dealers’ success begins with the produc- 
tion of cars of outstanding value. But 
it goes far beyond that. It includes also 
the vital factor of securing public demand 
for these cars. 


Engineering and manufacturing repu- 
tation, leadership in performance and 
style—all capitalized in one of the strong- 
est national advertising campaigns in the 
industry—free the dealer from the bur- 
den of interesting the public in the new 
good Maxwell or the Chrysler Six. 


This means that Maxwell-Chrysler deal- 
ers make sales at less cost than is true 
of many other dealers who are working 
hard to “put over” cars that the public 
is not interested in; that their profits 
are larger. 


True, dealers can, and often do, build 
up fairly good volume on such cars— 
but the business costs too much to 
leave a satisfactory net profit. 


No dealer can afford to tie-up with a 
manufacturer unless the manufacturer 
is doing a live, healthy business in the 
national market. 


No matter how successful the dealer is, 
or how good a business man he is, his 
future is no sounder than that of the 
manufacturer. He can only sell cars 
profitably as long as the manufacturer 
keeps a position of leadership and re- 
tains public interest in his products. He 
must change when the manufacturer’s 
success begins to wane. 


There is no profit in high pressure sell- 
ing of a car that does not merit it by 
winning popular approval. 


The new good Maxwell and the Chrysler 
Six are very much in the public mind. 
The cars are known and admired and 
desired. The market for them is nation- 
wide. And back of the great sales-value 
of these cars is the Maxwell-Chrysler 
dealer policy—freely and frankly designed 
to help its dealers make money—rather 
than to merely urge them to make sales 
at any cost. 


The Maxwell-Chrysler facts are worth 
getting. Write or wire for details. 


All Maxwell and Chrysler dealers are in position to extend the con- 
venience of time-payments, on a plan that is attractive to the buyer. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICH. 


CHRYSLER MOTOR CORPORATION, DETROIT, MICH. 
MAXWELL-CHRYSLER MOTOR CO. OF CANADA, LTD. WINDSOR, ONT. 





WELL* CHRYSLER 


March 26, i: 















fl) — is 


























Vol. XLVII 


Chicago, March 26, 1925 


No. 13 








The Dealer Comes Into His Own 


With a New Understanding and Sympathy Developing Between 
Dealers and Manufacturers This Is the Great Year 
of Opportunity for the Automotive Trade 


By SAM SHELTON 


dealer. 

Progress made in automobile merchandising 
methods in the last two or three years, and especially in 
the last six months, has set the stage for a profitable 
career for those dealers who are earnestly and conscien- 
tiously striving to obtain maximum distribution of a good 
product on sound business principles. 

The dealer is recognized today as never before as an 
essential factor in motor ve- 
hicle distribution, and _ the 
most successful manufactur- 
ers have realized that they 
will continue to prosper only 
as the retailers who ultimate- 
ly sell and service their prod- 
ucts are able to make a profit. 
Profit has become the impor- 
tant watchword and for the 
first time in the history of 
this great industry we have 
its various elements from 
manufacturers to retailer or- 
ganized on the basis of mu- 
tual co-operation for profit. 

The first definite progress 
toward this goal came with 
the realization that volume of 
business does not always con- 
stitute a true measure of 
profit. In fact, it was realized 
that when conditions are such 
that every unit produces a loss, the total loss will be in 
direct proportion to the volume of business done. 

But the most important and far-reaching step in the 
direction of profitable automobile merchandising has come 
With the creation of better understanding between manu- 
facturers and their distributors and dealers. It is not 
yet possible to say that there is a universal feeling of 
good will and that no misunderstandings exist. But it 
is a fact that advancement has been made toward the 


‘T is the great year of opportunity for the car 


sales manager. 


wc 


IS THIS TRUE? 


‘“‘Factories are offering liberal discounts; distribu- 
tors are in turn offering satisfactory discounts to 
dealers, discounts that afford very satisfactory 
profits—larger profits on the capital invested and 
the effort expended than can be shown in any other 
line of merchandising—yet the dealer does not 
seem to be able to make any money.” 

These are the words of a well-known automobile 
There is in them a definite chal- 
lenge to the automobile dealers of the country. If 
these words are true why are they true? 

Dealers are invited to write their opinions of this 


statement to the Editor of MOTOR AGE. 
HNHUNVIIALILIVLLULNUOLVLVOLUIUINLUNUIUILOUGULERLVLIRLVOULUUVOLVOUYOLEOLULUOULVLVOLVUIRLLSIVLWULUOLIOLVOUSVUVOUGVOUWULULIOAULUOUEOUVOOUHOAOOOOOOUA 


elimination of causes of controversy—policies and prac- 
tices of which the dealers were wont to complain, and as 
a complement there has been a distinct improvement in 
the business capacity of the dealers continuing in and 
entering the trade. The elevation in business standing 
of the retail branch of the industry goes along with the 
improvements in merchandising methods which of neces- 


‘sity must be sponsored first by the responsible factory 


executives and then passed on to the retailers. 

There is ample proof that 
leading factory executives are 
earnestly working toward the 
creation of better merchan- 
dising conditions through the 
elimination of just cause for 
complaint by the dealers. Of 
course there will never be 
complete elimination of com- 
plaint, for there are unrea- 
sonable dealers just as there 
are sometimes unreasonable 
manufacturers. In fact, the 
manufacturers are sometimes 
inclined to hit back at the 
dealer and one sales manager 
declares that, although his 
company has tried to make its 
contracts exceedingly liberal, 
the dealers will not fulfill 
their part of the obligation. 

One sign of progress in 
the industry is that the body 
of dealers is gradually becoming representative of higher 
type business men. When we have dealers throughout 
this industry who recognize and perform the highest func- 
tions of public service that the good merchant should per- 
form then we will have less controversy between the 
makers and the sellers of automobiles. 

The three great complaints lodged by dealers and dis- 
tributors against manufacturers are: 

1. Arbitrary cancellation of contract. 
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A distributor had been distributing a 

* line of cars for seven or eight years, 
covering his state and doing an excellent 
business. A factory representative visited 
the town and with one of the distribu- 
tor’s salesmen staged a lively party, 
ending with entering the distributor’s 
establishment and taking a car for a joy 
ride. The distributor discharged the 
salesman and ordered the factory repre- 
sentative to stay out of his store. Later 
the factory representative gained addi- 
tional authority and soon the distribu- 
tor’s contract was canceled. 















A dealer was selling a popular car in 
*a city where there was a factory 
branch. Declaring the dealer was not 
pushing sales sufficiently, the factory de- 
cided to turn the retail sales over to the 
branch, canceling the dealer’s contract 
and leaving him with a long-time lease 
on a building and taking from him a 
large business he had built up. 
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The Indictment in Eight Counts 


Briefs of a Few of the Complaints Against Manufacturers Written to MOTOR AGE by 


Dealers and Distributors 


In the midst of a temporary depression 

*the factory decided that this dealer, 
operating in a city and several surround- 
ing counties, would have to take more 
cars. When he could not sell them all 
some of the territory was taken from 
him. When he protested, his contract 
was canceled and he suffered a loss of 
$35,000 to $40,000. 


A distributor covering an entire state 

*was doing a big business, but the 
nearest factory branch wanted more of 
the business. The distributor’s contract 
was canceled and a number of smaller 
contracts were written. 


When aelump came this dealer wanted 
>to be loyal and tried to sell all the 
cars the factory wanted him to take. His 
spirit broke under the pressure and he 
was forced to go out of business, 


A dealer was handling a popular line 
* of cars and doing a conservative busi- 
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ness, making some money. Another 
dealer who wanted the contract convinced 
the factory that the business was not 
being developed to its full possibilities, 
with the result that the old dealer’s con- 
tract was canceled and the new dealer 
was signed up. The old dealer lost a 
large investment. 


A distributor had been 15 years build- 
*ing up a large business with the same 
manufacturer. A new  salesmanager 
thought he was getting too independent 
and canceled his contract, dividing the 
territory up among several distributors. 


A dealer covering 17 counties was 

* asked by the manufacturer to take a 
considerably reduced commission on his 
wholesale business. He could not see 
how he could make any profit under the 
new arrangement and rather than accept 
it he relinquished the contract, giving up 
a large and hitherto profitable business. 
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2. Forcing dealers and distributors to take more 
cars than they can sell. 


3. Arbitrary reduction of territory. 


The first charge is not heard so frequently as it was a 
few years ago, but it is by no means a thing of the past. 
It cannot be denied that as a means of self-protection the 
manufacturer must not surrender his right to make 
changes in his retail and wholesale outlets whenever such 
changes become necessary. For the manufacturer to enter 
into perpetual and non-cancellable contracts would be sui- 
cidal in these days of human frailty and changing busi- 
ness conditions. 


Dealer Expects Permanency 


The intelligent and fair-minded dealer, of course, does 
not expect such an unreasonable advantage, but he does 
expect some guarantee of permanency for his business as 
long as he is conducting it honestly, energetically and suc- 
cessfully. He expects a fair opportunity to make good and 
a chance to recover from temporary setback. 


Along this line the dealer has won great progress in 
the last few months. Many contracts that formerly were 
of an annual character, always with the uncertainty of 
renewal, have been changed to a permanent or long time 
basis with safeguards that prevent cancellation except for 
very good cause. Dealers with contracts of this character 
are encouraged to invest effort and money in building up 
a successful and substantial business. 

A contract put into effect this year by one manufac- 
turer provides that before the company can cancel it 
must give the dealer 10 days’ notice of its intention to 
do so and give him an opportunity to appear at the fac- 
tory and present evidence against the proposed cancella- 
tion. If the dealer accepts this opportunity he appears 
before a conference which is in effect a trial court, com- 


posed of the president of the company, or in his absence, 


the vice-president; the sales manager or vice-president in 


charge of sales, and one other executive officer of the 
company chosen by the dealer. 

Describing this proceeding the sales department of the 
manufacturing company writes as follows: 


Argument Against Cancellation 


“At this conference the dealer presents his argument 
against cancellation. It must be remembered that no can- 
cellation has yet been made at the time the conference 
is held, only a notice has gone to the dealer of the fac- 
tory’s intention to cancel. If he, in this conference, pre- 
sents arguments of sufficient weight which convince the 
factory executives that they are in error in canceling his 
contract he is allowed to continue as their dealer. 
This has been true in several instances, particularly in a 
case of one of our eastern dealers who, upon receiving 
notice of the factory’s intention to cancel his contract, 
came to the factory and presented his arguments in such 
fashion that he convinced the executives of their mistake 
and he was allowed to continue as a dealer, and he proved 
himself in the following months to be eminently fitted 
to represent the car in his territory.” 

Another manufacturer requires that all cancellations of 
dealer contracts must be approved by the general sales 
manager and that good cause must be proved for the 
cancellation. 

“We understand the loss occasioned by frequent dealer 
changes and we endeavor to hold these down to a minl- 
mum,” says the sales manager of this company. 

This sales manager believes that a frequent cause of 
cancellation in the past has been the dealer’s inability to 
dispose of cars shipped to him by the manufacturer. And 
here is his view of the forcing of cars on dealers: 

“Perhaps a part of the forcing of cars by manufac- 
turers was caused by the fear that the dealer, in cases 
where more than one make of car, was handled, would be 
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compelled by the other maker to accept an unreasonable 
shipping schedule. We are ready to believe that our 
dealers and their bankers will co-operate with us in a 
spirit of square dealing; and if the other manufacturer 
seeks to compel acceptance of shipments not justified by 
gales conditions, it will be up to that maker to find an- 
other outlet for his over-expansion. 

“Every 10 days we receive from our dealers a report of 
unsold cars in their stock and our production requisitions 
are based on a survey of these dealer reports.” 

This company has hit upon the very effective policy 
marking the career of another 
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our present contract, but there is hardly a distributor or 
dealer that will live up to this agreement. If there should 
be a sudden dropping off in business, if sales were more 
cr less slow, he doesn’t hesitate to reduce or even cancel 
definite orders which have been placed for the current 
month, regardless of the fact that based upon estimates 
submitted to distributors the factories have gone ahead 
and committed themselves for materials and are building 

cars.” 
There is in these words a direct challenge to the retail 
and wholesale automobile dealers. In other words, satis- 
; factory business relations 



















successful Manufacturer — __ IIIIIIINIIIHINNNINNINNINNTRUIMNINNNIGONNMIN HNN KIAMA must be built upon mutual 
that of gaging production by confidence and one party who 
sales possibilities. Of course, The Automobile Manufacturer disregards obligations fairly 


intelligent action on a policy 
of this kind requires that a 
very dependable means of de- 
termining sales possibilities 
be worked out, and that is ex- 
actly what these manufactur- 
ers and some others are doing. 
From the reports of sales 
made over a long period and 
from a study of prevailing 
business conditions it is possi- 
ble to gage very closely the 
legitimate market existing at 
a given time in the territory 
of a particular dealer or all 
dealers. 

Another very successful 
manufacturer, who has about 
as permanent and substantial 
a dealer and distributor group 
as can be found anywhere, re- 
wrote all his contracts less 
than a year ago and put them 
on the perpetual basis. These 
contracts once signed are now 
in force until canceled or ter- 
minated. And before either 
party can cancel the contract 
he must give the other 30 
days’ notice. This new con- 
tract was liberalized in many 
other respects, including price 
protection over a period of 
six months and an agreement 
to repurchase all cars and 
parts from dealers in case of 
cancellation of contract, and 
yet the sales manager de- 
clared dealers and distribu- 
tors will not fulfill their obli- 
gations under the contract. 

As an instance of the fail- 


By 
JAMES EDWARD HUNGERFORD 


We have sung in ardent phrases of the busy SELLING crew. 

And have hymned those business-getters, from most ev'ry 
point of view; 

We have praised their “grit” and hustle; “git” and bustle; 
ginger, “pep!”, 

And we’ve hung the laurels thickly on their ORDER-get- 
ting “rep”! 

We have lauded up the DEALER men—and others we 
might name; 

We have bragged about most ev’ryone who's in the AUTO 
game, 

But there’s ONE deserving fellow we have skipped, without 
intent— 

He’s the man who BUILDS the “buggies,’ boys—the fac- 
tory PRESIDENT! 


We've had visions of him lolling at his massive roller-top, 

Giving orders, short and snappy—making ev’rybody HOP! 

Oh, his job looks soft and easy, from a certain point of 
view, 

But he has HIS trials and troubles—just the same as me 
and you! 

For he has to “boss” the business, and he has to make it 
GROW, 

And his brain is always buzzing, like a whizzing dynamo! 

And his path is sometimes “thorny.” and a mighty steep 
ascent— 

But he packs his burdens BRAVELY, does our friend the 
PRESIDENT! 


—— are SCORES of pressing matters up before him ev'ry 

ay, 

And he has to solve them quickly, in a diplomatic way! 

He’s a THOUSAND things to think of, and a thousand 
things to do, 

And he’s always on the “firing-line”’—his slogan: “PUT IT 
THROUGH!” 

Oh, hg ay a WORKING WONDER, with a genius for 
is job, 

And ae felt the pulse of traffic, ’til he knows its ev’ry 
throb! 

So when WORTHY men are mentioned, let us pay acknowl- 
edgement— 

To our cool, wnswerving, praise-deserving friend—the 
PRESIDENT! 
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assumed is not in good posi- 
tion to complain of default by 
the other party, or as is often 
the case, of the other party’s 
insistence upon fulfillment of 
the contract. 

The subject of forcing cars 
on dealers is one that a year 
ago was of deep concern to 
the entire retail trade. Manu- 
facturers who had expanded 
their production facilities 
started the year’s operations 
on a grand scale, looking for 
a great wave of spring buy- 
ing. The wave did not arrive 
and heavy stocks of cars were 
on hand and in most cases 
dealers, also looking for a 
bulge in the market, had con- 
tracted to take them. But 
they could take only so many 
and beyond that point it was 
useless to urge them for they 
could not pay for them. 

At this point responsible 
executives of the manufactur- 
ing concerns saw that a 
change in policy was neces- 
sary. They realized that a 
more conservative manufac- 
turing policy must be followed 
and many of them embraced 
the plan of letting production 
follow reasonably close to ac- 
tual demand. 

The success of this plan de- 
pends upon the dealer. If the 
dealer without the urge of 
knowing he must take a given 
number of cars regardless of 
sales will go ahead and ag- . 














































ure of dealers to do their part, he cites the following, in 
his own words: 

“About two years ago the National Automobile Dealers’ 
Association made some recommendations on the part of 
dealers to factories. One was substantially that the dealer 
be permitted to change his shipping schedule on or before 
the fifteenth day of the preceding month. I thought that 
was extremely fair. I think it only right, regardless of 
Conditions, that a distributor or dealer should take his 
Current month’s specifications. Accordingly, I incor- 
porated that clause (change shipping orders on or before 
fifteenth of preceding month) in our contracts which were 
In effect some two years ago, and again made that a part of 


gressively merchandise cars in his territory the plan will 
be a success, but if he sits down and waits for customers 
to come in and take the vehicles away, his factory will 
have to insist upon him taking more cars or giving up 
the contract. 

This is a two-sided business and there are obligations 
on both sides. 

Practically all manufacturers, therefore, have adopted 
specific means of helping the dealer to maintain sales 
volume without sacrificing profit. One sales manager 
writes: 

(Continued on page 42) 
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Don’t keep keys for cars hanging in 
a prominent place. 


E scarcely pick up a paper but 
VV we read of some emergency 
which has faced some business 
man, because of light-fingered gentry, or 
fire or some other unexpected condition. 
In fact, if it were not for the unex- 
pected, business would flow along like 
a song, and we would have peaceful days 
and satisfactory profits. However, suc- 
cess in life depends in large measure on 
getting ahead of the unexpected, or in 
making preparation for possible emergen- 
cies. Many a loss of an entirely unnec- 
essary character is taken because the 
man at the head of the business is too 
busy—or thinks he is too busy—to do 
what ought to be done without delay 
And because of delay, there is many a 
distressing and unnecessary situation 
which arises. 


A Few Reminders 


Every business is menaced by dangers 
of some kind, just as every plant has 
its insect enemies. To shut our eyes to 
conditions which actually exist is not 
wise, to say the least. 

So here are a few reminders, which, 
if put into prompt operation, will go a 
long way toward making for safety first 
in the automobile and garage business. 

It so happens that many concerns en- 
gaged in the sale of motor vehicles find 
it expedient to sell accessories, and ac- 
cessories run into money very rapidly, 
and do not occupy a very large amount 
of space. One of the favorite ways of 
the professional thief is to find access 
to a garage, load up a car with every- 
thing valuable in sight, and then drive off 
with car and stock. This is adding in- 
sult to injury, for it is bad enough to 
have a midnight caller take tires and 
tubes and a cash register and possibly an 
adding machine and a few boxes of spark 
plugs, without stealing a car to carry 
them off in. 

This was done not long ago in the 
following manner. Keys plainly tagged 
hung in full view of anyone entering the 
garage on the wall of the office. This 
was where the keys always hung, and so 
anyone who gained entrance had no trou- 


. was easy enough. 
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SAFETY FIRST 


In and About the Garage 












Protection from Theft, Fire and Meddlers Is Important 
to the Automotive Establishment and Easily Accom- 
plished if These Suggestions Are Followed 


~ 
ble in picking out the machine he wanted 
to drive and in finding the key to un- 
lock it. In fact, the cars were all filled 
with oil and gas, and ready for demon- 
stration. 

A rear window out-of-sight of the 
street was easily and quietly entered by 
means of the well-known device of a 
sheet of sticky flypaper plastered upon 
the glass and a brick to give the neces- 
sary force to break in. Then there was 
nothing to it—merely a few minutes’ woik 
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Avoid the Possibility of Fire By 
Observing the Following 
First—Comply with fire depart- 
ment regulations. 
Second—Observe the terms of 
insurance policies 
Third—Keep electric wiring 
and heating plant in safe con- 
dition 
Fourth—Inspect weekly to pre- 
vent accumulation of waste and 
litter. 
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to load up what was wanted, to unlock 
the front door from the inside and to 
drive off. 

Even if the car is recovered, there is 
sure to be a lot of damage done, time 
lost, and supplies scattered. 

To prevent a situation like the above 
First, there should 
have been iron bars or grill work on the 
rear windows out-of-sight of the street. 
These barriers of protection can be eas- 
ily planned, so that they will swing out 
and be locked on the inside with a pad- 
lock permitting windows to be washed 
easily, if this is desirable. So far so 
good. Many a break has been almost in- 
vited, by failure to protect windows. 

Second, it is a careless method in the 
extreme and yet one practiced in many 
garages to hang keys upon a large key 
board, or upon the wall in plain sight, 
and especially so when each key is 
tagged as to just what car it belongs to. 
Keys should be kept out of sight, under 





lock and key, or preferably, in a compart- 
ment of the office safe. Even grant that 
a key in itself does not represent much 
of an investment in steel and workman- 
ship, yet the loss of a key often makes 
a great deal of trouble and inconveni- 
ence. 


Daily Risk Involved 

For instance, the writer knows of one 
key which cost $15 to replace, because the 
special lock on the machine was con- 
nected with a wiring system and the 
whole thing had to be disarranged and 
taken apart in order to get the lock off, 
so that a key could be made for it. 
Guard keys as carefully as you do cars. 

Third, to have front door fastenings 
which can be easily opened by strangers 
from outside or inside means a risk three 
hundred and sixty-five days in the year. 
Risks should be avoided. It is easy 
enough to work out a system of locking 
that will cause some delay and inconven- 
ience at least. Thieves are notably clever, 
but many of the breaks are made by 
semi-amateurs who are not equipped 
with all sorts of paraphernalia. 

Fourth, a burglar alarm is not difficult 
or expensive to rig up. One ingenious 
garage man purchased a siren horn loud 
enough to wake the dead, and rigged it 
up so that anyone attempting to 30 
through his front doors when _ the 
“alarm” was set would be greeted with 
a continuous blast that would awaken the 
whole neighborhood. This device saved 
him at least $3,000 in a single night 
through the protection it gave in an 
emergency. 

Look over your layout from irorit to 
rear and answer yourself honestly as to 
whether you are reasonably well pro- 
tected against dishonest prowlers. If 
not, remedy the situation without delay. 

Fire is another menace in the garage. 
Because of the very nature of the busl- 
ness, there are almost certain to be 
hazards to be looked after constantly. 
It is well to remember that fire insur- 
ance rates may be cut down substantially 
by fireproof construction such as cement 
floors, etc., and by removing everything 
possible in the way of fire risks. 
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Fire usually breaks out in a cluttered, 
carelessly kept place, and so there should 
be a system and the system should be 
enforced of caring for waste, oily rags, 
paper, ashes, and anything and every- 
thing else about the property. Stock 
should be inspected regularly as to or- 
derly and safe storage and arrangement. 

aste should be removed regularly, and 
in the meantime looked after so that it 
does not constitute a shadow of a fire 
hazard. 

Do not allow packing boxes, cases or 
light inflammable materials to be piled 
against or near elevator shafts. If these 
catch fire, the draft will cause rapid com- 
pustion and flames will be drawn up the 
shaft shutting off a means of escape and 
communicating the fire to floors above. 
Avoid the possibility of fire by observing 
the following rules. 


See the Fire Chief 


First of all, have an interview with 
your fire chief, and find out what is re- 
quired of you, and what protection you 
can expect. Comply with the regulations, 
and ask for suggestions as to making 
your property safe. 

Second, read your insurance policy 
through from start to finish, fine print 
and all, and discover if you are comply- 
ing with the terms of the contract, and 
if in the event of loss you will be ade- 
quately covered on present day values. 
Remember that building and replacement 
costs are not what they were ten or a 
dozen years ago. 

Third, have your electric wiring and 
heating plant gone over from time to 
time, and instruct your assistants not to 
hang electric light cords over nails, 
hooks or metal projections. 

Fourth, appoint someone in the organi- 
zation to make a weekly inspection as to 
fire risks, waste, litter, etc., and give 
authority that offenders shall be called 
strictly to account. 

Fire always causes a loss of business 





High School 
Teaches Care of Car 


JOLIET, Il., March 21.—The Jol- 
iet High school has opened a de- 
partment in automobile mechanics 
for women. It holds night sessions. 
Thomas L. Reilly is in charge. 
From six to twelve women are con- 
stantly enrolled and are given in- 
struction in the mechanism of a 
motor vehicle so that in case of 
trouble on the road they can make 
adjustments that will enable them 
to get through to the nearest re- 
pair shop. There also is automo- 
bile mechanical instruction in the 
day time for students taking the 
regular courses. The board of edu- 
cation has fitted up a complete 
demonstration room. 
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and courage and property. Prevent fire 
by seeing that your own property is in 
good condition. Do not permit the care- 
less use of matches or the tossing about 
of cigarette stubs or cigars. Safety first 
demands that you shall look out for your 
own future, and better to offend an indi- 
vidual occasionally than to be wiped out 
by the fire fiend. 


Tools have a way of disappearing 
around a garage. Motorists ask to use 
something in the way of a wrench or a 
jack or pincers—and then the articles are 
mislaid, and it is up to the garage man 
to buy new. 


Stockroom Should Be Locked 


Moreover, tools are difficult to identify. 
You may be positive that a certain tool 
is yours, and yet it may be difficult to 
prove it. Tools of high grade cost money, 
and in the course of a business career, 
the careless handling of tools will mean 
a heavy and profitless expense. Here are 
a few plans to get ahead of the situation. 

First, have a stock room which is 
locked and to which only authorized 
people have access. Charge each work- 
man up with the tools given him, and 
require him to account for or turn in 
these tools, for inventory once a: week 
at least. This will make individual em- 
ployees more careful in watching the 
tools that they do not get lost or car- 
ried off. 

Second, make a list of all the tools in 
each car, and if any of these tools dis- 
appear, find out the reason why. There 
should be a duplicate list in the office 
desk for each car, as well as a list in 
one of the pockets of the car. The very 
fact that a careful tabulation has been 
made will be a check on disappearance. 

Third, in order to identify tools which 
are in use or available in the stock room, 
file three notches, or make some other 
distinctive mark on each one of your 
implements. A paint mark can be easily 
removed, but a filed or stamped identifi- 
cation is permanent. 

Fourth, make whoever loans a tool re- 
sponsible for its return to place. For 
example, the man who loans a tool must 
watch it and see that it does not get 
away or be lost. If he doesn’t do this, 
the tool must be replaced at his own 
expense. 

Tools cost money, and when they are 
wanted they are wanted badly, so that we 
cannot afford to be careless with them. 
Keeping track of the tools and having a 
system for keeping track of them is the 
secret of tool safety. 


Many a business man does not discover 
for a long time that it is very necessary 
to guard his business records, books, con- 
tract facts, etc., and there are always 
curious people who like to pry into other 
folks’ business, and then to go out and 
talk about the part truth they have 
learned. 


The wise and efficient organizer of his 
own business will take pains that the 
public does not know anything about the 
inside of his affairs. It is not the busi- 
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An ingenious mechanic can fix up a 
burglar alarm like this. 


ness of the public. Even when one has 
a bookkeeper or a skilled office assistant, 
there should still be a private compart- 
ment in the safe not open at all to em- 
ployees. In this compartment should be 
kept important documents, which should 
not be placed in other hands. Facts may 
be taken from them and given out as 
needed, but the documents themselves 
should be kept under cover. For this 
reason, an office or a desk open to every- 
body is not business-like. 


Protect Your Interests 


Safeguard your valuable papers. Be- 
cause your Own business concerns you 
and you only or your firm, it is the sensi- 
ble thing to keep the facts of the business 
under cover, only permitting others to 
have such information as you wish. In 
this way you will have respect impossible 
to achieve otherwise for over-familiarity 
invariably breeds contempt. 

Most of us are in business to provide 
for the present and the future. Play the 
game for all you are worth, and do not 
allow the results of your hard work, your 
time, and your investment to be menaced 
by careless habits. Consider safety first! 


Civilization Awheel 


“Civilization Awheel” is an illustrated 
pamphlet published by the Standard Oil 
Co. of New York for distribution among 
automobile owners in its territory. The 
purpose of the booklet is to acquaint the 
public with the enormous organization 
maintained, the hardships endured and 
the obstacles overcome that the petro- 
leum industry should serve their needs 
efficiently and without regard to the ele- 
ments. Illustrations on every page of 
the book are in colors. These illustra- 
tions show the processes of discovering, 
storing, refining, transporting and utiliz- 
ing oil products for fuel and lubrication. 
The text is largely devoted to a history 
of mechanical means of transportation. 
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A service station that is a little ahead of common practise. 


MOTOR AGE 


This establishment of the Consumers’ Service Stations Co., at Youngs- 
town. O., does a thorough job of greasing and washing, and battery, ignition and tire service 


A Service Station of Tomorrow 





March 26, 1925 


A Step Ahead of Common Practise Is This Specialized Establishment for Wash- 
ing, Lubricating, Fueling, Battery and Ignition and Tire Service 


Stations Company, operated by the Rajah Oil & Refining 

Co., Youngstown, Ohio, is as much a marvel to other 
service station men as it is to the public. Few places there are 
that embody so many innovations in service. There is a lot of 
“finery” about the station, for it cost around $60,000, but every 
inch of the ground it occupies spells practicality. 


The place not only sells oil and gasoline but washes cars, 
sells tires with road service to go with them, has a modern 
vulcanizing outfit, is distributor for Westinghouse batteries and 
has an excellent greasing outfit. The station is an outstanding 
showplace of Youngstown. 


Have Brick Building 


There are two sections of the business. Running parallel 
with Wick street is the filling station, with eight pumps. Six 
of the pumps are arranged about the brick structure that con- 
tains the office of the filling station proper, and covers over the 
driveways; two are on an “island” between the station and 
the street. 

Back of the pumps, about 20 yards, is the brick building that 
houses the main office, waiting room, wash rack, greasing 
racks, tire store, vulcanizing plant—in fact, all the company’s 
service with the exception of gasoline and oil. There is a 
smooth concrete and gravel court between the two buildings. 
The two structures are made of identically the same kind of 
materials and are in the same general style of architecture. 
Iron columns, on concrete posts, with large globes on top of 
them, illuminate the station so well that it may be seen readily 
from a block away in any direction. 

“We made the place so bright,” explained R. E. Goff, man- 
ager, “that motorists driving down Wick avenue at a rather 
fast rate of speed may see the station and slow down enough 
to drive in without strain on their brakes.” 

The company’s washing system represents the last word in 
economy, speed and workmanship. Within 15 minutes from 
the time a customer drives his or her car on the wash rack it 
is ready to be driven away, clean as when it was bought. 


A “progressive” system is employed in turning out a car. 
First the machine is driven upon an elevated rack built over a 
pit, almost as deep as the best of oil and grease pits. Here one 
man cleans only the chassis—wheels, springs, under the fen- 
ders and the motor. To expedite his work he has his own 


‘Tse Wick avenue service station of the Consumers Service 


outfit, which is never used on any other part of the car, a 
water hose containing ready-mixed water, soap and kerosene 
under 100 pounds pressure. A twist of a nozzle regulates the 
flow of water and the power it has behind it. 


From the rack the car is rolled through a door, and over a 
circular sink, where a second man washes the body. He 
likewise has his own hose of ready-mixed soap and water 
under pressure, and his individual washing equipment. 

From there the car is moved around a short corner to the 
finishing floor. Here a third man dries the surface carefully, 
with an air line under 100 pounds pressure cleans out the 
inside of the car, floor and upholstery, and with a hose equipped 
with spray nozzle brightens up the wheels and other dull paint- 
work with a mixture of kerosene. If there is a job of polishing 
to be done the car is moved to one side of the finishing floor 
and followed through by still another crew. 


Steel Turntable Used 


When the job is completed the car is backed about six feet 
upon a steel turntable, moved around, headed out over the 
runway over which it came and driven out on the open court 
between the two buildings, where it awaits the customer. 


The mixing room and pumping outfit in a basement compart- 
ment is largely responsible for the quick work done by the 
washing department. There is a series of air-tight tanks, con- 
nected with pipes in such a manner that the mixture for wash- 
ing cars may be made automatically. First, there is a small 
tank containing kerosene; next to it is a 100-barrel container 
for soap, and alongside of it is another of the same capacity 
with water in it. Next, there are two tanks that hold possibly 
800 barrels each, containing reserve city water. By adjusting 
the valves and the pressure of each of these tanks the desired 
mixture is forced through a pipe up to the wash room and into 
a rubber hose, which in turn is used to apply the mixture. 
A small engine supplies the power for this system, as well as 
that of the compressor used at the lubricating and greasing 
racks. 

Near the wash rack are three greasing and lubricating pits. 
Instead of building these with only a narrow passage directly 
underneath the car, the entire space underneath is open, with 
the exception of the framework for holding the cars. This 
gives much more room for the men to work. 

Instead of draining the crankcase by the old method of 
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placing a bucket or can under the vent and allowing the old 
oil to run out into that, after which it is dumped into some 
larger container, to be subsequently hauled away, there is a 
sort of funnel attached to a movable iron frame, and the oil 
drains directly into this. The frame fits snugly onto the rack, 
and slides back and forth with ease. 

The large funnel is attached to a hose about two inches in 
diameter which leads to the basement and into a large drum. 
This means that without having to touch the oil in any man- 
ner it is delivered into the drums ready for hauling away. As 
the drums are filled they are sealed and moved to one side. 
There is a strainer in the funnel to catch any object which 
might fall into the oil during the process of draining. 

Greasing is done by the Alemite high speed pneumatic pro- 
cess, With some individual additions by the company. Flexible 
hose are attached to the grease drums. These may be moved 
from one part of the rack to another, with the greatest ease. 
By merely pressing down on a release at the tip of the hose 
2,500 pounds of pressure is let loose behind the grease. It is 
simply a matter of a few minutes that the most complicated 
lubricating system can be properly covered. 


Mr. Goff has figured out a charge system for all makes and 
models of cars, based entirely upon the number of lubricating 
units there are on each car. The charges run all the way from 
75 cents for Fords to $2 for the larger cars with four-wheel 
brakes. 


The station caters especially to women motorists. In order 
to make things pleasant for patrons while they wait for their 
cars to be washed, greased, or the oil changed, there is a 
well furnished waiting room provided for them in the main 
building that cost $6,000 to finish inside and equip. There is 
scarcely anything overlooked here that would add to the 
comfort and contentment of a customer. 


Battery Testing Service Provided 


The battery shop and vulcanizing plant, as well as tire 
service station, are reached by a driveway along the side of 
the main building. Battery testing and watering will be done 
largely on the court between the buildings. There is a dumb 
elevator running from the main floor of the larger building 
down to the basement, connecting the wash rack and greasing 
stations with the battery and tire departments, so that in case a 
customer who has her car washed or lubricated and desires a 
tire change or repair, or a change of batteries, may send the 
article to be repaired down the dumb elevator to the depart- 
ment and get it back without the necessity of actually going 
to these departments herself. 


When the station opened Mr. Goff utilized the idea of giving 
away lubricating oil with the purchase of five gallons of gaso- 
line, like many other filling stations have done, except he 
handled the idea in a different and more practical manner. 
He advertised that he would give one gallon of oil to each 
purchaser of five gallons of gasoline, or more, but he explained 
that the oil must be taken on other days than on opening day, 
When the gas was bought. Instead of giving the customer his 
gallon of oil then and there, Mr. Goff gave out coupons that 
entitled the purchaser of the gasoline to four quarts of oil at 
any time he called for it, after that date. 

In order to get more greasing business Mr. Goff has what he 
calls his bargain grease ticket. A sort of motorist’s meal 
ticket. He sells these tickets, which are good for six greasings, 
at the price of five individual greasings, thereby giving the 
purchaser one extra service with every five he buys. These 
tickets are advertised extensively in the local papers and sold 
Personally when customers come in. 

A follow-up system, such as is used by a number of other 
Service stations, is used to induce customers to come back for 
crankcase service and greasing. Postal cards are multigraphed, 
With spaces left for filling in the date on which the recipient 
had the oil changed in his car, and the speedometer reading of 
his machine. In case of lubricating service, there is a space 
left for filling in the date of last lubrication, with the opening 
Paragraph multigraphed thus: “Your car has not been in for 
lubricating service since——.” 

An excellent mailing list has been built up by securing the 
tame and address of every customer at the wash or lubricating 
tacks, in the tire or accessory departments and in the battery 
and ignition rooms. 
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Mr. Goff designed a special job card for use on every variety 
of work, outside of simple sales of gas and oils, and by securing 
the customer’s name for this card he is able to add to his 
mailing list. The card is divided into sections—a section for 
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Order sheet used by Consumers’ Service Stations Co. The 
various items listed under classifications show the extent of 
service provided 


each branch of service given, such as oiling and greasing, 
washing and polishing, special accessories and installation, 
tires and tubes, and ignition and battery service. Under each 
of these headings are printed sub-heads for the insertion of 
various operations done, and the cost of each. 

There are four sheets to each card number. One goes to the 
customer as an invoice, a second goes to the office, a third to 
the main office of the Consumers Service Stations Company, 
and the fourth serves as a working ticket in the various de- 
partments where service is to be performed. At the extreme 
bottom of the fourth sheet, which is of cardboard instead of 
ordinary paper as in the case of the other three, is a claim 
check to be given to the customer, and an identification check 
to be attached to the car. Each set of tickets bears a serial 
number, and each must be accounted for at both the local office 
and the main office of the company. 
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Attractive front of Dan Hyland’s service station in St. Louis. Here Mr. Hyland has built up a large and profitable business in 
the sale and servicing of an extensive line of automotive accessories and necessities 


Speedometer Service Brings Speedy Profit 


Specializing in the Sale and Maintenance of Stewart Automotive Products, Dan 
Hyland of St. Louts, Has Bult Big Business 


automotive specialty can be made the basis of a 

flourishing and profitable business is afforded by the 
record of Dan Hyland’s Stewart-Warner Products Service 
Station in St. Louis. 

Housed in a spacious, plateglass-front sales and service 
building on Locust Boulevard in the heart of automobile 
row, the business was started originally with the principal 
effort expended upon the development of the speedometer 


Pi sstometive demonstration of the fact that a good 


Repair department in Dan Hyland’s service station where 
expert mechanics shorten the time customers have to wait. 


sales. During the past few years it has been expanded 
to take care of the entire Stewart line—speedometer, spot- 
lights, bumpers, shock absorbers, electric windshield clean- 
ers, vacuum systems, horns, radiator caps, stop signals, 
and other items. 

Retail business is intensively developed, and a large vol- 
ume of sales through dealers and jobbers both in St. Louis 
and the surrounding Missouri and Illinois territory is 
handled. 

Sufficient floor space and equipment and man power 
are provided for drive-in service, so that the majority of 
the jobs coming in can be handled at once, and disposed 
of within 20 minutes—an important factor in servicing 
the car owner who uses his car throughout the day, and 
still is urgently in need of speedometer service upon 
occasion. 

Shop and billing procedure have been simplified to the 
point where they are virtually automatic. 


The Customer Enters 


The shop foreman takes charge of the customer’s car 
immediately upon his driving in, a serially numbered job 
ticket is written upon, and the two claim check stubs 
detached; one being attached to the device to be repaired, 
and the other given to the customer who finds a pleasant 
waiting room well supplied with current magazines and 
Stewart literature at hand in which to spend the time 
until the completion of his work. This room is furnished 
with displays of the complete line of Stewart products, 
and with framed blue prints of them. 
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The job ticket has spaces for the date, customer’s name 
and address; disposition of equipment such as shipping 
instruction or “will call,” and a description of the equip- 
ment to be repaired. Spaces are also provided for the 
clock number of the man who takes off the equipment, 
the man installing the equipment when the repairs are 
completed, and of each man in the shop who worked on the 
job, as well as the time consumed by each. In other spaces 
on the ticket symbols are marked to show the make of 
equipment submitted for repairs so as to quickly locate 
particular jobs for dealer customers who may have several 
different kinds of jobs in the house at a time. Spaces are 
further provided for lubrication charges, labor charges, 
incoming transportation charges, cash sales number and 
invoice number. 


“Will Call” Jobs Are Billed Immediately 


When a “will call” job is completed and the job is 
picked up and paid for by the customer a Cash Sale 
Receipt is written up in duplicate and its serial number 
noted on the job ticket. The original is given to the 
customer and the duplicate goes to the cashier. 

If the job is charged, an invoice, serially numbered, is 
written up in quadruplicate with an indelible pencil, on 
a roll billing machine. The original is mailed the cus- 
tomer as an invoice, the duplicate goes into a loose leaf 
binder which in this organization takes the place of the 
usual customers’ ledger, the triplicate goes into the con- 
trol bind from which stock record entries are made, and 
the quadruplicate, which is without prices, serves as a 
dray ticket. The job ticket number is noted on the Cash 
Sale Receipt or Invoice, as required. 


The job ticket is then filed. 


Any completed “will call” job which is not called for 
by the customer is automatically brought to the attention 
of the cashier at the end of the month through the fact 
that the job ticket remains on his desk unfiled. 





MOTOR AGE 


Quick service on speedometers is the motto of Dan Hyland’s service station at St. Louis. Here the customer drives in and usually 
's out again inside of 20 minutes with the needed repair properly executed. Appropriate signs on the white enameled walls help 
to sell Stewart products and service 





Mr. Hyland’s service counter is accessibly located and the 
principal items in the line are attractively displayed where 
the customers can see and handle them. 


When a job is completed, and is to be shipped out of 
town, the job ticket goes to the bill clerk, who types a 
serially numbered invoice in quadruplicate. The original 
is mailed to the customer, the duplicate goes to the ship- 
ping clerk, and when returned by him to the office is 
filed in the loose leaf Customers’ Ledger binder, the tripli- 
cate is filed in the Control Binder, and the quadruplicate 
goes to the salesman in the territory for his information. 

As soon as a charge invoice is paid, this fact, together 
with the cash book folio number is noted on the copy 
of the invoice in the loose leaf General Ledger binder. 

Where a partial payment on account is made, a sheet of 
different color is used to enter it. A credit memo is 
handled in the same way. 


In cases where one customer has 25 or 30 charges 
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against him during the month, a blank sheet headed with 
the customer’s name, and the invoices listed on it, is 
placed in the General Ledger binder. 

Where journal entries or entries of other than sales, 
returns, allowances and cash receipts are requied, they are 
placed on special sheets. 

At the end of the month accounts are balanced by sim- 
ply totaling all of the invoices, and subtracting the total 
of all the credits. 


Mail Orders and Correspondence 


Upon receipt, mail orders go to the office manager for 
credit O. K. If for merchandise they go to the bill clerk 
for immediate billing; if for repairs they are held by the 
bill clerk until the work is completed. Notices of mer- 
chandise shipments, goods returned, or goods to be re- 
paired go to the receiving clerk. Correspondence is an- 
swered the day received. 

A special feature of considerable interest and unlimited 
importance is a perpetual financial inventory system by 
which all purchases are controlled in accordance with re- 
cent requirements. An inventory both as to count and 
value can be taken at the close of any business day, as 
well as the cost of sales, and the gross profit on the sales 
for the period in question. While this sort of system 
may appear costly, it is a guide that has saved thousands 
of dollars. 

Speedometer repairs are made by a corps of expert 
mechanics, each at a bench equipped with a calibrating 
machine, the necessary small tools, and a complete assort- 
ment in parts, so that no time is wasted in walking 
around. 

Bumper installations and repairs are made in spacious, 
sunlit room provided with a rack on which is a complete 


instructions are written on the front, shown at right, and the record of 


repairs and charges is put on the back, shown at left 


assortment of all bumper parts. The mechanic simply 
takes what he needs off the rack and marks it on the 
job ticket. Along the wall at convenient intervals are 
double electrical outlets, so that a drill and work lamp 
may be used side by side at any point desired. A heavy 
drill and vise are also provided. 

Lettered on the walls, which are enameled white with 
a cheerful gray wainscoting, are various Stewart selling 
slogans, information about brake performance and stop- 
ping distances, the local speed ordinance, and elementary 
hints on the care of Stewart devices. 


Meeting the Public 


“Hospital Cleanliness” prevails throughout, daylight is 
admitted by numerous skylights, fireproof steel shelving 
and bins are used to store merchandise and work in hand, 
and each employee is furnished with soap, towels and 
clean overalls. Needless to say, slip covers go over the 
upholstery, fenders and steering wheels of the customer’s 
car before a mechanic begins to “do his stuff.” 

Every employe coming into contact.with the customer 
is constantly coached on the line, so that he can talk in- 
telligently, quote prices, and be of real service without 
floundering around or having to ask someone else about 
the goods or service before being able to give an answer. 

Aside from manifest efficiency, both in the office and 
in the shop (direct evidence of intelligent management) 
the success attained by the organization is in no small 
measure due to the dynamic personality of the proprietor, 
who, in addition to keeping an eye on the whole organiza- 
tion and personally greeting the vast majority of the 
drive-in customers, finds time to serve as president of the 
Automotive Accessory Association of St. Louis, to serve 
as an active member of the Executive Committee of the 
St. Louis Safety Council and the St. Louis branch of the 
Better Business Bureau of the Associated Advertising 
Clubs of the World, to keep abreast of the most optimistic 
members of the Optimists’ Club, to be counted as among 
the livest Elks, and still to have time to lend « hand 
in a good many special civic and fraternal enterprises 
from time to time. 
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Acetylene Gas an Important Factor in Truck 
Lighting and Automobile Shop Operation 


Improved Prest-O-Lite Equipment Makes It Readily Available for 


ORE acetylene gas tanks are used 
M for motor-vehicle lighting today 
than in former years when the 
running boards of nearly every car car- 
ried the familiar tank, and rubber tubing 


played a major part in motor-vehicle 


lighting, and in addition this gas has © 


come into extensive use in the automotive 
shop. 

Some of the idea of the extent to which 
acetylene is being used today is gained 
when it is realized there are 22,000 
stations in this 
country where it is possible to exchange 
charged tanks for used ones. The con- 
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441N BRASS TUBING 


Either Purpose 


study and to that end the Prest-O-Lite 
company has. perfected’ = gas-lighting 
equipment for trucks. 

The company states  Prest-O-Lite 
truck-lighting equipment conforms in 
every way with the state laws and Soci- 
ety of Automotive Engineer’s recom- 
mended practice. 

The fact that a great share of the 
motor-truck haulage is done at night 
makes it very necessary that the lighting 
equipment be dependable, steady, meet 
with state regulations, simple and not 
affected by jars and jolts. In this re- 
spect, there is little to get out of order 
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Typical installation of Prest-O-Lite gas lighting system for trucks 


sumer, of course, pays only for the gas. 

The increase in the use of acetylene 
gas for motor-vehicle lighting is due 
largely to its adaptability to motor trucks 
and its very general use on that type of 
vehicle. 


Perfects Truck Gas Lighting 


But the use of acetylene in the auto- 
motive industry is not confined alone to 
truck lighting and other vehicle lighting. 
The gas is very convenient to use in the 
shops in’ connection with many opera- 
tions such as soldering, brazing, welding 
and similar jobs where-intense heat is 
required. Acetylene gas, being furnished 
in suitable containers, has the advantage 
of being instantly available and under 
absolute control. 

Inasmuch as the Prest-O-Lite Co., Inc., 
Indianapolis, Ind., has pioneered the field 
of acetylene gas lighting for motor vehi- 
cles and since the company also makes 
flectric storage batteries for lighting 
burposes it naturally is in a position to 
furnish apparatus for either method. But 
since the subject of truck lighting brings 
with it some problems not found in the 
Passenger motor vehicle, referring now 
to the conventional five or seven-passen- 
ser car, there is every good chance for 





with acetylene-gas lighting equipment 
and its entire freedom from delicate 
parts is probably one of the chief reasons 
for its great use on motor trucks or on 
vehicles operated by fleet owners. 

The installation of a gas-lighting sys- 
tem is very simple and follows in the 
main the diagram shown herewith. A 
complete range of standard fittings 
makes the installation of Prest-O-Lite 
truck-lighting equipment on any make or 
model of truck an easy matter. No tools 
are needed beyond the ordinary hand 
tools found in every shop and the in- 
stallation can be made by a mechanic 
without removing the truck from serv- 
ice. Once installed there is nothing 
further required in the way of mainte- 
nance except the replacement of the 
empty tank with a charged tank. 


No Soldering or Threading Needed 


The B or E Prest-O-Lite tank can be 
either suspended from the frame or sup- 
ported on the running board in a con- 
venient, accessible position with Prest-O- 
Lite tank bands. The tank can be fitted 
either with or without a reducing valve, 
the use of which is recommended as it 
reduces the pressure to the proper burn- 
ing pressure of two ounces, insuring a 


full, even flame at all times and eliminat- 
ing the necessity of adjusting the flame 
height from the tank valve. The use of 
a reducing valve permits also the indi- 
vidual control of head and tail lamps by 
means of gas cocks in the lines. 

No soldering or threading is necessary 
with the compression fittings. Pipe 
straps are used to retain the brass tubing 
in position. 

One of the handiest and at the same 
time most practical outfits the automo- 
tive repair shop or service station can 
possess is the Prest-O-Lite combination 
5-in-1 outfit, which can be used for all 
soldering, brazing and other heat requir- 
ing operations. This outfit is provided 
with a complete assortment of readily 
interchangeable torch heads and a sold- 
ering iron to cover a wide range of work. 

This outfit uses Prest-O-Lite gas in 
convenient small tanks, the same as are 
used for truck lighting. The gas, which 
is free from oxidizing effects, aided by 
good design of the 5-in-1 outfit, provides 
an easily controlled intense flame which 
burns without smoke or fumes. It is only 
necessary to turn on the gas, light the 
torch and the job is under way. The 
outfit includes a torch head for every 
purpose. There is a soldering iron at- 
tachment, 6 feet of durable hose and a 
connection for a tank. A drop forged 
steel wrench for quickly changing the 
heads also is furnished. The whole out- 
fit is packed in a canvas roll fitted with 
pockets to protect each part of the equip- 
ment from loss or damage. 
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Prest-O-Lite 5-in-1 outfit, comprises a torch 
head for a variety of operations 


The type A head included in the outfit 
is for general soldering, brazing and 
heating; type C head furnishes a flame 
twice as long as A. Two type B heads 
(long and short) afford a small sharply 
defined flame for light or delicate work. 
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Lycoming Adds Six Cylinder Engine to Its Line 
of Eights and Fours 


Bore and Stroke Same Dimensions as Those of Eight. Many Excellent Service 
and Maintenance Features Found in New Product 


SIX-CYLINDER model has been 
Awe to the line of passenger car 

engines manufactured by the Ly- 
coming Mfg. Co. of Williamsport, Pa., 
which now embraces four- six and eight- 
cylinder designs. The new six has the 
same cylinder dimensions as the Lycom- 
ing 8-in-line, viz., 34% in. bore by 4% in. 
stroke, and its piston displacement is 
therefore 207 cu. in. The engine is of the 
L head type, with the cylinders cast in 
a single block, the cylinder heads are de- 
tachable and the crankcase a separate 
iron casting which extends 29/16 in, be- 
low the crankshaft axis. Peaking at 
3,000 r.p.m., the engine develops a maxi- 
mum of 50 hp. 

The cylinder block is cast with integral 
jacket walls, without large openings in 
it. Compression chambers of conventional 
form, deeper over the valves than over 
the cylinder bore, are provided and a 
compression ratio of 4.5 to 1 is used. 
The spark plug bosses are located over 
the inlet valves, which location is said 
to give the best idling characteristics. 
In this connection it is worth noting 
that the engine, when mounted on a 
chassis of the type for which it is de- 
signed, will permit of idling down to 
about 1% m.p.h. on direct drive. 

Inlet and exhause valves are not only 
of different materials, but they are also 
somewhat different in size. The inlets, 
which are made of S.A.E. No. 3140 steel, 
are 17/16 in. in diameter and have a 
5/16 in. lift, while the exhaust valves, 
which are made of silcrome, have a 
diameter of 15/16 in. and a lift of 5/16 
in. The diameters given are clear or 
throat diameters. It has been found that 
by making the inlets somewhat larger 
than the exhaust valves—the available 
space must, of course, be divided between 
the two—it is possible to get more power 
from the engine. Mushroom type cam 
followers are used, with set screw and 
lock nut adjustment. The clearance on 
both sets of valves is adjusted to 0.006- 
0.008 in. 


Use Cast Iron Pistons 


Pistons are of cast iron and of light 
section, with ribs joining the bosses to 
the head. The length of the pistons is 
3% in. and there are four % in. piston 
rings, all above the piston pin. These 
rings are of the Perfect Circle type, 
three being plain rings and the fourth 
an oil-regulating ring. The piston pin 
which is % in, in diameter, is clamped 
in the upper end of the connecting rod 
by a clasp screw. passing through bosses 
on the split lug, and has its bearings 
directly in the piston bosses. The com- 
bined length of the two bearings is 
123/32 in. 


The crankshaft is of the four-bearing 
type, having two throws between each 
pair of adjacent supporting bearings. 
Crankpin bearings are 2% in. in diameter 
by 1% in. in length, while all main bear- 
ings are 2% in. in diameter, the respec- 
tive lengths being as follows: Front, 2 
in.; first intermediate, 134 in.; second in- 
termediate, 115/16 in.; rear, 2% in. The 
main bearings are of the conventional 
bronze back, babbitt lined type, but the 
connecting rod head bearings consist of 


about even with the normal oil leye] 
therein. It is bolted to the main bearing 
cap between cylinders Nos. 4 and 5 and is 
driven from the camshaft through a pair 
of helical gears which also serve to drive 
the ignition unit on top of the engine. 
From the pump oil is fed to all of the 
main bearings through copper tubing of 
5/16 in. outside diameter, which fastens 
into the bearing caps. The oil pressure 
on the bearings is controlled by means of 
a regulator which is mechanically con- 


New Lycoming six-cylinder engine showing the accessible mountings of starter, 
generator, etc., and the Swan type manifolding 


babbitt cast directly into the head under 
centrifugal pressure, 

The oil well is a steel stamping and 
is secured to the crankcase with a cork 
gasket between. The engine is designed 
for three-point support on the main 
frame. At the forward end there is a 
cylindrical seat on the hub of the chain 
case cover which takes a trunnion to 
be mounted on the front cross member of 
the frame, while at the rear there are 
two arms which are designed to rest on 
pressed steel brackets secured to the 
frame and to be secured by a single bolt 
each. 

Two methods of camshaft and acces- 
sories drive are offered, one by means of 
the Link-Belt automatically tensioned 
chain and the other by means of the con- 
ventional hand adjusted chain. A chain 
of % in. pitch and 1% in. wide is used. 

Separate inlet and exhause manifolds 
are used. The inlet manifold is of the 
Swan type, of square cross-section, and 
is located above the exhaust, its riser 
passing through the exhaust so as to 
form a hot spot. There are three inlet 
ports in the cylinder casting to which 
the inlet manifold bolts. 

Lubrication is by force feed to all main 
bearings and to the crankpin bearings, 
and by splash to all other parts. A gear- 
type oil pump is located in the oil pan, 


nected to the throttle lever. When the 
throttle is in the idling position the oil 
pressure is limited to about 10 Ibs. p. sa. 
in., while when the throttle is wide open 
the oil pressure may rise to 50 bs. p. 
sq. in. 

The engine is pump cooled. Water 
enters the cylinder jacket near the rear 
end, between cylinders Nos. 4 and 5, and 
the water passages are so laid out that 
the cold water strikes the valves first. 
The water leaves the jacket at the head 
in the usual way. 


Special Servicing Features 


In the design particular attention has 
been given to servicing features, and all 
parts are comparatively accessible. For 
instance, the location of the ignition unit 
on top of the engine places that part in 
a position wher the contacts can be !- 
spected and adjusted with ease. The 
cylinder block being separate from the 
crankcase, it is not necessary to take 
the whole engine out of the car when 
the cylinders are to be reground, for 12- 
stance. Pistons and connecting rods cal 
be withdrawn from the engine trom be- 
low, and all main bearings of the crank- 
shaft can be adjusted from below. Sim! 
larly, the flywheel can be removed from 
the crankshaft without taking the latter 
out of the engine. 








aoa SS 


d 





March 26, 1925 





State Convention Also Goes on Record Against Pro- 
posed Measure to License All Drivers 


3y SAM SHELTON 


tiveness of organized co-operation 

for the good of a business was 
highly exemplified here this week when 
the Illinois Automotive Trade Association 
in annual convention recounted its activi- 
ties and successes of the past year. 


This organization now numbers in its 
membership more than 500 of the leading 
automotive business men of the state and 
its activities are considered of such im- 
portance that the Chicago Automobile 
Trade Association sent 33 delegates in 
two special Pullman cars. The total con- 
vention attendance was more than 100, 
some of the cities represented being 
Peoria, Champaign, Springfield, Urbana, 
Danville and Galesburg. 


| co Ill., March 20.—The effec- 


Some of the Things Accomplished 


In his annual report General Manager 
Coons mentioned as important achieve- 
ments the following: 

Joined in protest against practice 
of some manufacturers of pressing 
cars upon dealers in excess of their 
capacity to sell profitably—a practice 
which has since been largely aban- 
doned. 


Opposed enactment of gasoline tax 
and other restrictive measures that 
would have been detrimental to the 
interest of car owners and the trade. 

Organized a legislative committee 
by districts with a key man in each 
district for the purpose of keeping 
in touch with proposed legislation 
and advising members of the Legis- 
lature on bills affecting the trade. 

Conducted continuous and effective 
warfare against solicitors and organ- 
izers of fake motor clubs and services 
and thereby saved hundreds of 
dollars for the dealers of the state. 
Just now the association in co-opera- 

“on with the Chicago Automobile Trade 
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Illinois Trade in Bitter 
Fight on Gas Tax 


UPAOLUULLVADOULLSANOOUULGOOOUOOOASEUULESEOEOOAANGOOUETENSNUEAAAE UTAH 


Left—Howard A. Amerman, 
new president of [Illinois 
Automotive Trade Associa- 
tion; right, reading down— 
W. E. Butler, vice-presi- 
dent; H. D. Rue, vice- 
president; W. W. Ingram, 
treasurer. 


AHUDENUVEAUUUOUOTENOOUVUUUUUUELOOESUOOUOUERHANSTUOUUOVENOOULY LOU EATUHA TUNG GAD TAT ARETE 


Association and various motor clubs is 
conducting a fight against a new gasoline 
tax proposal and a proposed measure 
requiring the licensing of all automobile 
drivers. Illinois is one of 11 states not 
now having a gasoline tax and the or- 
ganized trade of the state has taken .a 
determined stand against this additional 
levy on the motor vehicle. The state in 
the last few years has voted $160,000,000 
in bonds for the construction of hard 
roads and it is contended that additional 
revenue from the motor vehicle owners 
is not needed: 

The association is not opposing the 
drivers’ licensing measure upon general 
principles, but on the ground that the 
specific bill is really not the safety meas- 
ure that it is claimed to be, but in reality 
is a political measure that would annoy 
and harrass motorists without providing 
any additional safeguard against acci- 


dents. 

One of the convention speakers was 
C. C. Hanch, manager of the National 
Association of Finance Companies. Mr. 
Hanch reviewed the history of time pay- 
ment selling of automobiles and showed 
why it is for the best interests of the 
dealers to keep this business on a sound 
basis that will command the confidence 
of the bankers. To this end he urged 
close observance of the safe practices 
recommended by the committee of finance 
companies and bankers at the time the 
national association was organized last 
fall. 

Other speakers at the convention were 
Howard Kinsey, a Peoria dealer, on “The 
Used Car and the Seller Thereof’; F, E. 
Ertsman, manager of the Illinois State 
Automobile Association, on “The Legis- 
lative Bombardment,” and J. S. Knox, 
sales consultant, on “Doubling the Money- 
Getting Value of Your Sales Talk.” At 








the banquet in the evening the toast- 
master was Robert E. Lee, manager of 
the St. Louis Automobile Dealers’ Asso- 
tion. 


New Officers of Association 


New officers were elected as follows: 
President, Howard A. Amerman, Urbana; 
first vice-president, W. E. Butler, Chi- 
cago; second vice-president, F. A. Sperry, 
Bushnell; third vice-president, J. S. Goe- 
bel, Mendota; fourth vice-president, H. 
D. Rue, Bloomington; treasurer, W. W. 
Ingram, Peoria. C. W. Coons continues 
as secretary and manager. The retir- 
ing president was C. R. Constant of 
Springfield. It was decided to hold next 
year’s. convention at Springfield, the state 
capital. 
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MOTOR AGE’S PICTURE PAGES 


MOTORCYCLE FIRE-FIGHTING AID. The extinguishing unit shown is packed in 

the car where it can be carried to the scene of the conflagration with great speed. It 

includes a powerful pump, long hose, two chemical tanks, shovels and spades, axes 
and various other implements 


March 26, 1925 


PROTECTIVE DEVICE FOR AU- 
TOMOBILES. The appartus being 
shown by Lt. Martin A. Noonan of 
New York starts a horn blowing 
and flashes a light when the car ex- 
ceeds a prescribed speed limit 


ANOTHER USE FOR THE TRAC. 
TOR. The city of Peoria, Ill., has 
adopted the plan of collecting gar- 
bage with tractors, pulling five trailer 
wagons. Two tractors do the work 
that formerly required 20 or more 
wagons and trucks. 


SLOW UP AND LIVE. That's the idea behind this grade crossing safety device recently developed by engineers of the Florida 
State Road Department and installed at Cottondale. The Page Hi-Way Guard, a heavy, resilient wire link fence, is used to 
keep the car from crashing onto the tracks if the driver cannot stop in time. 
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OF AUTOMOTIVE INTEREST 


yi7 ag? 


BELOW THE EQUATOR. A lot of 15 Gardner cars at the factory await- 
ing shipment to Jacob Mau at Buenos Aires. Sixty were ordered in all and 
this is the third installment. 


QUITE SOME PRESENT. Radio listeners of WOAW, Omaha, gave this 
Nash Advanced Six Sedan to the Rev. R. R. Brown, who preaches regular 
sermons from the station. Fifty thousand fans clubbed together. 


A TEST OF 
STRENGTH. These 
men not only have 
put their confidence 
in the Cadet bump- 
er, a product of the 
Biflex Corp., Wau- 
kegan, Ill., but they 
have also put their 
‘weight on it. 
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Spark 
Plugs 


IT’S THE WAY IT’S DONE THAT COUNTS. This is the attractive window display of The E. L. Wilson Hardware 


Beaumont, Texas, distributors of AC spark plugs, speedometers and air cleaners 
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— CThe READERS CLEARING HOUSE 


Questions and Answers on Dealers’ “Problems 
BUILDING” ELECTRICAL « FLAT RATES 
SHOP « LEGAL « PAINT & TRIM « ACCOUNTING 


Axle Types Defined 


Q.—I want to know how many types of 
rear axles there are as we have an argu- 
ment about them. Some say there are 
three and some say there are four. I 
want to know and what kind they are, 
semi-floating, three-quarter floating and 
full floating, that is three, and is there 
one that is called a plain live axle? C. L. 

According to the nomenclature printed 
in the Society of Automotive Engineers’ 
hand-book there are the following general 
types of axles, the dead axle, which is an 
axle carrying the road wheels with no 
provision in the axle itself for driving 
them. 


2—Live Axles—General name for type 
of axle with concentric driving shaft. 

3—Plain Live Axle—Has shafts sup- 
ported directly in bearings at center and 
at ends, carrying differential and road 
wheels. The plain live axle is practically 
obsolete. 

4—-Semi-floating Axle—Has differential 
carried on separate bearings, the inner 
ends of the shafts being carried by the 
differential side gears and the outer ends 
supported in bearings. Semi-floating 
axles are used on the Chevrolet model K, 
the Dodge Brothers.car, Hupmobile, Jew- 
ett, Jordan and several others. 


Three-Quarter Floating Axle 


5—Three-quarter Floating Axle—Inner 
ends of shaft carried as in semi-floating 
axle. Outer ends supported by wheels 
which depend on shaft for alignment. 
Only one bearing is used in each wheel 
hub. The three-quarter type of axle is 
used in the Buick Standard 6, the Flint, 
40 and 55 models; the Overland, models 
91 and 92; Star, Willys Knight. and Stutz. 
Three-quarter floating axle shafts carry 
torsion and the bending moment imposed 
by the wheel on corners and uneven road 
surface. It also carries tension and 
compression if the wheel bearings are 
not arranged to take thrust. 

-6—The Full Floating Axle—Is_ the 
same as the three-quarter floating except 
that each wheel has two bearings and 
does not depend on shaft for alignment. 
The wheel on the full floating axle may 
be driven by a flange or a jaw clutch. 
The full floating axle shaft is released 
from all strains except torsion and in 
one possible construction tension and 
compression. 

Q.—What kind of axle has the Ford? 

According to the above nomenclature 
the Ford axle-is of the semi-floating type. 
According to the same definition it also 
could be classed as a plain live axle. 

‘Q.—What is the valve sleeve timing on 
a. Stearns ee: eight? About 18 or 19 
models? . 

To time ‘the sight cylinder Stearns 
Knight engine proceed as follows: If 
eccentric shafts have been removed or 








The Readers’ Clearing House 


HIS department is conducted to 

assist dealers and maintenance 
station executives in the solution of 
their problems. 

All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes occurs several weeks late, 
depending upon the space available. 

Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 

Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 

Also state whether a permanent file 
of MOTOR. AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 

Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 

Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
tion in conference. 
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timing gears have been removed from 
eccentric shaft then it will be necessary 
to time both cylinder blocks of the eight 
cylinder engine. Remove timing chain 
and gears; then set No. 7 piston on top 
center. Revolve the eccentric shaft in 
same direction that crankshaft travels 
until exhaust port is just closed. The 
best way to accomplish this is to remove 
exhaust manifold and cylinder head and 
place an electric light on top of piston, 
and when the light is just excluded when 
looking through port hole—stop. 

When No. 7 cylinder is timed properly 
place on timing gears and timing chain 
and then remove crankshaft until No. 1 
piston is on top center. No. 1 cylinder 
will be the first cylinder on top center. 
Then remove timing chain and timing 
gears and set sleeves so that exhaust 
port just closes as was done with No. 7 
cylinder. Then replace timing gears and 
timing chain-and the engine will be in 
proper time. 


Q.—What is the exact valve ‘timing on 
the Essex six?—C. *‘L. Orten, .515 Hall 
street, Dawson, Ky. ° 


On this engine the exhaust valve should 
close 8 degrees after top dead center. 


Paige Valve Timing 


Q.—I would like to Know the correct 
valve timing for a Page Glenbrook car, 
model 642.—L. J. Peterson, 511 Sixth ave- 
nue N. W., Mandan, N. D. 

The exhaust valve on this engine closes 
when the piston is 3/64 or 10 degrees 
past upper dead center. The inlet opens 
when the piston is 7/64 of an inch past 
upper dead center or 15 degrees after top 
dead center. 

Q.—Some time ago you showed a way 
of telling the degree at which the valves 
should open by measuring the piston 
travel and I would like to have that 
again. 

We assume that you refer to an article 
which covered several methods of check- 
ing valve timing when certain funda- 
mental data was known. We are en- 
closing a clipping of the article which 
appeared in the February 4th, 1924, issue 
of Motor AGE, 


READER QUESTIONS MOTOR AGE 
OPINION ON JAMMED STARTER 
PINION 


In the December 11, 1924, issue of 
Motor AGE, on page 27, was an article 
entitled “How to Free Up a Starter Pinion 
That Is Jammed in the Flywheel.” One 
of our readers takes exception to the 
explanation as given and gives his opin- 
ion as to the cause of the condition. His 
letter is as follows: 

“Motor AGE, 
“Gentlemen: 

I certainly am surprised at your answer 
to the question, “How to Free a Starter 
Pinion That Has Jammed the Flywheel,” 
of December 11, 1924, on page 27. If you 
would consider the way the starter shaft 
turns the pinion you could easily see that 
to turn the motor with the crank or put 
it in gear and push it forward you would 
have to break the starter shaft off to get 
room for the flywheel gear to pass. Trust- 
ing that you correct this, I am yours truly, 

“ORVAL M. HOOTEN, 
“418 E. Scarritt St., Springfield, Ill.” 

We would like to have other Moror AcE 
readers to write us stating their opinion. 
Since giving the explanation in the De- 
cember 11 issued one of the other Clear- 
ing House editors has pointed out that 
with the pinion jammed in the flywheel 
ring gear the friction between the spiral 
shaft and the pinion would be such that 
there would be small likelihood of the 
pinion backing away from the flywheel 
because it would not readily rotate on 
the starter shaft. If this is the case it 
would appear as if rocking the car either 
forward or backward would accomplish 
the purpose of rotating the flywheel 
slightly and consequently rotating the 
pinion slightly so that the jammed teeth. 
would separate due to this rotation. Let- 
ters will be welcomed regardless of 
whether the writers agree or disagree 
with the opinion advanced by Motor AGE 
or Mr. Hooten. 
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Planning Your New Building 
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By TOM WILDER 
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Liberal Space Must Be Provided to Engage in Volume Service 
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With storage space for 36 cars and facilities for 12 to 15 in actual work, this plant should handle an enormous business. 


Q.—We wish to build a complete lubri- 
cating and washing plant on an inside lot, 
$0 ft. by 168 ft. It should be arranged to 
handle business on a quantity basis with 
grease racks raised about 1 ft. above the 
foor, We would appreciate any sugges- 
tions you could make that would help us 
get started right.—Alemite Lubricator Co., 
San Antonio, Tex. 


The first essential we believe in mak- 
ing a layout where it would be possible 
to get the cars in and out with as little 
trouble as possible would be to discard 
your idea of the elevated rack keeping 
the cars always at floor level. 


We appreciate, of course, the advan- 
tage of having the cars elevated about 
a foot and to offset this, we have run 
our tracks across a shallow pit one foot 
deep, a deeper pit for underside use being 
between the tracks. The pits are 32 feet 
long or long enough to hold two cars 
so that there is space in all for six cars 
on the rack at once. There is plenty of 
Space for cars to approach and leave the 
tack, and there is no reason why a great 
lumber of cars could not be handled 
without the slightest possible congestion. 

The wash rack is of the progressive 
ype often described in Motor AcE and 
for which we can send you a blue print 
if you so desire. 


There is liberal parking space for 36 
tars, beside those undergoing operation 
Which, including the waiting list, would 
amount to 20 or more when operating to 
capacity, 

You must figure on plenty of skylight 
4% you will get very little ilght from the 


front and rear of this building, the win- 
dows being too far from the working 
space. 

You have not said anything about ac- 
cessory sales, so we have not developed 
this end of the institution, very much, 
only arranging for cashier, display win- 
dows and a small showcase. However, 


you have plenty of room to elaborate on 
this arrangement if you wish. 

There are several washracks on the 
market at present which would fit the 
outline here made. They include all the 
equipment necessary for operation and 
include construction in some cases. 





BY WELLINGTON GUSTIN, 





Legal Questions Answered 


OF THE CHICAGO BAR 








LIEN PROCEDURE IN GEORGIA 


Q.—Please give us information on a 
garageman’s lien on cars in this state. 
Especially where we do work on a cus- 
tomer’s car—not knowing that it isn’t paid 
for—and then have him turn it back to 
a dealer who holds the title. The cus- 
tomer then refuses to pay us.—Citizens 
Auto Co., Quitman, Ga. 

Under the Georgia statute, section 2805, 
or section 3354 of Park’s Annotated Code 
of Georgia, all mechanics of every sort 
are given a lien on all personal property 
repaired covering work done and mate- 
rial furnished. 


This lien may be asserted by retaining 
control of the property until paid, or if 
the repaired property is surrendered and 
credit given, then the mechanic must, 
within ten days after repairs are made, 
record his claim of lien in the office of 
the Clerk of the superior court in the 
County where the owner of the repaired 
property resides. 


This lien is given superiority to all 
other liens except for taxes and such 
other liens as the mechanic may have 
had actual notice of before the repairs 
were made. But the mechanic’s lien for 
repairs was held in a test case to be in- 
ferior to claims of a seller who had re- 
tained title to the property and sold un- 
der a conditional contract to the buyer, 
customer of the mechanic. 


Now, if you did not file your claim 
within ten days you have no lien. And 
if you do have a lien it is inferior to the 
dealer or other who sold to your cus- 
tomer and retained title for security of 
payment—providing his sales agreement 
was properly recorded. 

See Baughman Automobile Company 


vs. Emanuel, 137 Supreme Court of Geor- 
gia 354; or 73 Southeastern Reporter 511. 
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Clearing Up Electrical 
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Testing Battery Jars at 
10,000 Volts 


Q.—Do you know of any company mak- 
ing a storage battery jar tester to tell 
whether the jar leaks or not, or perhaps 
you know of some good method of testing 
jars?—North Dakota Reader. 

At one time we heard of a concern 
which made metal forms of some sort 
to go inside jars of various sizes, these 
forms being designed for use in connec- 
tion with a high voltage test. At present, 
however, we do not know the name of 
the concern. We are showing, however, 
two sketches which illustrate two meth- 
ods of testing jars. In one of these acid 
is used in connection with either a 110 
volt lamp or a 220 volt lamp. In the 
other system a high voltage, as from a 
Ford coil, is employed. Referring to the 
acid test you will see that a receptacle 
of some sort is used which will not be 
affected by acid. This could be either 
a lead lined box or else a porcelain jar. 
The rubber jar to be tested must be clean 
and dry around the upper edges. The jar 
should have battery acid poured into it 
very carefully so that the edges do not 
get wet. It should then be placed in 
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the porcelain receptacle as indicated so 
that the acid both inside and outside of 
the jar comes to within % inch of the 
top. 

If a lead lined outer receptacle is used 
the connection should be made to this 
or else if a porcelain jar is used a strip 
of lead can be dropped in the acid out- 
side the jar and another one inside. If 
the lamp lights it shows a leak. This 
shows the reason for using great care 
to see that the upper edge is dry, for 
acid over the top will allow the lamp to 
light up. In the high tension method 
it may be necessary to use a 12 volt 
battery and a Ford coil with a vibrator 
very tightly adjusted. 


May Use Adjustable Spark Gap 
An adjustable spark gap may be used 
if desired as indicated in the diagram. 
The sparks from the Ford coil should 
be capable of jumping a gap of at least 
% inch. If the jar is defective and has 
a crack in it the sparks will jump 
through the jar instead. In the jar we 
have indicated the use of a quantity of 
lead shot such as BB shot or bird shot. 
Outside of the jar it is necessary to 

have a metal container of some sort. 


Extra Coil Is Needed for 
Fuelizer 


Q.—A Packard twin six of the first 
series has been fitted with a new Packard 
carburetor incorporsting the fuelizer de. 
vice. Show method of wiring up the extra 
coil which this requires. 


We are showing a wiring diagram of 
the single six which is equipped with a 
fuelizer. While this is not the exact 
diagram of the car you have it is correct 
for the fuelizer part of the circuit. It is 
necessary to have an ignition unit which 
contains two interrupters. One of these 
interrupters serves to produce the spark 
for the spark plugs while the other inter- 
rupter produces the spark for the fuel- 
izer. The wire from the ignition switch 
which formerly went to one ignition coil 
now has an extension so as to carry 
current to two coils. Then two wires 
connect the coils to the two interrupters. 
All of the high tension sparks from one 
of these coils are used for the fuelizer 
while the sparks from the other coil go 
through the distributer to the spark 
plugs. 
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High voltage test for leaky jars 
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Circuits for Packard Six with fuelizer 


This method uses acid and either 110 
or 220 volts 
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Trouble With Bill Fixit 
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18 Volts for Lighting Up a 
Tent 


Q.—Can a Ford generator be rewound or 
otherwise changed to charge a 16 volt 
battery at a rate of 10 amperes at normal 
ear speed? I want the generator to re- 
main on the car just where it originally 
is and want to use 8 or 9 regular battery 
cells to have a good strong 16 or 18 volt 
battery. I would use some form of resist- 
ance with the starting motor so as not to 
change the voltage of the motor. I want 
the 16 or 18 volt battery system for light- 
ing purposes in a tent and other places 
some little distance from the battery. 

By the use of 18 volts at the battery I 
figure that I will have a good strong 16 
volts at the lamp on the end of the line. 
I also want 16 volts for a 16 volt motion 
picture projection lamp. Would like to 
have the name of some company that can 
make this change in the generator.—Nor- 
ris Horner, Henderson Motor Co., Carleton, 
Nebr. 


Can’t Produce 10 Amperes at 18 Volts 

It is possible to have the generator re- 
wound to génerate 18 volts, but it is not 
large enough to produce 10 amperes at 
this voltage. About 4 amperes at 18 
volts would be all you could get for 
the machine would overheat if you tried 
to get much more energy out of it. If 
a fully charged 18 volt battery takes care 
of your motion picture lamp _ require- 
ments and if you drive a considerable 
distance each day it is possible that a 
series parallel method of using three 6 
volt batteries would serve your purpose. 

We are showing a diagram of such a 
connection which includes two extra bat- 
teries in addition to the one regularly 
on the Ford car and also a double throw 
four pole switch. Referring to the dia- 
gram you will note that the switch handle 
is shown in the open position. In this 
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6 volts for starting, 18 for long 
distance lighting 


position the generator will charge the 
regular battery only. It may be neces- 
sary to leave the switch in this position 
when starting the engine to keep the 
other two batteries from helping the 
main battery supply starter current. 


With the switch handle pushed down 
all three batteries will be in parallel so 
that if the generator sends out 12 am- 
peres approximately 4 amperes will go 
to each battery. In driving along the 
road if the regular battery has been run 
down by using the starter, the switch 
handle should be left in the open posi- 
tion while driving a few miles and then 
pushed to the down position. In the up 
position all three batteries are in series 
to give 18 volts and if the generator is 
run will charge the regular battery only. 
Information on a concern that will re- 
wind the generator will be given by sep- 
arate letter. 
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Some Points on Constant 
Potential 


Q.—Are constant potential charging out- 
fits more efficient than rectifiers or motor 
generator sets built for series charging? 
—Cliff Green, Trenton, Mo. 

Some makers of constant potential 
charging outfits claim they are more ef- 
ficient, but they do not stress this point 
very much, for it is probable that other 
features are of more concern to the bat- 
tery station. One feature is that bat- 
teries of differing capacity and differing 
in their state of charge or discharge can 
be put on the line at the same time and 
each one will take the correct amount 
of current. For example a motorcyle 
type of battery could be put on at the 
same time with a 120-ampere hour start- 
ing battery which could not be done with 
a series charging line for the current 
would have to be small enough for the 
motorcycle battery which would mean 
that the other battery would take a very 
long time before it became charged. 


Some Advantages Claimed 


A reduction in time of charging, 
quicker service to the customer and re- 
duction in number of rental batteries 
needed are among the advantages 
claimed for this type of system. In any 
method of charging some supervision is 
necessary to see that sulphated batteries 
do not overheat, but with the constant 
potential system individual resistance 
units are used to hold the current down 
where batteries are somewhat sulphated. 
A reduction in current might also be nec- 
essary with series charging which would 
reduce the current to all of the batteries 
as well as the one needing the reduc- 
tion. 





Does a Jumping Spark Need a Complete Circuit P 


Q.—I want some information about a 
Ford coil that a mechanic wired up so as 
to get a shock from it. Only one end of 
the secondary winding was connected to 
the shocking terminal and a spark would 
jump to your body or to a screw driver 
or to any other conductor of electricity. 
It seems to me impossible for the current 
to get back to the other end of the sec- 
ondary winding, but I even held a board 
With a nail in it and a spark would jump 
to the nail, but when I gave the secondary 
& path so that the current could return 
the spark was much stronger. Could it 
be static which jumps when there is no 
complete return circuit? The garage man 
who made the shocking device claims that 
the current will jump from a charged 
wire to a conductor of electricity but I 
always thought a return circuit was nec- 
*ssary.— William A. Fowler, R. F. D. No. 
2, Montrose, Iowa. 


Your idea is about right, for static elec- 
tricity jumps when there is no complete 
return circuit. You can readily tell the 


difference if you hold a pair of pliers 
in your hand and lean over a car so 
as not to touch the fenders and hold the 
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Getting static from the ignition 


pliers near the spark plug. Sparks will 
jump to the end of the pliers. If you 
allow your body to get up against the 
fenders, however, and then repeat the ex- 
periment, you will find that the spark 
is much stronger and the shock is also 
much stronger. We have shown an 
illustration indicating the circuit in a 
Ford coil, also indicating a spark gap 
where a heavy spark would jump due 
to the fact that there is a return circuit 
through the ground or frame of the car 
as indicated by the ground symbol. The 
pliers as shown in the illustration act 
as one side of the condenser with air 
for the insulation and the ground or 
frame of the car as the other condens- 
er terminal. Sparks jumping from the 
high tension terminal of the secondary 
winding to the pliers will then charge 
this condenser which is made up of air 
and the pliers and the frame of the car. 
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Motor Age’s Flat Rate Forum 





trentnea 


Three Fundamental Flat Rate Questions 


Q.—I am thinking of adopting a Flat 
Rate system for general automobile re- 
pairing and I would like some informa- 
tion about how to proceed. I employ 
three mechanics and we do work on near- 
ly all the best-known makes of cars. I 
am a new subscriber to MOTOR AGE 
and would like to know where I can get 
a table of prices that I can use at a 
profit without having to take the time and 
trouble for a series of time studies in my 
own shop. 

A.—The flat rate chart printed as a 
supplement in the Oct. 23, 1924, issue of 
Moror AcE should enable you to profit- 
ably repair the majority of makes now 
in general use. A copy of the issue which 
also contains information relative to the 
installation of the system has been mailed 
you under separate cover. 

@.—How shall I pay mechanics so that 
they will be satisfied with the new ar- 
rangement? 

A.—Various methods of compensating 
the mechanic are outlined in the article 
that accompanies the table in the Oct. 
23 issue. Piece work to date has been 
the most uniformly successful method of 
mechanics’ compensation. There are 
two methods for arriving at the piece 
work price—to pay a certain percentage 
of the labor selling piece to the mechanic, 
or to pay a certain hour rate which fig- 
ure is multiplied by the time allowance 
on which the job is sold. On the first 





ADJUSTMENT OF ENGINE 


BEARINGS BY FLAT RATE 
MOTOR 7 Flat Rate Forum 
o. 6 


THE OPERATION DEFINED 


Take up all main and rod lower 
bearings. Includes removal and re- 
placement of oil pan and head where 


necessary. 

For this operation the following author- 
ized flat rate charges are suggested by 
the maintenance departments of the re- 
spective manufacturers applicable to their 
1924 and current models unless otherwise 


indicated. 

Manufacturer’s Of.- Labor 
ficial Designation, Charge for 
Car and Model. Operation 
Buick 6, M4A 

Buick 4, M4A 

Chevrolet, 44 

Dodge Bros., 1408 and 1412. 

Durant, 109, 109A and 109-1.$11.50 
Hupmobile, 4-44, 4-45, 4-47A. 5.3 hrs. 
Maxwell, 2027a 4.5 hrs. 
Oakland, 7-26, 7-12 and 7-127 3.0 hrs. 
Overland 5.5 hrs. 
Packard 6, M515 

Rickenbacker, M-23 

Star, 1109, 1109A, 1109B.... 

Stutz 6-90, 100 and 105 

Velie, 21 and 22 











method which is used to some extent in 
large shops the total weekly wages paid 
mechanics are divided by the number of 
mechanics working. The figure arrived 
at represents the rate at which to com- 
pute the mechanics’ compensation. 


Where the flat rate data supplied you is 
in dollars and cents, as in the chart 
printed recently in Moror AcE, it is eas- 
iest to pay a certain percentage of the 
selling price to the mechanic-as his com- 
pensation for the individual job executed. 
The percentages paid range from 30 to 
50 with the average around 38 per cent. 


Q.—What is the best way of selling 
the flat rate system to customers who 
have been accustomed to the hourly 
charge? 


Kansas Subscriber. 


A.—You will find much less trouble in 
selling the system to owners than you 
will to the average group of mechanics. 
Invariably the car owner is eager to buy 
his repairs on a flat rate basis, because 
by doing so he has advance knowledge 
of the amount he is to pay for labor, ‘be- 
cause flat rate usually reduces the cost 
of the labor and total charge, because 
he gets quicker service, and lastly, be- 
cause it is a plan that absolutely elimi- 
nates misunderstandings between the 
buyer and the seller. 


Flat Rese in Florida 


Jacksonville, Fla. 
To the Editor of Motor AcE: 


I have been reading for sometime your 
page in Motor AGE on flat rates and I 
would like to express our views on the 
subject. 


Every job that enters our shop is sold 
to the customer on a flat rate basis and 
the mechanic is paid a flat rate on every 
job, also. We have arrived at a flat rate 
charge for each job, both to the customer 
and to the mechanic, by making a time 
study on each routine operation; in other 
words, we take 30 such jobs as clean 
carbon and grind valves, catch the time 
on the mechanic doing this job, then av- 
erage the time. The flat rate, of course, 
is based on so much per hour. 


Flat rate to the mechanic offers the 
dealer, the mechanic and the owner 
many priceless advantages. It offers the 
dealer the advantage of placing the re- 
sponsibility of the finished job on the 
one who actually does the work—the 
mechanic—and reduces to a minimum the 
number of come-back jobs usually found 
in the ordinary shop, due to the fact that 
the mechanic must make good his own 
mistake on his own time. It also gives 
the dealer a labor cost system that would 
be impossible to accurately determine 
any other way. To the mechanic it of- 
fers an opportunity to determine his own 


earning capacity, inasmuch as he is paid 
so much for each individual job. But if 
he can do more work than the average 
mechanic, he is justly rewarded for his 
efficiency. 

For the customer, it offers double su- 
pervision of his repairs and his work is 
finished in one-half the time that was 
consumed under the old plan of so much 
per hour. The mechanic, in knowing 
that he must guarantee his work, does 
not take any chances on its final out- 
come, and loafing on the customer's job 
has been entirely eliminated because the 
mechanic knows that until his job is com- 
pleted and given the foreman’s 0. K,, 
any loafing that he does is done solely 
at his own expense. It has been my 
personal observation that the only one 
not greatly benefitted by the flat-rate-to- 
the-mechanic system is the lazy, ineffi- 
cient get-by mechanic who goes over the 
country, a few weeks here and there, or 
until he is found out and fired. 

The E. C. Williamson Motor Company 
is one of the pioneers in the south of 
both flat rate system to the customer and 
to the mechanic, and our observation 
and experience has led us to believe that 
any shop that operates with as many as 
three mechanics can successfully operate 
on the flat rate system. 

E. C. Williamson Motor Company, 
Jacksonville, Fla. 





DO YOU BELIEVE 


That the shortage of high grade 
troubleshooters and mechanics is 
largely due to a lack of financial in- 
centive in the maintenance business? 

That the dealer cannot supply this 
required incentive because he can’t 
afford it? 

That the dealer can’t afford to be- 
cause his maintenance revenue is not 
high enough? 

That the lack of revenue is due to 
the fact that the dealer sells his mer- 
chandise on an hour basis that is not 
high enough to pay him a profit? 

That even though the selling price 
per hour is low the selling price per 
repair job is either too uncertain or 
too high? 

That if the dealer could increase 
his price per hour. without raising 
his price per job that he could in- 
crease his revenue and profit? 

If YOU REALLY BELIEVE THESE 
THINGS THEN YOU are knowingly 
or unknowingly a believer in FLAT 


RATE. 
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Yransmission Drive Speedometer for 





Fords 
This is made by Nash Motor Products 
Co., Inc., Petersburg, Va., and it is 


claimed that it can be installed in one 
hour. Standard Magnetic Head or clock 
is used, but the drives can be purchased 
separately to connect with any Ford mag- 
netic head or clock, putting back in use 
the many heads now on Ford cars on 
which the front wheel drive has*been de- 
stroyed. It is installed by swinging 
rear of car, disconnecting universal bolts, 
prake rod pins and rear spring hangers 
and rolling back rear end. Then pull out 
front universal ball cap, remove clutch 
spring support, and replace with support 
carrying speedometer drive gear. In re- 
placing transmission door the manufac- 
turer recommends that gears be meshed 





Transmission drive speedometer for 
Fords, and tool for compressing 
clutch spring 


unusually loose—using extra gaskets if 
hecessary. Saw slot in floor board large 
enough to prevent short kinks in cable. 

The price complete is $18; drive and 
shaft for attaching to heads on cars, sells 
for $9. The tax is absorbed by the man- 
ufacturers, 

The company also offers a tool for 
compressing clutch spring priced at 
$1.50, used in the installation of the 
transmission drive speedometer. 
Two-Way Auto Vent 

This product is designed to fit every 
make of closed car and to draw from 
the interior, by means of a suction pro- 
cess, all the foul air, smoke or gas, 
replacing the polluted air with fresh 
Without draughts. It is made of enam- 
eled sheet steel and provided with two 
checks to permit opening to any desired 
degree or being closed entirely. There 
also is a fine screen for eliminating dust 
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“Killglare” goggles and method of 
shielding driver’s eyes from light 


or dirt. It is installed between the upper 
window frame and glass of closed-car 
doors. The price is $5. Chicago Auto 
Ventilator Co., 3507 Grand Blvd., Chicago, 
makes it. 


Packard Flex-0-Cord and Port-0-Lite 
Outfit 


The Packard Port-O-Lite is a complete 
portable lighting outfit, made up of a 
25 ft. piece of Flex-O-Cord with a two- 
way plug on one end, and a mill-type 
lamp with expanded steel guard on the 
other. Both the plug and the lamp are 
attached to the Flex-O-Cord by means of 
a special clamp. The Flex-O-Cord cable 
is also used for rough service in con- 
nection with portable drills, etc. The 
manufacturer. 


Patches for Balloon Casings 


The Durkee-Atwood Co., Minneapolis, 
Minn., manufacturers of Rie Nie fan 
belts, radiator hose and other automo- 
tive products, announce the addition of 
a complete line of blowout patches for 
balloon and low-pressure casings. 

Two plaster patches, the “Superior” 
and the “Lucky Star,” are designed to 
vulcanize themselves to the inside of the 
tire casing, the hole being sealed with 
a specially compounded rubber filler. 

A winged type patch, the “Rie Nie 
Blue Tip Blowout Patch,” is the other 
balloon type brought out. Two other 
wing type patches, both for high pres- 
sure casings, are announced. They are 
the “Rie Nie Red Tip” and the “Rie Nie 
White Tip” patches. 

“The Lucky Star” is said to be adapt- 
able to both low pressure and high pres- 
sure casings. It is made in three sizes, 
the size used depending not upon the 
size of the casing, but upon the size of 
the hole to be filled. 





“Killglare” Goggles 

Killglare Co., Inc., Green Bay, Wis., 
announce this driving goggle which is 
designed to accomplish what its name 
indicates. It is built with the teeth of 
a hair comb, the idea being to stop all 
lights which would otherwise strike the 
driver’s eye at an angle, at the same 
time allowing him a clear vision of the 
path before his machine. 

In developing this goggle the manufac- 
turers have endeavored to exclude the 
light from all approaching cars without 
diminishing the intensity of the rays 
ahead of the driver. 





Packard Port-O-Lite outfit . 


New Sentry Three-Bar Bumper 
American Chain Co., Bridgeport, Conn., 
have brought out this bumper for use on 
medium and large cars. Its fittings and 
nuts are of bronze; the upper and lower 
bars measured 1% in. and the center bar 
two inches. Increased contact area has 





Sentry three-bar bumper 


been provided so that the bumper will 
meet others squarely instead of skipping 
over or under. 

A feature of this product is the fen- 
der protection afforded by the curved 
ends. The bars extend from fender edge 
to fender edge. The rear bumper curves 
outward to allow for spare tires, and 
curves inward at the fen- 
ders for compactness and 
ease of handling. Under 
“kinetic” and “static” tests, 
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it is claimed that the spring 
steel bars exhibit excellent 
shock absorbing qualities. 
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Two-Way ventilators 


Ws 
a The company has an- 
LH Z nounced the new “Sentry” 
as an addition to its Weed 


line of bumper products. 
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GETTING 


Spray-Lac Painting Apparatus 


The Spray-Lac unit embodies the 


necessary devices for paint removing by 
air pressure, as well as for spraying 
lacquer finishes. The unit is self-con- 


Spray-Lac painting apparatus 


tained, portable and current is taken 
from any lighting or power circuit. 
The apparatus contains a one horse 
power motor with 25 feet of cord and 
plug for lamp socket, air compressor, 
belt, air tank, paint removing tank, paint 
remover nozzle with 17 feet of hose, air 
gun with 17 feet of hose and all pipings, 
fittings and gages in place complete. The 
whole is mounted on a substantial truck, 
fitted with casters so it may be easily 
moved about. Inasmuch as the outfit is 
mounted on a narrow base it will readily 
be appreciated that it is easy to get 
between cars. Ordinarily the Binks No. 
105 air gun with one paint cup is fur- 
nished. The price of the outfit com- 
plete is $265 f. o. b. factory. It is made 
by the Spray-Lac Manufacturing Com- 
pany, 5642 Harper avenue, Chicago, Il. 


The Webber Universal Connecting Rod 
Machine 


In order to facilitate the work of rebab- 
itting and boring connecting rod bearings 
the P. H. Webber Company, Hoopeston, 
Illinois, has brought out a connecting rod 
machine which is universal in its appli- 
cation. The machine will handle prac- 
tically all makes of bearings with the 
exception, possibly, of those found in 
large tractor engines. In addition to 
complete bearing work the Webber ma- 
chine will perform other operations 
around the shop which require a lathe. 


Eight Mandrels Furnished 


The outfit is shipped in a strong box 
and eight mandrels are furnished in ad- 
dition to all of the necessary fittings for 
pouring bearings, centering cones, clamp- 
ing devices, lathe dog, etc. One of the 
features of this machine is that the bear- 
ing is poured and bored without chang- 
ing the position of the rod in the jig. 


MOTOR AGE 


Hand scraping is, of course, entirely 
eliminated and accuracy is assured 
because the rod is not changed in the 
set up. Incorporated in the machine 
also is an aligning fixture to check the 
wrist pin in relation to the big end bear- 
ing. A fixture is provided whereby the 
piston, after assembly to the rod, also 
can be tested for alignment. The uni- 
versal application of the machine will 
be apparent from the fact that a bronze 
backed bearing can be just as easily and 
accurately bored as a plain babbitt bear- 
ing and one of the illustrations shows the 
manner of doing this. 


The lathe feature comes in handy for 
such operations as truing up a commu- 
tator of a starting motor or generator, 
cleaning out the ring grooves of a 
piston, facing a valve and so forth. For 
the latter operation a tool post is pro- 
vided and which is graduated so that it 
can be accurately set to suit any valve 
face. 


In setting up a rod to be poured the 
centering cones are used to locate the 
rod or the latter can be centered by 
clamping the wrist pin in the V. block. 
Next a mandrel with the same diameter 
as the bearing hole is mounted on the 
arbor which fits the head of the machine. 
Then the V block is slid forward until 
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the bearing rests against the manire] 
which should fit exactly and at the same 
time centers it. The center holding 
clamp is adjusted close to the bearing 
and all adjustments tightened. After this 
the mandrel] is removed and another se- 
lected, the latter being about one eighth 
inch smaller than the finished bearing. 
Flange plates are then selected and after 
the adjusting collar is put on the arbor 
the flange plates are put in position and 
finally the mandrel. The jig is now 
turned up on edge, the bearing cap put 
on and held in place with C clamps us- 
ing parting bars for shims. The top 
flange plate is next put on, sealing ma- 
terial applied and the bearing poured 
after the mandrel has been first heated. 


Boring Operation Is Next 

The boring operation is next pre- 
formed after the mandrel and arbor have 
been removed and the connecting rod 
bolts inserted and shims of the same 
thickness as the parting bars applied. 
The fillets are cut next, the feed being 
applied by hand. Some other operations 
which can be performed with this ma- 
chine will readily be understood by ref- 
erence to the illustrations. The price of 
the Webber universal connecting rod ma- 
chine is $175. 

















Above is shown the outfit included in the Webber Universal Connecting Rod 


Machine. 


Center, left, manner of pouring a bearing and just below it, the sei-uP 


for boring the poured bearing. Top, right, boring a bronze backed bearing. Center, 


right, the jig used as an aligning device. 


The other views show how the machine 


can be used for piston and commutator work. 
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You’re the Doctor 
HEN the car owner says to the repairman 
“you’re the doctor,” he is putting the responsi- 
bility up to the authority for his case. In the final 
analysis what the authority says goes. 

The car owner may have his likes and dislikes, his 
prejudices and beliefs, but in the end he puts the 
things up to the man who is responsible for the job. 

Reaching the trade through the trade press is 
reaching the user through his adviser. 
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Two Kinds of Prospects 


HE automobile owner who is not in the market for 

a new car this spring probably is figuring on having 
the old vehicle fixed up. Two men we overheard 
talking about their cars the other day were reading them- 
selves out of the new car market for this year. One 
was going to have the old car thoroughly overhauled— 
the other was not so sure. 


The overhauling was to include a thorough recondi- 
tioning of the engine and other moving parts, and then 
a new paint and trim job. This program was fixed in 
the owner’s mind, but he had not yet talked to a dealer 
or repair shop about having the work done. The job, 
representing quite a bit of money, was ready for some one, 
but no one had come around to get it. No doubt this man 
had been besieged by an army of new car salesmen, but 
for the money that he had determined to spend there were 
no seekers. 

We wonder what the result would have been if some 
of the new car salesmen had been prepared to sell either 
a new car or an overhaul of the old one. He might have 
tried first to sell a new car, but failing in that he might 
very quickly have sold a job in which there should have 
been a fair profit to pay for the time spent on this pros- 
pect. Not every prospect can be sold a new car. Some 
are firmly set against it, but are already sold on a repair 
job, waiting only for an invitation to place their order. 
All the sources of profit should be used. 





Don’t Give Away Your Profit 


Near is the time to watch your profit. Just because 

sales come easier and in greater volume than at other 
Seasons is no assurance that you are making money. It 
is easy enough to trade dollars, but the one you get in 
exchange will never buy any more than the one you had. 
The merchant can continue to exist only if he makes every 
dollar invested in his business replace itself and add a few 
Pennies for profit. The service rendered by the merchant 
as an economic factor is his justification for these few pen- 


nies of new wealth created through his business effort. 


Now that the selling season is brisk it is easy enough 
to get back invested dollars, but unless they bring profit 
with them they are not doing their duty. In the automo- 
bile business these dollars all too often come back in the 
form of a used car and which must be liquidated before 
profit is realized. 


Used cars can be liquidated and at a profit. Hundreds 
of good dealers have proved that. And there is no secret 
about the method. It is simply this: When you buy a 
used car don’t pay more for it than you can sell it for. 
If you do you will give away the profit you make on new 
car sales. 


Equipment Makes Money 


RITING to Motor Ace recently H. S. Wein of 
Dashwood, Ontario, declared it had been very 
profitable for him to own his own gasoline dispensing 
equipment. He installed tanks, pump and compressed 
air equipment at an expense of about $1,000, but now 
he is free to buy gasoline in the open market at the most 
advantageous price. He is not tied up with an agree- 
ment to purchase gasoline from any one source. He is 
able to take advantage of market conditions and some- 
times strikes a very profitable deal. For instance, on 
one lot of 6,000 gallons he made a net profit of $300 in 
three weeks. Certainly a good return on his investment. 
From his experience Mr. Wein wrote: “Own your 
own pump and cash in on your own business judgment.” 
It is worth thinking about. Probably some other 
dealers or garage proprietors have had similar experi- 


ence that they would like to pass on for the benefit of 
their fellows. 





Honorable Mention 


HE so-called International Sporting Commission, 

sitting in Paris, was kind enough to include the 
Indianapolis race in the possible events that, under its 
rules, are to decide the world’s racing championship. 


Under the law as written at Paris the driver declared 
“champion” must have won the Italian Grand Prix 
and thereafter two of the following events, selected by 
him: Indianapolis race, European Grand Prix, French 
Grand Prix. 

All this means is that the European driver who wins 
the Italian race will not likely think of Indianapolis in 
exercising his next two selections. He would be apt 
to settle the argument on European soil. 

Which, no doubt, would be shooting straight enough 
at the big idea. Indianapolis owes the commission its 
thanks for this honorable mention. 
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Spottiness Seen in Market Prospect 


Some Farming Sections Not 
Sharing Average Betterment 


While Setbacks Are Felt Here and 
There, Even Spread of Pros- 
perity Is Expected 


NEW YORK, March 23.—Developments 
in the agricultural situation have served 
to damped a bit the enthusiasm with 
which the automobile industry has ob- 
served the steady increase, in February 
and March, of both production and sales. 

The collapse in the wheat market may 
be expected to affect rural business ad- 
versely, and the devastation wrought by 
the tornado in Illinois, Indiana and other 
states seems almost certain to curtail 
sales in the stricken section just at a 
time when a sharp upward turn was 
looked for. Recent reports indicate that 
Pacific Coast farmers are not in such 
good shape as they were a year ago and 
sales in the southeast have not been as 
satisfactory as had been hoped. 

The situation generally is much more 
favorable. The fine weather that has 
come with spring in most parts of the 
country has had a favorable reaction on 
retail sales. Basically the industry is 
sounder than ever before, with stocks 
of cars in dealers’ hands low and facto- 
ries gauging production in accordance 
with current demands. Notable advances 
in factory efficiency were made last year, 
and these will be reflected in the 1925 
income of the companies. Profits per car 
are low, but turnover has been speeded 
up notably, having reached the remark- 
able figure of twenty times annually in 
some instances. 

Although it appears unlikely that 1925 
will be a boom year, shortages are ey- 
pected to develop when the spring sa'es 
season reaches its peak. Not all the pro- 
ducers will be affected, however, and this 
should result favorably for the companies 
whose productive capacities will rem.in 
in excess of the demand for their cars. 
Thus prosperity will be spread evenly 
to an extent perhaps not hitherto at- 
tained. 

Reports from manufacturers of parts 
and accessories are that replacement 
business is better than it was last vear 
at this time, but sales to automobile 
makers are below the record of 1923. 


Peckham Is Elected Head of 
Cleveland Trade Association 


CLEVELAND, March 23.—G. G. G. 
Peckham was elected presidnet of the 
Cleveland Automobile Manufacturers and 
Dealers’ Association for the fifth consecu- 
tive term, following the annual meeting 
of the association held Thursday, March 
19, at the Winton Hotel. 

The other officers of the organization 
also were re-elected. These are: Vice- 


President, W. Pitt Barnes; treasurer, R. 





J. Schmunk; secretary and manager, 
Herbert Buckman. 

R. J. Schmunk and O. C. Tyner were 
re-elected to succeed themselves on the 
board of directors. The other directors 
in addition to the above are: W. Pitt 
Barnes, Warner M. Bateman, G. G. G. 
Peckham, C. H. Schreiber, T. H. Towell, 
Birkett L. Williams, Walter F. Wright. 


G. M. Sales hy Dashes Make 
Sharp Ascent Second Month 


NEW YORK, March 21—Sales of Gen- 
eral Motors cars by dealers rose from 
25,593 in January, 1925, to 38,970 in Feb- 
uary. These preliminary figures issued 
by the corporation included Chevrolet, 
Oldsmobile, Oakland, Buick, Cadillac 
passenger and commerical cars and GMC 
trucks sold in the United States, Canada 
and overseas. The record for February 
of this year is below that of the corres- 
ponding month of 1924, when 50,007 cars 
were sold by dealers. 

Sales of cars and trucks to dealers 
by manufacturing divisions of General 
Motors in February showed the same 
general trend as the retail sales, reflect- 
ing the policy to produce only in accord- 
ance with current needs. 


WEIDELY SUES AUBURN 


INDIANAPOLIS, March 21.—Weidely 
Motors Company of this city filed suit at 
Auburn, Indiana, against the Auburn 
Automobile Company for $425,000 dam- 
ages, alleging breach of contract by 
Auburn. The suit alleges that two con- 
tracts were broken, the last one dating 
from 1923, and it is claimed that the 
Weidely concern bought materials for the 
manufacture of motors for Auburn to the 
extent of $320,000, which resulted in a 
loss to the motor company when the 
orders for the engines were cancelled, 
causing financial troubles and receiver- 
ship. 

Auburn officials are stated to claim that 
although orders for motors were made 
no contract was entered into between 
them and the Weidely Motor Company. 
The suit was brought by W. H. Fletcher, 
former secretary and later receiver for 
Weidely. <A similar suit for a larger 
amount of damages was instituted some 
time ago by the motor company against 
the Stutz Motor Car company, which still 
is pending in court. 


CHEVROLET WINS BOAT RACE 


MIAMI, Fla., March 23.—Louis Chevro- 
let yesterday was declared winner of the 
Biscayne Bay speed boat race which fea- 
tured the closing of the Miami Beach 
mid-winter regatta. Ten well-known 
automobile race drivers competed. L. L. 
Corum was second. The race was de- 
cided on points after two days of in- 
teresting driving. Each day the con- 
testants negotiated a total distance of 36 
miles in three heats of 12 miles each 


Ford Sales Reports Indicate 
Promising Spring Business 


Retail Volume for February Totaled 
125,421 Cars and Trucks, 


Company Says. 


DETROIT, March 23.—Retail sales of 
Ford Motor company for the month of 
February totaled 125,421 cars and trucks 
and 7,211 Fordson tractors. These figures 
do not include sales in Canada and Brit- 
ish possessions which are served by Ford 
Motor company of Canada, Ltd. Retail 
deliveries in the United States reached 
112,526 cars and trucks and 5,914 Ford- 
sons. 

Latest sales reports of the company 
indicate that spring business is opening 
up promisingly and the outlook is for 
rapidly increasing activity. Daily domes- 
tic deliveries of cars and trucks have 
more than doubled since early in January. 
The largest increase came in the latter 
part of February, reflecting the upward 
trend of business which is now under 
way and the optimistic outlook for March. 


New Lincoln Record 


Reports also indicate improving condi- 
ions in the high priced Ford car field. 
Lincoln cars set a new February record 
with 508 domestic retail deliveries com- 
pared with 426 for the same month a 
year ago. 


An interesting feature is shown in the 
sales of Fordson tractors which have 
made a rapid gain, particularly through 
the agricultural sections, indicating that 
the farmer is coming in stronger as a 
buying factor. Daily sales of Fordsons 
are now four times as great as they were 
early in the year. 


Car Dealers See Good Sign 
in Big Demand for Tractors 


MINNEAPOLIS, Minn., March 23.— 
Tractor manufacturers and wholesalers 
are feeling the new money which has 
come from a big Northwestern field crop 
selling at high prices. A strong demand 
has sprung up for tractors. Automo- 
bile dealers regard this as a good sign. 

The Minneapolis Steel & Machinery 
Co. reports its turnout volume is on 4 
war-time basis, with 550 men employed 
in that division. The Minneapolis 
Threshing Co. has swelled its force t0 
800 men, the full strength of the present 
plant, which is 10 machines a day in the 
tractor division. 

Business has grown to double and more 
what it was the year before at the same 
time. The general farm implement bus! 
ness is sharing in the new demand. 

Road machine builders report full time 
with maximum forces of men. 
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1925 Will Be Better Than 


Last Year, Reeves Believes 
~ ————n 


Manager of N. A. C. C. Says Com- 
parative Optimistn Characterizes 
Activities of Makers 


PHILADELPHIA, March 22.—Business 
of the automobile industry this year will 
be better than last, it was predicted by 
Alfred Reeves, general manager of the 
National Automobile Chamber of Com- 
merce, speaking at a dinner of the Phila- 
delphia Association of Automotive 
Bankers. 

“Comparative optimism characterizes 
the activities of the motor vehicle manu- 
facturers,” said Mr. Reeves. ‘Production 
totals each month this year have shown 
a steady improvement and this growth 
has been based on actual demands in the 
field rather than future hopes. There is 
every indication that the market in 1925 
will be considerably above the demand 
in 1924, and the man who is contem- 
plating purchasing a car would do well 
to do so this spring, if he wants to be 
sure of getting the particular make he 
may have set his heart on.” 

Mr. Reeves summarized his reasons for 
a favorable outlook as follows: 

1, The excellent condition of the rail- 
road business, 

2. The conservative policy of manufac- 
turing companies. 

3. The sound and active federal high- 
way policy. 

4. A broaded undertsanding of the 
standards and needs of automobile 
financing. 


Engine Suspended Over Rear 
Axle of New Six Cyl. Julian 


SYRACUSE, N. Y., March 21.—A new 
automobile, known as the Julian, with 
engine suspended over the rear axle, has 
been placed on exhibition in this city. 
It does not differ materially from the 
ordinary coupe except that it is slightly 
lower. The engine is a six-cylinder, air- 
cooled design and is said to have an out- 
put of 50 h.p. The chassis frame is made 
up of tubular members. Five hundred 
parts are said to have been eliminated 
by the departure from the conventional 
practice. The bodies for the car will be 
built by Fleetwood. 

The car was designed by Julian Brown, 
son of A. T. Brown of the Brown Lipe 
Gear Co., and he has been elected presi- 
dent of the company organized to manu- 
facture it. Others interested in the com- 
Dany are Alexander Meldrum, vice-presi- 
dent; Stewart F. Hancock, secretary; 
Charles G. Hanna, treasurer; and Carl 


abrielson and Ray L. Caldwell, direc- 
ors, 


STUTZ BANQUETS THOMPSON 

INDIANAPOLIS, March 21.—Fred E. 
Muskovies, president of the Stutz Motor 
Car Co. of America, Inc., was toastmaster 
at a banquet given by the Stutz organi- 
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Neal Issues Bids to Big 
Nash Picnic 


SAN ANTONIO, Texas, March 23. 
—Jack Neal, Nash distributor in 
the San Antonio district, has broad- 
east an invitation to Nash owners 
in and around San Antonio to be 
his guests at a big picnic and bar- 
becue at Madenia Lake, 15 miles 
from the city, on May 3. 


On that day, “Nash Day” Jack 
Neal has called it, he will furnish 
the refreshments and the amuse- 
ments for the Nash owners and 
their families and relatives. There 
will be boating, dancing, athletics, 
musie and swimming. There will 
be contests of various kinds for the 
older persons and singing for all 
those who care to take part. 

Mr. Neal will assemble the Nash 
owners at his place of business and 
start a line of “march some three 
miles long” right through the busi- 
ness and most densely populated 
residential sections of the city. 
There’s going to be about 2,500 
automobiles in the parade, he prom- 
ises. 











zation in honor of former president 
William M. Thompson, who is leaving 
shortly for an extended European trip. 

R. A. Rawson, merchandising manager, 
has announced the addition of two new 
men to his department. Douglas An- 
drews, former assistant sales manager 
for Wills Sainte Claire, is now assistant 
sales manager for Stutz, and Jay A. 
Ricker, formerly with the Cole sales de- 
partment, has become associated with the 
Stutz in a similar capacity. 


NEW JEWETT ROADSTER COMING 


DETROIT, March 21.—Paige-Detroit 
Motor Car Co. announces that its line of 
Jewett sixes will be supplemented April 
11 with a new model roadster. The price 
of $1,630 f. o. b. Detroit will include five 
balloon tires, bumpers front and rear, 
sidelights on cowl, automatic windshield 
wiper, rear view mirror, sun visor, one 
piece windshield, and finish in two-tone 
gray. A full-width folding seat is pro- 
vided under the rear deck. Four wheel 
brakes or steel wheels are optional. The 
motor_is the new standard Jewett six 
which was described in Automotive In- 
dustries Jan. 1, 1925. 


OLDS MAKES APPOINTMENTS 


LANSING, Mich., March 21.—W. F. Arm- 
strong has been appointed production 
manager of Olds Motor Works succeed- 
ing Hugh C. Dunning, former vice presi- 
dent, who has resigned. At the same 
time the appointment of J. J. Carter as 
tool engineer was announced, he suc- 
ceeding J. L. Wells, who is placed in 
charge of inspection work. Both new 
men come from the Remy Electric Co. 
where they held similar positions. Mr. 
Dunning had been with Olds three years. 
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National Traffic Campaign 
to Stress Law Enforcement 


Hoover Will Appoint Several New 
Committees to Deal With 
Phases of Problem. 





WASHINGTON, March 23-—A _ 1925 
traffic drive will emphasize the need for 
rigid enforcement of existing traffic laws 
as the principal means of reducing auto- 
mobile accident rates, according to the 
Steering Committee of the National 
Conference on Street and Highway Safety 
which announced its program for the 
coming year. 

New committees will be appointed by 
Secretary Hoover, chairman of the con- 
ference, to deal with (1) Uniformity of 
laws and regulations, (2) Enforcement, 
(3) Causes of accidents, and (4) Metro- 
politan traffic facilities. The standing 
Committees on Statistics and Public Re- 
lations will continue their work during 
the interval prior to the second national 
conference to be held next Fall. 


Steering Committee Meets 


The Steering Committee, which in- 
cludes the Committee on Public Relations, 
has just concluded an important gather- 
ing here during which it considered 
progress made as well as plans for con- 
tinuing the work of the conference. 


Secretary of Commerce Hoover stated 
that in his opinion two purposes of the 
1924 conference had been accomplished. 
These were, first, to focus public opinion 
on the appalling traffic accident and 
death rate each year, and, second, to 
prepare a comprehensive national pro- 
gram of accident prevention given in the 
report of the 1924 conference. 


Survey Shows Comparatively 
Small Sales for January 


WASHINGTON, March 23.—Slight sea- 
sonal increases in production and factory 
shipments of automobiles are reported 
but both sales and output continued 
small as compared with previous months, 
it is revealed here in the survey of Janu- 
ary conditions just made public by the 
Federal Reserve Board. 

“The current situation,” says the sur- 
vey, “presents a sharp contrast to that 
of a year ago, when production was at a 
high rate and dealers were placing large 
supplies of cars in storage in anticipation 
of the spring demand, which failed to 
develop to the extent expected. 

“Certain dealers in the Middle West 
reported to the Federal Reserve Bank of 
Chicago an increase in the number of 
cars on hand at the end of January as 
compared with those held a month earlier 
and a decrease within the past year. A 
number of price reductions were made 
in December and in the first part of 
January, but few have been announced 
since the middle of January. The de- 
mand for trucks has continued fairly 
good, and production has been relatively 
stable since the middle of 1923.” 
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Ago In the Automobile Industry 


As Recorded In Motor AcE 


(From Motor Act of March 29, 1900) 
Paris-Berlin Race 


Prince de Talleyrand-Perigord, presi- 
dent of the German Automobile Club, dur- 
ing a recent visit to Paris, had frequent 
meetings with the leaders of the French 
Automobile Club, with the object of mak- 
ing arrangements for a motor vehicle and 
motorcycle road race between the two 
capitals. It is said that the race will 
take place some time in August. Great 
political importance is attached to the 
event, provided it takes place. 


Automobile Club Doings 


NEW YORK, March 24.—There will be 
a special meeting of the Automobile Club 
of America on Tuesday, the 26th, the 
main object of which will be the selection 
of an official representative of the club 
at the race for the international cup in 
France on June 14. Albert C. Bostwick, 
the chairman of the committee having the 
challenge in charge, probably will be se- 
lected and will sail on April 18. 


The Kaiser Offers a Prize 


Figaro published an item recently to 
the effect that the German kaiser has 
offered a prize of 80,000 marks, or $20,000, 


for the best war automobile. Experi- 
ments conducted for some time past have 
shown such satisfactory results that they 
induced the kaiser to offer the prize, thus 
showing what importance he thinks the 
motor vehicle will play in future wars. 


Knickerbocker Club Lecture 

NEW YORK, March 22.—Denizens of 
clubdom being especially eager for auto- 
mobile information, the Knickerbocker 
Athletic Club members had Hiram P. 
Maxim of the Columbia Electric Vehicle 
Co. preach the gospel of the motor ve- 
hicle to them in the gymnasium this 
evening. The lecturer gave a practical 
demonstration on the spacious floor with 
an electric runabout and a gasoline de- 
livery wagon. 


Whitney and Staniey Join Forces 

BOSTON, Mass., March 25.—It will sur- 
prise many who have thought themselves 
familiar with the motor industry to learn 
that George E. Whitney, one of the first 
steam carriage men in the East, has 
joined forces with the Stanley brothers 
of Newton, and that the trio are work- 
ing together toward a common end. 








Hope A. E. A. Survey Will Help 
Reduce Return Goods Problem 


CHICAGO, March 20.—The Harvard 
University Bureau of Business Research 
report prepared for the Automotive 
Equipment Association showed that from 
the 111 automotive jobbers who gave fig- 
ures for returns and allowances, that the 
common figure was 6 per cent of gross 
sales. 


In an effort to help reduce the returned 
goods problem, and in order to give job- 
bers as much information on the sub- 
ject as possible, the Merchandising Com- 
mittee of the A. E. A. is now conducting 
a survey on the subject. 


After a preliminary survey in which 
over 50 jobbers were personally inter- 
viewed by Arthur R, Mogge, merchandis- 
ing director of the A. E. A., a question- 
naire was drawn up, and has been mailed 
to automotive wholesalers. A report to 
be published on the subject will cover the 
combined experiences of those reporting, 
and will also outline some of the plans 
or methods used by jobbers who have 
reduced their returned goods percentage 
considerably below the average. 


PLAN JOINT TRACTOR MEETING 

CHICAGO, March 23.—A co-operative 
tractor meeting will be held at the Great 
Northern Hotel in Chicago, April 29 and 
30, under the auspices of the American 
Society of Agricultural Engineers and the 
Society of Automotive Engineers. The 
program for the first day will be under 


the direction of the American Society of- 


Agricultural Engineers, and on the sec- 
ond day the Society of Automotive Engi- 
neers will have charge. 

Among the subjects of discussion are 
these: Influence of Tractor Engine De- 
velopment on Automobile, Truck, and 
Gas Engine Design; Recent Develop- 
ments in Production Methods and Equip- 
ment; Needed Research on Tractor En- 
gines; Farm Mobile Power Equipment. 

Among the speakers will be M. L. 
Nichols, professor of agricultural engi- 
neering, Alabama Polytechnic Institute; 
L. B. Sperry, International Harvester Co.; 
H. L. Horning, president, Waukesha 
Motor Co. 


SELDEN SALE CONFIRMED 

ROCHESTER, March 21.—The sale of 
the Selden Truck Corp. for $450,000, has 
been confirmed by Federal Judge Hazel 
of Buffalo. The buyer, Fabric Body 
Corp., Detroit, will act only as a holding 
company and the manufacture and sale 
of trucks and buses will be continued by 
a new Selden company, now in process 
of organization. 

The necessary transfers to the new cor- 
poration will be completed within the 
next ten days without interfering with 
present production procedure. Arthur S. 
More, president and receiver of the Sel- 
den Truck Corp., said that the business 
of the company is now better than in 
any corresponding period since 1920 and 
that production is being speeded up to 
take care of the large number of unfilled 
orders for trucks and buses. 
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Nash Upsets Rumor Ajax Is 
to Be in Cheapest Car Class 


Will Be Priced Under Company’s 
Present Line But Quality Prod-. 
uct, Manufacturer Says 


KENOSHA, Wis., March 23.—A definite 
statement by C. W. Nash, president of 
both the Nash Motors Company and its 
subsidiary, the Ajax Motors Company, 
serves to correct a mistaken belief which 
seems to have gained widespread accept- 
ance in connection with the price of the 
Ajax, the new car to be produced by the 
Ajax Motors Company. This_ report 
credits the Ajax with being built to enter 
into competition with the very low priced 
field whereas it is stated that although 
the Ajax is to be a car of moderate size, 
it will be a quality car throughout and 
one thoroughly in keeping with the high 
standards of manufacture inseparably 
associated with the name of Nash. 


Mr. Nash’s Statement 


Referring to this erroneous impression, 
Mr. Nash says: 

“Repeatedly during my travels about 
the country addressing dealer meetings 
since the New York Show I have encoun- 
tered a rumor that the Ajax is to be a 
cheap.car. I presume that this idea 
sprung from the fact that it is generally 
known that the Ajax is to be produced 
on a large volume basis. While at this 
time I am not in a position to disclose 
the exact price at which the Ajax will be 
sold I can guarantee that it will not bea 
cheap car but on the contrary a product 
of genuine quality in every detail and 
feature although naturally lower in price 
than any of the Nash models. 


Embodies Best Developments 

“As a matter of fact, it will be the 
embodiment of the very best things the 
entire industry has developed since its 
inception. Every circumstance attending 
its design and manufacture places us in 
an unusual position to produce a car 
which will bring to its price level quality 
features in design and _ construction 
immediately recognizable as new to its 
field. 

“We enjoy the enormous advantage of 
starting in a plant which is completely 
revamped to meet the latest ideas in fac- 
tory layout and we are not hampered by 
the necessity of utilizing any machinery 
of obsolete type since all of the machin- 
ery and equipment of the Ajax plant is 
the very newest to be secured and is of 
the most efficient and advanced character 
inventive genius has devised for motor 
car manufacture.” 


FORD BUYS NO OUTSIDE GLASS 

DETROIT, March 23.—In a statement 
on its plate glass production Ford Motor 
company says the company is now mak- 
ing all of its own glass requirements for 
Ford car production. Last year more 
than 16,660,000 square feet were used of 
which all but 4,650,000 square feet were 
for closed cars. The remainder went 
into windshields for open models. 
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To Increase Foreign Trade 





Co-operative System Planned for 
Members Seeking More and 
Better Overseas Outlets. 





CHICAGO, March 21.—Further advanc- 
ing the organization’s basic program 
which calls for providing its membership 
with real merchandising assistance the 
Foreign Trade Committee of the Auto- 
motive Manufacturers’ Association is at 
work on a plan through which it hopes 
to bring about material increases in 
foreign sales of A. M. A. members. 

A partial report was made by Chairman 
Franklin Mayo, of this committee, at a 
meeting last night. A more complete re- 
port will be made at the next regular 
monthly session. The plan in a general 
way will be co-operative and open to all 
members who want to take advantage of 
it on a co-operative basis. It promises 
to set up what will in reality amount to 
an active foreign trade division within 
the association. 

Especial interest attaches to this com- 
mittee’s activities at present because of 
the association’s preparations” soon to 
open an equipment exhibit in Chicago 
with a permanent sales expert in charge 
to represent the various companies hav- 
ing products on display. It is the theory 
of A, M. A. members that the mart not 
only will draw many American buyers 
but that it will quickly become a logical 
center for foreign buyers who want to 
make comparisons and get prices without 
extensive traveling. There is no definite 
date for the mart’s opening but it will 
be opened in the near future. April 1 
will see an addition of 10 per cent on the 
display space charge. 

A committee on Fair Trade Practices 
presented a report at last night’s meet- 
ing which will undergo further revision 
before being submitted for adoption. 

An interesting talk was made by John 
W. Anderson, president of the Anderson 
Co., Gary, Ind., on the subject: “Good 
Faith as a Constructing Force in Mer- 
chandising.” Interwoven through Mr. 
Anderson’s discussion was something of 
his company’s history and its fight to 
control distribution and win the good will 
of the jobbers. He left the impression 
that good faith is an indispensable 
necessity. 


KISSEL INCREASING OPERATIONS 


HARTFROD, Wis., March 20.—Greatly 
increased activity is under way at the 
factory of the Kissel Motor Car Company 
in order to meet the spring demand for 
the new six and eight-cylinder Kissel 
cars. Dealers are reporting very active 
retail sales. At the Indianapolis Show 
the Kissel dealer sold four times as many 
cars as in any previous show in that city. 

Several changes are being made at the 
factory for the purpose of increasing pro- 
duction. A new Duco finish drying room 
is being constructed and the finished 
bodies are being rerouted to expedite de- 
livery to the upholstering department. 


MOTOR AGE 





CLEVELAND, March 3—A “dawn 
sales meeting” held at the hour of 6:30 
a. m. when the sun was peeping over the 
eastern horizon, has brought to the A. L. 
Englander Motor Co., Hupmobile distrib- 
utor in this city, about as good results 
as any measure that has ever been used 
by the company in its long career in this 
city to build up selling arguments. 

A. H. Chamberlain of Detroit, who 
makes a specialty of talking to sales- 
men, entered Mr. Englander’s office at 
7100 Euclid avenue, one afternoon and 
proposed a sales convention. 

He was asked at what hour in the 
day he was at his best, and he replied 
“In the morning, just after I have 
arisen.” 

“Then we'll have our sales. convention 
in the morning starting at 6:30 a. m.,” 
said Mr. Englander. “If you are at your 
best then, so are my men, and they'll 
get more good out of the gatherings at 


Dawn Sales Meetings Used by Hupp Distributors 
Cleveland to Pep Up Staff 
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that hour, and so will the company. We'll 
start the first gathering tomorrow morn- 
ing at 6:30 a. m.” 

That was fast work, and at 6:15 a. m. 
the next morning, the 54 members of the 
Englander sales organization were at 
the main sales room. Promptly at 6:30 
a. m. Mr. Chamberlain started his lec- 
ture. The performance was repeated two 
more mornings. 

“The year 1925 is going to be a fight- 
ing year,” said Mr. Englander. “It is a 
time when a man will have to battle for 
business. He will have to use his wits, 
and he will need them sharpened. That 
is what these sales talks did. They cer- 
tainly brightened up the men. It has 
sent the enthusiasm of the staff up many 
points. The men are getting to work 
earlier, as a result of the meetings. The 
man who gets out of bed at 9 a. m. 
these days is of very little use the rest 
of the day, for he will not step out with 
the zip that the earlier riser does.” 








Dates Are Fixed for N.A.D.A. 


Sales Meetings in California 





ST. LOUIS, March 24.—Dealers from 
all parts of the Pacific Coast will gather 
at sales congress meetings to be held by 
the National Automobile Dealers’ Asso- 
ciation in Los*Angeles May 11-12 and 
San Francisco May 14-15. The program 
of talks and discussions, to be led by 
nationally known sales experts, has been 
laid out on a comprehensive scale, so 
that the coast meetings will be of major 
importance. 

Charles E. Gambill, president of the 
N. A, D. A., will preside. Edward Payton, 
of Cleveland, market analyst of the asso- 
ciation, will talk on “Building the Retail 
Sales Plan.” Howard J. Wisekaupt, 
sales specialist, will discuss “Applying 
the Sales Plan to the Prospect.” W. D. 
Burruss has the topic of “How to Apply 
the Sales Plan to the Salesman.” 

The Los Angeles meeting will be held 
in co-operation with the Los Angeles 


Motor Car Dealers’ Association, and all 
southern California dealers have been 
asked to attend. The San Francisco 
meeting will be held in co-operation with 
the Motor Car Dealers’ Association of 
San Francisco, and will cover northern 
California, Oregon and Washington. 


DRURY LEAVES N. A. D, A. 

ST. LOUIS, March 23.—Announcement 
is made by C. A. Vane, general manager 
of the National Automobile Dealers’ As- 
sociation, of the resignation of P. F. 
Drury, an asistant general manager of the 
organization, effective March 16. 

Mr. Drury has been connected with the 
national organization for the past five 
years, having joined the field member- 
ship force of the association at the time 
that Harry G. Moock, now sales promo- 
tion manager of the Hudson Motor Car 
Co., was general manager. For the past 
three years he has been an assistant 
general manager on the executive staff. 

Mr. Drury has not announced his plans 
for the future. 
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Thousand Cars Daily Being 
Produced by Willys-Overland 


Say Orders Indicate Present Sched- 
ule Can Be Maintained or Soon 
Increased. 


TOLEDO, March 23.—Production at the 
Willys-Overland company plant here has 
now reached a thousand cars daily and 
orders from the field indicate this rate 
can be maintained or increased in the 
next few weeks, with a big season’s busi- 
ness ahead. 


Subsidiary automotive plants here have 
also been increasing their forces from 
week to week. 


One week recently census of 51 plants 
here showed 24,695 at work as compared 
with 27,603 the same week a year ago. 
The supply of labor is plentiful. 


The Electric Auto-Lite company here 
has been increasing its working force and 
at Fostoria is operating its plant on a 
night-and-day basis. 

Fostoria Pressed Steel company, at 
that city, is also on a 24-hour basis. 


$7,011,112 FROM MOTORISTS 


LOS ANGELES, March 23.—The offi- 
cial report of the division of motor 
vehicles shows that California motorists 
paid in fees during the departmental year 
ending February 1, 1925, a total of 
$7,011,112. Registrations of motor vehi- 
cles increased 20.5 per cent over the 
previous year but collections decreased 
$3,584,749 because the basis of registra- 
tion fees was changed from the horse- 
power to a flat charge of $3 per vehicle. 


Japanese Company Planning 
Quantity Output of $800 Car 


NEW YORK, March 23.—Quantity pro- 
duction on a three passenger Japanese 
car to sell for $800 were among the plans 
outlined here by Mr. H. Ikenaga, chief 
engineer for the Hakuyo-Sha Iron Works, 
Tokyo. 


There are at the present time 30 cars 
of this type in use in Tokyo, and it is 
the intention of the organization to pro- 
duce at least 1,000 a year. Mr. Ikenaga 
has come to this country, to make a study 
of the quantity production methods used 
by American manufacturers. Referring 
to the market for the new vehicle, he 
said: 

“The $800 price will enable us to un- 
dersell the cheapest American imported 
car which retails in Japan for about $1,- 
000. Another point in our favor is that 
the yearly tax on the ‘Otomo,’ will be 
only about $32, while owners of the 
cheapest American cars are required to 
pay $150.” 


Specifications on the Otomo include a 
four-cylinder air-cooled motor, 23% inch 
bore by 5 inch stroke, 80 inch wheelbase 
and 14 inch tread. The S. A. E. horse- 
power rating is 9.0 and the brake horse- 
power at 2600 r.p.m. is 12.5. 
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Successful Sales Campaign Develops Volume Tractor 
Business in “Dead Months” 


PEORIA, IIll., March 23.—Successful 
promotion of a sales campaign whereby 
a volume business in farm tractors was 
rung up in dead winter months is ac- 
credited to Bert Aston, head of the Aston 
Hart-Parr Company, Peoria, who recently 
put over a great merchandising triumph 
in co-operation with the Hart-Parr Com- 
pany, manufacturers, of Charles City, 
Iowa. 

The Aston company is the Hart-Parr 
distributor for Illinois. The recent cam- 
paign produced a quarter of a million 
dollars worth of tractor business for 
Illinois Hart-Parr dealers and the dis- 
tributing agency in a period of six weeks 
ending Feb. 6. 

On Feb. 10 a special train of Pullmans 
carrying 150 Illinois farmers left Charles 
City, followed by a train of 36 cars 
loaded with tractors which the farmers 
in the Pullman coaches had purchased. 
In addition to these tractors, orders for 
16 more carloads, worth $50,000, were 
left at the factory for shipment as early 
as possible. 


Service School at Factory 

All this business developed originally 
from the conviction of Mr. Aston that 
farmers could be induced to place trac- 
tor orders in volume early in the year. 
He conceived the idea of a two-days’ free 
service school at the factory for every 
farmer buyer and a sales school at the 


factory for every dealer selling a trac- 
tor—a plan to which the manufacturers 
readily assented. One of his tough jobs 
was to sell his scheme to certain of his 
dealers who were convinced that it would 
be impossible to build up a volume busi- 
ness in Illinois in the dead winter 
months. 

However, the plan worked out suc- 
cessfully and the delivery of the tractors 
at cities and towns through which the 
special train passed was capitalized to at- 
tract attention, the idea being that pros- 
pects are just as likely at times to jump 
on the buying band wagon as to remain 
on the one of sales resistance. 

Mr. Aston was assisted in his campaign 
by two Hart-Parr representatives, Hugo 
H. Boettger, divisional sales manager, 
and H. G. Chandler, salesman for IIli- 
nois. The Hart-Parr Company at Charles 
City, which gave full co-operation, not 
only profited through the sales made in 
the campaign, but gained much valuable 
merchandising information through the 
schools conducted at the factory. 

About a month after the big shipment 
to Illinois the factory sent a trainload 
of tractors, 30 cars, to Indiana, Ohio and 
points east. The fact that production 
had been sold out made it impossible 
to include in this shipment 15 carloads 
that had been ordered by other eastern 
farmers. 








OLDS DEALERS GET TOGETHER 

MEMPHIS, Tenn., March 21.—The first 
annual meeting of the Olds dealers in the 
Memphis section was held here recently. 


. A banquet was given and talks on shops 


and sales were made. A service meet- 
ing was held at the Olds Motor Works, 
1071 Union avenue, directed by C. R. 
Todd, assistant sales manager at the fac- 
tory. Guy H. Peasley, general sales 
manager of the Lansing plant; J. G. 
Jamison, factory representative; T. R. 
Hartmus, H. L, Bickel, assistant branch 
manager, and others made talks. There 
were about 50 dealers and associates 
present and other guests. 


MACK EARNINGS REPORTED 

NEW YORK, March 23.—Mack Trucks, 
Inc., and subsidiaries, report a net profit 
of $6,220,272 after depreciation and fed- 
eral taxes for the year ended Dec. 31, 
1924, as compared with $7,003,665 in 1923. 
Deducting preferred dividends, the earn- 
ings were equal to $17.95 a share on 
283,109 shares of common stock of no 
par value. 

Sales last year were $46,622,621, as 
compared with $43,866,957 in 1923. The 
surplus, after preferred and common 
dividends, was $3,383,868, as against $4,- 
425,774 in 1923, 


Velie Signs Up Many Dealer 


and Distributor Franchises 


MOLINE, Ill., March 23.—More than 40 
new distributor and dealer contracts 
were added by the Velie Motors Corpo- 
ration, Moline, during a recent 30-day 
period, according to F. E. Bradfield, vice- 
president in charge of- sales, who also 
asserts that actual sales during the first 
quarter of the present year will show a 
10 per cent increase over the same period 
of 1924. 


Mr. Bradfield says that Velie has added 
distributors in Des Moines, Fargo, N. D., 
Tuscon, Ariz., Reno, Nev., Kansas City, 
Mo., Raleigh, N. C., Jacksonville, Fla., 
Atlanta, Ga., and Galesburg, Ill. He also 
asserts that distributors in Philadelphia, 
Washington, D. C., Boston, Mass., San 
Francisco, Omaha, New York City, Chi- 
cago, have all turned in large numbers 
of associate dealer contracts. 


SALESMAN FREEZES TO DEATH 


SALT LAKE CITY, March 23.—John 
Asialaia, 37 years of age, automobile 
salesman for the Yahner Motor Company, 
Rock Springs, Wyo., was found frozen 
to death recently. His car stalled in 
the snow and he succumbed to the in- 
tense cold before he could cover the 
great distance to a garage or shelter. 











March 26, 1925 


N. A. D. A. to Hold First 1925 


Sales Congress at Newark 


Meeting Will Be Staged March 25 in 
Co-operation With Local Dealer 
Organization. 


ST. LOUIS, Mo., March 23.—The first 
of the 1925 sales congress programs of 
the National Automobile Dealers’ Asso- 
ciation will be held at the Robert Treat 
Hotel, Newark, N. J., March 28, accord- 
ing to an announcement by C. A. Vane, 
general manager of the association. This 
meeting will be held in co-operation with 
the Newark Auto Trade Association in 
keeping with a pledge made by the 
N. A. D. A. to the Newark organization 
last October when the sales congress 
program of 1924 was opened at Atlantic 
City. 

Speakers for the Newark Sales Con- 
gress will be James H. Collins of the 
Chilton-Class Journal companies; Lynn 
M. Shaw, assistant general manager of 
the National Automobile Dealers’ Asso- 
ciation; W. B. Burruss, sales consultant; 
Edward Payton, market analyst, and 
C. A. Vane, general manager of the or- 
ganization. Howard J. Wisehaupt of 
Cleveland, Ohio, sales specialist who has 
just completed a 35,000 mile tour study- 
ing merchandising methods in 115 cities, 
will be the new addition to the sales con- 
gress program who was not a part of the 
original staff. 


According to Claude E. Holgate, execu- 
tive of the Newark association, all auto- 
mobile dealers will close their doors 
March 28 and their entire organization 
will be in attendance at the sales con- 
sress programs. Invitations have been 
sent to dealers all over the East to attend. 
About 1,000 dealers, salesmen, sales 
managers and service managers are ex- 
pected to attend. 





Successful Selling Methods 
Will Feature World Congress 


NEW YORK, March 23.—Successful 
methods of selling automotive products 
will be visually presented and an inter- 
national exchange of experience of dele- 
gates who are expected to attend the 
World Motor Trade Congress which will 
be held here Jan. 11 to 13, 1926. 


Addresses will be given on sales or- 
ganization, promotional activities and the 
service aspects of selling. John N. Wil- 
lys is chairman of the Foreign Trade 
Committee of the National Automobile 
Chamber of Commerce, under whose aus- 
Pices the conference will be held. The 
first World Motor Transport Congress 
was held in New York last May. 


Automotive representatives who are in- 
terested in motor trade or activities per- 
taining to expansion of automotive trans- 
portation in countries outside of the 
United States will be invited to take part 
in the conferences and to present plans 
that have profitably been carried out in 
their particular countries. The date se- 
lected will allow for visits by guests from 
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Boston’s Shows Always Have Artistic Settings and 
This Year’s Was No Exception 











abroad to the national automobile show, 
attendance at the banquet of the N. A. 
C. C., and participation in miscellaneous 
events of manufacturers and allied asso- 
ciations which contemplate co-operation 
in the congress. 
TO HIT HIGH LAMP OUTPUT 

KENOSHA, Wis., March 23.—Launching 
a program of production which will reach 
the highest peak since the war, the C. 
M. Hall Lamp company, manufacturers 
of automobile headlamps, is looking for- 
ward to the best business in 1925 of re- 
cent years. The outlook at the present 
time is “exceedingly bright,’ according 
to President W. F. Anklam. Bruce D. 
Granger, formerly assistant treasurer, 
has been named as general manager of 
the Kenosha works of the company to 
succeed George Maher, who has been 
transferred to the Detroit plant and ex- 
ecutive offices of the company. 


SELL WILLS STE. CLAIRE 
MARYSVILLE, Mich., March 21.—Wills 
Sainte Claire, Inc., announces appoint- 
ment of the following new dealers: 
Wills Sainte Claire Co. of Oyster Bay, 
Oyster Bay, N. Y.; Mason Elm Motor Co., 
Inec., Greenwich, Conn.; Lynn E. Pickard, 
Dansville, N. Y.; Harry Burke, Brockport, 
N. Y.; Mr. Condon, Jacksonville, N. Y.; 
Nichols Auto Sales Co.; Daytona Beach, 
Fla.; H. E. Beach Motor Company, Mont- 
gomery, W. Va.; P. L. McKinney, Man- 
chester, N. H.; Howard L. White, Taunton, 
Mass.; Morris Cohen & Co., Worcester, 
Mass.; John H. Buell, New London, Conn.; 
W. F. Bailey, Norwich, Conn.; F. Mitchell, 
Lawrence, Mass.; C. Dancause, Lowell, 
Mass. 


300 California and Nevada 
Dealers at Chevrolet Meeting 


OAKLAND, Cal., March 23.—More than 
300 dealers from Nevada ana California 
recently assembled in Aahmes Temple 
for the annual Chevrolet Dealers’ Meet- 
ing, which occupied three days in this 
city. A large party of executives of the 
Chevrolet Company crossed the continent 
to take part in this meeting, and dealers 
from every county in the two states met 
them here. F. N. Coats, regional manager 
for the Chevrolet company, acted as host 
to the visiting executives, aided by his 
entire staff of assistants from the Chev- 
rolet factory in Oakland. 

The visiting delegation of Chevrolet 
executives was headed by R. H. Grant, 
vice-president and general sales manager, 
R. K. White, head of the sales-promotion 
department, W. A. Blees, in charge of the 
retail certificate department, W. G. 
Lewellyn, of the engineering department, 
and L. F. Garlock, manager of the serv- 
ice promotion department, all of Detroit. 
Betterment of service was the principal 
subject discussed at the annual meeting. 
The annual banquet was held in Hotel 
Oakland. Dealers reported conditions 
improving. 


92 PER CENT CLOSED CARS 

MOLINE, Ill., March 21.—Production at 
the Velie Motors Corporation, Moline, 
Ill., is now running 92 per cent closed 
cars, of which the new four door coach 
forms 85 per cent. Sales are also keep- 
ing pace with these figures, the company 
says. 
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Splitdorf-Bethlehem Heads 
Complete Merger Program 


M. W. Bartlett Becomes President of 
Consolidation With E. H. Schwab, 
Chairman of Board. 





BETHLEHEM, Pa., March 21.—A 
combination of manufacturing as well as 
distributive interests in the automotive 
and radio worlds has been finally con- 
summated after many months of plan- 
ning, and the Splitdorf-Bethlehem Elec- 
trical company is the style of the new 
organization that will carry on and ex- 
pand the business of the old Splitdorf 
Electrical company, of Newark, N. J., and 
the Bethlehem Spark Plug Co., Inc., of 
Bethlehem, Pa. 

Back of the new combination that has 
now been carried out in its entirety is a 
pooling of resources that is of far- 
reaching significance, in that financial, 
industrial and manufacturing giants have 
entered the closely allied automotive 
ignition-radio fields. 

The personality of the men who will 
direct the destinies of the new combina- 
tion is indicative of its scope and re- 
sources. M. W. Bartlett, president of the 
old Splitdorf company, becomes president 
of the Splitdorf-Bethlehem combination, 
while E. H. Schwab, former president of 
the Bethlehem Spark Plug company, will 
serve as chairman of the board. 


Make-up of Board 


The make-up of the board of directors 
will include Charles M. Schwab, chair- 
man of the Bethlehem Steel Corporation 
and dominant factor in the old Bethlehem 
Spark Plug company, as well as of nu- 
merous other industrial enterprises; 
G. B. Alvord, brother of the late presi- 
dent of the Splitdorf Electrical company, 
and a capitalist of far-reaching influence; 
C. E. Roraback, vice-president of the 
Torrington company, Torrington, Conn.; 
H. P. Ingels of Theodore Schulze & Com- 
pany, New York bankers; Joseph Remick 
of Pillsbury Remick Co, Boston, Mass., 
and Charles F. Splitdorf. 

The name of Splitdorf has been asso- 
ciated with the making of ignition de- 
vices since the Civil War. Splitdorf coils, 
magnetos and spark plugs have been a 
vital factor in the progress of the auto- 
motive industry, and with the develop- 
ment of the radio art, their factory 
equipment and electrical knowledge fitted 
in with the manufacturing of head-sets, 
mica condensers, magnetos, mouldings 
and other essential parts in demand by 
makers of complete units. The Splitdorf 
5-Tube Tuned Radio Frequency Receiving 
Set was developed and has been built in 
limited numbers during the last few 
months and its reception attracted the 
interests of vast resources to the possible 
development of the allied interests. Im- 
portant patents are a part of the Split- 
dorf holdings that make them a dominant 
figure in both. 

Bethlehem spark plugs, wrenches and 
other automotive accessories with re- 
sources and interests in the raw mate- 
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rial as well as the manufacturing worlds, 
places the consolidation in a peculiarly 
significant position for the bringing about 
of economics not only in manufacturing 
but in merchandising in what is daily 
becoming highly specialized fields. 

The plant and executive offices of the 
Splitdorf-Bethlehem Electrical company 
are at 392 High Street, Newark, N. J. 


Chemical Used For 


Car Identification 


PHILADELPHIA, March 23.—A 
new chemical compound designed 
to aid in the identification of stolen 
cars is to be used here on automo- 
bile parts found in a local repair 
shop. When identification numerals 
have been filed or chipped from 
chassis, or crank case, the chemi- 
cal, it is claimed, will bring out a 
tracing of the obliterated number 
that otherwise would remain invisi- 
ble. The police department is to 
use the chemical. 


700 Enrollments Daily Under 
Ford Weekly Payment Plan 


DETROIT, March 21.—Records of the 
Ford Motor Co. show a daily enrollment 
of approximately 700 under the weekly 
payment purchase plan, this enrollment 
being spread throughout the country. 
There are at present more than 110,000 
persons on the weekly purchase plan 
roll and more than 165,000 cars have 
been delivered in the 23 months that the 
plan has been in operation. 


Comparison of these figures with the 
last official statement by Ford Motor Co. 
on enrollments shows that the deliveries 
have increased by approximately 34,000 
since Oct. 8, 1924 at which time they 
stood at 131,156. 


GOODRICH PROFITS SHOWN 


AKRON, March 23.—In its annual re- 
port for 1924 the B. F. Goodrich Co. 
shows net sales of $109,817,685 and op- 
erating profit of $13,865,524, as compared 
with net sales of $107,092,730 and net 
profit of $7,145,406 in 1923. The balance 
available for dividends, after crediting 
other income and allowing for deprecia- 
tion, interest and tax reserves, is $8,822,- 
504, which, after preferred dividends, is 
equal to $10.57 a share earned on the 
601,400 shares of no par value common 
stock outstanding. This compares with 
$3,025,383, or 80 cents a share earned 
on the common stock outstanding in 
1923. 

As of Dec. 31, 1924, the balance sheet 
shows net current assets of $43,986,314 
and net current liabilities of $3,412,856. 
The profit and loss surplus is $17,609,966, 
as compared with $11,106,949 at the end 
of the preceding year. 
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Quarter Million Persons See 


Fort Worth’s Spring Exhibit 


Sixth Annual Event Proves Success 
From Standpoint of Sales 
and Interest. 





FORT WORTH, Texas, March 23.—The 
Sixth annual spring automobile show of 
the Fort Worth Automotive Association 
which was held in connection with the 
Fat Stock Show, has been pronounced the 
most successful event ever staged by the 
local association. It was a success from 
the standpoint of sales made during the 
display and from the angle of interest 
stimulated in new automobiles, the 
dealers said. 

Ninety cars, including the very latest 
sixes and eights from the factories, were 
displayed to a quarter of a million per- 
sons during the ten days of the show. 
Every legitimate dealer in Fort Worth 
was well represented. 

The accessory displays showed a few 
new and interesting devices which may 
be added to the automobile to make it 
more comfortable and convenient. 

The show this year was held in the 
building the automobile dealers erected 
for that purpose within the fair grounds. 
No admission was charged to see the 
exhibit. Dealers furnished plenty of 
amusement and entertainment from time 
to time during the show season. 


RESUME PREFERRED DIVIDENDS 

NEW YORK, March 21.—The directors 
of the Goodyear Tire and Rubber Co. 
voted to resume dividends on the pre- 
ferred stock, which has gone without 
payments for four years. The dividend 
is $1.75, payable April 15, to stock of 
record March 23, and is on a quarterly 
basis. As of December 31, 1924, there 
are 29.75 per cent of back dividends due 
on the stock, which has a cumulative 
feature, the sum due amounting to about 
$19,500,000. 


DURKEE-ATWOOD EXPANDS 

MINNEAPOLIS, March 21.—The Dur- 
kee-Atwood Co. of Minneapolis, manufac- 
turers of Rie Nie Fan Belts, radiator 
hose and other automotive products, an- 
nounces purchase of the Archer Tire Co. 
property in Minneapolis. The new build- 
ing unit is a three-story brick structure 
and will be known as Plant No. 3. It 
is 80 feet wide by 168 and offers approxi- 
mately 40,000 square feet of floor space. 

Plant No. 3 will be devoted exclusively 
to manufacture of Rie Nie Fan Belts for 
the present, but eventually will be used 
also for the Blowout Patch department. 
The space made available in Plant No. 1 
by transfer of the belt department will 
be used in making a complete line of 
plaster type and wing type blowout 
patches. It is expected that the volume 
of production on Rie Nie products will 
be increased about 30 per cent. 
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Mayfair Car, Sedan Type, to 
Sell at $485, in Production 


Company Launched in Boston Makes 
Vehicle Closely Resembling 
Ford Mechanically. 


BOSTON, March 16.—A three-door, five- 
passenger sedan model priced at $485 
now is being produced by the Mayfair 
Manufacturing company of this city. The 
new car, which was exhibited at the auto- 
mobile show held here, from a mechan- 
ical standpoint, is practically a replica 
of the Ford except that it has a disk 
clutch and a three-speed, sliding gear 
transmission. 

In the manufacture of the Mayfair, ex- 
tensive use is made of parts obtained from 
discarded Ford cars. Such parts are in- 
spected and tested before being used and 
new parts used wherever necessary. 
The cylinder blocks are reground and 
fitted with oversize pistons. New bear- 
ings are used throughout the car. 

An annual production of about 3,000 
cars is contemplated and the entire out- 
put will be sold in the Boston territory 
by the company’s sales department. The 
car will be sold with a 90 day guarantee 
but no service station will be established 
as it is stated that any garage can take 
care of this. 


Gasoline in Rear Tank 


American Bosch starting, lighting and 
ignition equipment is used in connection 
with a Westinghouse battery. Foot and 
hand brake both operate on drums on the 
rear wheels, the former being of the con- 
tracting type and the latter of the ex- 
panding design. Gasoline is carried in a 
tank at the rear and is fed to the carbu- 
retor by gravity. The removal of the gas 
tank from its conventional location has 
permitted reducing the height of the 
front seat so that the overall height of 
the body is 5 inches less than the Ford 
although the headroom is said to be the 
same. Sun visor, cowl ventilator, trunk 
and 30 by 3% in. clincher tires are regu- 
lar equipment. The radiator is quite 
different in shape from the Ford design. 
The rear quarters of the body are cov- 
ered with fabric and have vertical oval 
Windows in them. 

The principals in the enterprise are 
Frank L. Hamilton, president and gen- 
eral manager, W. S. Carruthers and M. K. 
Coates, and it is understood that they 
have the backing of A. W. Lincoln & Co., 
Boston bankers. 


MAKING BEAVER ENGINES 


A news item in a recent issue of Motor 
Age with reference to a judgment of 
$12,828 awarded to Thomas J. Neacy, 
president and chief owner of the Beaver 
Manufacturing company, gave the im- 
pression that this company was no 
longer manufacturing Beaver engines. 
In fact, the Beaver Manufacturing com- 
pany is actively engaged in the produc- 
tion of Beaver engines and its production 


= 1924 was 60 per cent greater than in 
99 


MOTOR AGE 
CHEVROLET DEALERS MEET 

MEMPHIS, Tenn., March 21.—Some 300 
dealers attended a Chevrolet conference 
held at Hotel Chisca, Memphis, recently. 
R. H. Grant, vice-president and general 
sales manager, addressed the sales con- 
ference. A banquet was given. Sales 
Manager George Danaher, of the local 
branch, was quite active in the hospitali- 
ties with his staff. D. S. Edwards, as- 
sistant general sales manager; E. W. 
Fuhr, regional sales manager; R. K. 
White, sales promotion manager; W. R. 
Blees, purchase certificate manager; W. 
G. Lelewellyn, designing manager, made 
addresses. 


Shaw and Wisehaupt Address 


Sixty Birmingham Tradesmen 
BIRMINGHAM, Ala., March 23.—Sixty 
automobile dealers and salesmen gath- 
ered at the Tutwiler Hotel here recently 
for a banquet given in honor of Lynn M. 
Shaw, of the executive staff of the Na- 
tional Automobile Dealers’ Association, 
and Howard J. Wisehaupt, sales special- 
ist, for the same organization. The 
meeting was held under the auspices of 
the Birmingham Motor Trades Associa- 
tion and with one single exception every 
automobile agency in Jefferson County 
was represented. 

Prior to the night meeting Mr. Shaw 
and Mr. Wisehaupt met the dealers at 
luncheon. At the conclusion of this event 
every dealer in the city had become 
affiliated with the National organization. 
Both Mr. Shaw and Mr. Wisehaupt ad- 
dressed the night meeting. 

Mr. Shaw predicted that dealers will 
devote more time to used car depart- 
ments and warned against recklessness 
in handling trade-ins. 

Mr. Wisehaupt recommended five simple 
rules for salesmanship: The first, “Get 
Up When You Wake Up,” the second, 
“Cultivate a Smile,” third, “Be Neat,” 
fourth, “Be Punctual,” fifth, “Check Up 
On How You Spend Your Time.” 

Thad McCarty, president of the asso- 

ciation, presided at the two meetings. 
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Find Many Tire Merchants 
With Stocks About Sold 


Supplies Expected to Last Two 
Months or More Have Been 
Nearly Exhausted. 


AKRON, O., March 23.—Although retail 
dealers are usually well stocked at this 
time of the year, as a result of large ship- 
ments of spring dating orders, sales 
managers of several tire plants report 
that many dealers have already sold 
practically their entire stocks of tires, 
purchased with a view of lasting at least 
two months longer. 

This is regarded as one of the most 
encouraging signs in the tire industry, 
and indicates that there is no danger this 
spring of the manufacturers having over- 
loaded dealers. Flooding the market with 
tires to meet an anticipated huge demand 
in the spring has reacted disastrously in 
the past to all concerned. Such a situ- 
ation has given rise to price-cutting wars, 
which have diminished the profits of both 
the dealers and manufacturers. 


The big demand which has developed 
in the last few weeks for replacement 
tires by motorists and increased orders 
from motor car manufacturers for orig- 
inal equipment may result in something 
like a shortage of tires this spring, in the 
opinion of some authorities in the 
industry. 

There is considerable speculation as to 
the course of prices in the near future, 
but the general belief is that no imme- 
diate change will occur. 


DEALER DIES 
CINCINNATI, March 21.—A. P. Louns- 
bery, who was at one time a prominent 
automobile accessory dealer in Cincin- 
nati, died in Denver, Colo., recenfly from 
a rupture of the heart, caused by exer- 
tion in cranking a new car, on which 

the starter failed to work. 


Section of 1925 Show at Mankato, Minn. 











MOTOR AGE 


March 26, 1925 





ON 
SR 





Along Automobile Row 


es 
KD 





CANTON, O.—Charles A. Swan has re- 
ecesitiz become associated with the Tim- 
ken Roller Bearing Co. of Canton as as- 
sistant manager of steel sales. 





HARTFORD, Conn.—The L. & H. Motor 
Co., Hartford, Conn., distributor of Hup- 
mobile in seven of the eight counties of 
the state, entertained the entire sales 
force at dinner at the Bond Annex Hotel, 
during show week. Factory Sales Produc- 
tion Manager Cole of the Hupp factory 
was the guest of honor. 


FOND DU LAC, Wis.—J. G. McCreery, 
Fond du Lac., Wis., has been appointed 
Hupmobile dealer here and opened a sales 
and service station at 151 South Macy 
street. 





SYRACUSE, N. Y.—The Fonda Motor 
Car Co. has been organized in this city 
to handle the Packard car in nine coun- 
ties in New York state, with direct deal- 
ers at Potsdam, Watertown, Oswego, Au- 
burn, Oneida, Cortland, Binghamton and 
Oneonta. 





MILWAUKEE.—The Bay View Nash Co., 
Milwaukee, a community dealer working 
under the Nash Sales Co., distributor, will 
begin work shortly on a new and larger 
headquarters buliding costing about $50,- 
000. Walter M. Blonski is president and 
general manager. 


MOLINE, I11.—O. M. Canter of the Mo- 
line Plow Company has resigned to be- 
come controller of the Ohio Fageol Motor 
Company of Kent, Ohio. 





ST. LOUIS, Mo.—F. G. W. Sudrow, well- 
known in automobile circles throughout 
the southwest, has been appointed general 
manager in the Diesing Motor Sales Com- 
pany, Rickenbacker distributor in St. 
Louis. 


KOKOMO, Ind.—T. C. Edwards, who has 
been connected with the sales department 
of the Kokomo Rubber Co. for several 
years, has been appointed manager of the 
company’s St. Louis branch, succeeding 
W. W. Napier, former manager, who re- 
signed to enter business for himself at 
Kansas City. Glenn Hullinger, formerly 
manager of the service department of the 
plant here, succeeds Mr. Edwards. 





COLLINS, Miss.—Articles of incorpora- 
tion have been published for the Smith 
Motor Company of Collins, capitalized at 
$50,000. This company has been operating 
for some time as Ford dealers for this 
country. It recently purchased the build- 
ing of the Auto Repair Company, in addi- 
tion to* the one already owned and is 
preparing to make a second extension of 
its buildings. 


LOUISVILLE, Ky.— Kennedy - Shrader 
motors Company, which has handled the 
Hudson and Essex at 2228 West Oak street 
for some time, has moved into a building 
on Broadway at First street. Sales and 
Service will be combined at the new loca- 
tion. John Boyd Kennedy is vice presi- 
dent and general manager. 





KELSO, Wash.—The Wilson-Chevrolet 
Company is constructing an open air 
building at Fifth and Oak streets for use 
as used car exchange. It will have a floor 
and roof and will not be sided up, wire 
netting protecting the building from in- 
trusion. 





MILWAUKEE.—The Moore Overland Co. 
of Milwaukee is a new $20,000 corporation 
which has been organized to become an 
additional community dealer in the Over- 
land and Willys-Knight, working under 
Perry C. Gartley, manager of the Milwau- 
kee branch of the Willys-Overland, Inc., 
Broadway and Biddle streets. 





CHICAGO.—Charles G. Embleton, for 
five years general manager of the Packard 
Motor Car Company of Chicago and a 
tradesman of 20 years’ general experience, 
has been apopinted retail sales manager 
for Thomas J. Hay, Inc., Chandler dis- 
tributor, Chicago. 





VICKSBURG, Miss.—The Powell-Kelly 
Chevrolet Co., 1517 Washington St., Vicks- 
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burg, has been recently organized and 
incorporated with $25,000 captial to dis- 
tribute the Chevrolet line in part of the 
Mississippi terrtory. Incorporators named 
are H. C. Powell and L. B. Harris. 





DURHAM, N. C.—The H. C. King Service 
Station has taken the agency in Durham 
for the Willys-Knight car. J. H. Mangum 
is in charge as sales manager. 


MILWAUKEE.—N. P. Hanson, formerly 
manager of the Used Car Department of 
the Packard Motor Car Co. of Chicago, has 
been made branch manager in Milwaukee 
of the Packard Motor Car Co. of Detroit. 


ALMA, Mich.—J. H. Haggart, Jr., chief 
engineer of the Republic Motor Truck 
Co., Inc., Alma, Mich., has been appointed 
assistant to O. W. Hayes, president of the 
company. Mr. Haggart’s new duties will 
be, in addition to those of chief engineer, 
a position he has filled for the last three 
years 


LITTLE ROCK, Ark.—Charles B. 
Beardsley, Jr., who was with the Memphis 
Motor Car Company for several years and 
with the Little Rock Motor Car Company 
for the last two years, has been appointed 
retail sales manager of Hudson-Essex 
with the latter firm. 


SALT LAKE CITY, Utah.—About 125 
persons attended the banquet given by 
the Alkire-Smith Auto Company, Chevro- 
let dealer of this city, in honor of R. H. 
Grant, vice president of the Chevrolet 
Motor Co., and associate officials of the 
company. P. A. Jerrue, zone manager of 
the Chevrolet Company at Denver, acted 
as toastmaster. Mr. Grant was the prin- 
cipal speaker of the evening. 











TRENTON, N. J.—T. W. Larson has been 
appointed manager of the Trenton Flint 
Co., New Jersey distributor for Flint and 
Locomobile cars. He was formerly con- 
nected with Paige and Chandler distribu- 
tors in sales promotion work and he has 
also served as new and used car manager. 





MINNEAPOLIS, Minn.—James C. Ander- 
son, Northwestern district manager for 
the Davis car, of Richmond, Ind., is to 
remove headquarters from Milwaukee to 
Minneapolis. 





TOLEDO.—George S. Adams, for the past 
six years service engineer for the Bock 
Bearing Company, Toledo, recently became 
chief engineer of the company. In his 
new position he succeeds L. W. Close, who 
has resigned to go into another line of 
business. 





MINNEAPOLIS.—The Pence Automobile 
Co. will run another factory trip for Buick 
dealers in the northwest, leaving Minne- 
apolis Aug. 11 and returning Aug. 18. The 
first end of the trip will be by special 
train, spending the first day in Chicago, 
the second in Flint and the third in De- 
troit, Mich, and Walkersville, Ont. 





WICHITA FALLS, Tex.—The Wichita 
Falls Motor Company, of Wichita Falls, 
was recently incorporated. Capital stock 
is $300,000. J. A. Kemp, J. W. Culbertson 
and W. O. Beeman are among the incor- 
oe maga The company manufactures 
rucks. 





DALLAS, Tex.—The Flippen Auto Com- 
pany of Dallas, Ford dealers, has let con- 
tract for erection of two-story reinforced 
concrete building which will be its new 
home. The first floor will be devoted to 
offices and sales rooms. The shops will 
be on the second floor. The building will 
cost around $75,000. 


LOCKHART, Tex.—Vance H. Smith of 
Lockhart has taken over the Willys- 


Knight-Overland agency in this section of 
Texas. 





KERRVILLE, Tex.—Kerrville, Tex., has 
a new automobile concern. It is the Rich- 
ards Auto company. Frank Richards is 
prporietor. He is distributing the Willys- 
Knight and Overland. 





CHICAGO.—P. G. Sedley of the Lincoln 
Products Company, Chicago, makers of 
Lincoln shock absorbers, has recently been 





appointed general sales manager of fic- 
tory equipment. The promotion follows 
successful sales effort on the part of Mr. 
Sedley in Michigan, Illinois, Indiana and 
Missouri. 

PONTIAC, Mich.—E. J. Barlow, formerly 
assistant manager of the Philadelphia 
branch of Oakland Motor Car Co., has 
been promoted to the position of manager 
of the Indianapolis district. He has been 
a member of the Oakland organization for 
the past two years, coming from the John 
Deere Plow Co. The promotion is also 
announced by Oakland of C. L. Voss, who 
becomes St. Louis district manager. Mr. 
Voss was formerly assistant branch man- 
ager at Cleveland. 


CLEVELAND.—Papers have been filed 
with the secretary of state authorizing 
the increase in capital stock of the Coful 
Auto Parts Co., from $20,000 to $50,000. 
F. L. Fuller is president and F. J. Kasal, 
secretary of the company 


AKRON, Ohio—The Federal Akron 
Truck Co. has been chartered with an 
authorized capital of $25,000 to conduct a 
general distributive agency in automobiles 
and trucks as well as parts and acces- 
sories. Incorporators are Alex H. Cooper, 
J. W. Cassiday, Merle E. Rudy, Marie 
Baumgarten and Luke A. Floyd. 


TUSCOLA, Il1l.—C. W. Allot of Chicago 
has been appointed Chevrolet distributor 
for Douglas county and has opened a sales 
and service agency in the Yeaw building, 














ALBANY, Ga.—Construction of a new 
service station and show rooms for the 
Huckabee Auto Co., distributors of the 
Hudson, Essex and Packard, with head- 
quarters at Albany, Ga., is under way, the 
plant to be one of the largest automotive 
buildings in South Georgia. 





ST. LOUIS, Mo.—Since C. L. Voss has 
been appointed St. Louis district manager 
by the Oakland factory, the Mississippi 
Valley Motor Car Co., Oakland distribu- 
tor, has confined its activities to sales in 
metropolitan St. Louis. Mr. Voss has es- 
tablished attractive offices in the Missouri 
Theater Bldg., at Grand boulevard and 
Lucas avenue and is handling a district 
including eastern Missouri and southern 
Tllinois. 





MOLINE, Ill.—R. A. McKee, formerly 
with the Moon Motor Car Company, has 
joined the sales promotion department of 
the Velie Motors Corporation, Moline, fl. 
succeeding H. A. Martin, resigned. 





BUFFALO. N. Y.—The recent appoint- 
ment of O. E. McCarthy as assistant gen- 
eral sales manager of the Pierce-Arrow 
Motor Car Company, and A. A. Crumley, 
George E. Smith and Fred D. Markee as 
territorial managers has been announced 
by L. E. Corcoran, general sales manager 
of this organization. Mr. McCarthy has 
been in Boston as manager of the Pierce- 
Arrow Truck Sales Corp. of Boston. He 
was with Locomobile for 11 years and 
later, until going to Boston, with the 
Earle C. Anthony Co., California Packard 
distributors. The three other appointees 
also have had extensive experience. 





CINCINNATI.—The Baker Auto Parts 
Co., 8th and Sycamore streets, has been 
chartered with an authorized capital of 
$50.000 to deal in automotive parts. 1 
corporators are James Raymond Baker. 
Elsie Arnold Baker, Kathryn and J. E. 
Humbach and C. C. Vance. 





KNOXVILLE. Tenn—The Knoxville 
Paige-Jewett Co., Knoxville, Tenn., has 
been organized with F. A. Weiss as presi- 
dent, and has taken over the business of 
the Page Motor Co., distributing the Paize 
and Jewett line in that section of the 
Tennessee territory. 


MINNEAPOLIS.—J. J. Willinger nae 
been appointed secretary-treasurer an 
general manager of the Minneapolis Gray 
Co., distributing the Gray car. He pow 
been in the advertising department of t P 
Minnesota Tribune. The company ha: 
moved to 1639 Hennepin avenue. It cov- 
ers Minnesota and the two Dakotas. 
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Occupy New Home 

PHILADELPHIA, March 23.-—-The 
Philadelphia Automobile Trade Associa- 
tion formally took possession of its hand- 
some new quarters in the Berrodin 
Building, Broad and Olive streets, with 
a get-together meeting that brought out 
a banner attendance. The association’s 
new home is much larger than the one 
that served for many years at Broad and 
Callowhill streets. 

The new third floor home in the Ber- 
rodin Building covers about 6,000 square 
feet, being designed by Philip S. Tyre, 
the association’s architect, and especially 
equipped for the trade association. In 
addition to the club lounge, dining and 
assembly rooms on the third floor, there 
are three large, comfortable private 
rooms where the Motor Truck Associa- 
tion of Philadelphia, the Automobile Ac- 
cessories Business Association, the Sales- 
managers’ Association and the Service 
Managers’ Association may hold special 
gatherings. There is an imposing en- 
trance to the building on Broad street 
to be used exclusively by the Philadel- 
phia Automobile Trade Association, a 
lobby finished in travertine marble, an 
easy stairway to the rooms and an auto- 
matic elevator. 

The new quarters are provided with 
a large kitchen and room for the board 
of directors. The equipment and furn- 
ishings suggest the modern club. 


Name Campbell President 

HARTFORD, Conn., March 23.—At the 
annual meeting of the Hartford Automo- 
bile Dealers’ Association held at the 
Hotel Bond, Thomas W. Campbell, pres- 
ident of the L. & H. Motors Co., Hup- 
mobile distributors for the state, was 
elected president to succeed Russell P. 
Taber, Reo distributor. Arthur A. Niel- 
sen of the John P. Nielsen & Sons Co., 
was elected vice-president; Dwight A. 
Burnham of the Acme Motor Sales Co., 
treasurer, and Arthur Fifoot, secretary. 
W. M. Turnbull and D. A. Harrington 


——_ 
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were elected to the board of governors 
for three years and A. C. Rose for one 
year to succeed W L. Ledger. 





Beneficial Change in Law 

MINNEAPOLIS, Minn., March 23.—The 
Minnesota Motor Trades Association, 
A. N. Benson, secretary, has brought 
about a change in the transfer law which 
is of great assistance especially to the 
country dealers in automobiles. The law 
requiring transfers of cars to be reported 
in three days has been changed to allow 
10 days for the transaction. After a 
trade-in the dealer had three days in 
which to send the ticket to the secretary 
of state in St. Paul and get it back. A 
recommendation by the secretary of state 
was acted upon favorably, urging that a 
local authority be given power to issue 
some sort of a driver permit, probably 
a windshield sticker, for use in driving 
between the time he has made applica- 
tion for a license number and its arrival 
from St. Paul. This will be good for 10 
days and issued only after application 
is made for license and the money paid. 

The association will meet April 9 in 
Minneapolis to discuss merchandising 
problems. It is the annual meeting. 





Perfect Organization 

ATLANTA, Ga., March 23.—At a meet- 
ing of the recently formed Atlanta Ga- 
rage Association permanent organization 
of the association was effected, and the 
following officers were elected: Presi- 
dent, J. B. Moore; vice-president, B. 
Frank Hall; chairman executive commit- 
tee, Bolling H. Jones; executive secre- 
tary, C. V. Hohenstein. The association 
also became affiliated with the Atlanta 
Automobile Association, which, with the 
entrance of the garage dealers, now in- 
cludes in its membership every local 
branch of the automotive trade. 

It is the plan of the new garage asso- 
ciation to give primary attention at the 
outset to the education of the public to 
having its service work done by recog- 
nized experts. 


Diseusses Lubrication 

WASHINGTON, March 23.—How lubri- 
cation prevents or greatly reduces fric- 
tion and wear in an internal combustion 
engine, such as used in automobiles, 
motor trucks, tractors, airplanes and 
motorboats, and how fouling or dilution 
of the oil by gasoline, water and dirt 
affect lubrication, were explained in 
popular language here before the Wash- 
ington section of the Society of Automo- 
tive Engineers by S. W. Sparrow of the 
automotive research staff of the U. S. 
bureau of standards. 

“Too high a viscosity is bad,” Mr. 
Sparrow said. “Too low a viscosity is 
worse, for if the viscosity is too low 
there will be excessive friction and ex- 
cessive wear under full-load conditions. 

“The target to be aimed at in lubri- 
eation is to provide a lubricant which 
will keep the metal surfaces apart, pro- 
duce the minimum amount of friction, 
effectively seal the combustion chamber, 
and not go where it is not wanted.” 





Back Payment Ruling 


BIRMINGHAM, Ala., March 23.—The 
Alabama Automotive Trades Association 
calls attention in a service bulletin to 
the recent decision of the Supreme Court 
which states that the purchaser is liable 
for unpaid back payments on a car that 
is repossessed. Members of the associa- 
tion are cautioned to carefully check up 
on their sales contracts so that this rul- 
ing will be taken into consideration. 


Newark Retailers Meet 


NEWARK, March 23.—At the annual 
meeting of the Newark Automobile Trade 
Association, held recently, there was a 
discussion ot means of combating pro- 
posed new legislation adversely affecting 
the automobile business. John Noyes, 
sales expert, talked on the “New London 
Plan.” 
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NEW HUPP DEALERS 

DETROIT, March 16—New dealers 
have been signed by Hupp Motor Car 
Corp. as follows: 

Matthews Garage, Attleboro Falls, 
Mass. ; Tourists’ Garage and Auto Sales, 
Chicago, Ill.; Lucal-Kelly Co., Oak Park, 
lll.; E. D. McLean, Greenfield, O.; Paul R. 
Murray Motor Co., New Philadelphia, O.; 
Helm Burks Motor Co., Dallas, Tex.; Miller 
Motor Co., Colorado Springs, Colo.; Green 
Garage Co., Inc., Detroit, Mich.; Cloquet 
Motor Sales Co., Cloquet, Minn.; Nordness- 
Couture Motor Co., Superior, Wis.; G. W. 
Anderson’s Garage, Two Harbors, Minn.; 
Albany Pike Garage, Avon, Conn.; E. W. 
MeClay, Martinsville, Ind.; J. G. McCreery, 
tn du Lac, Wis.; Kramer Motor Sales, 
qinton, N. D.; Potter-Christensen Motor 
-0. New England, N. D.; D. R. Hodel, Roa- 
poke, Ill.; A. C. Bristow, Hampton, Va.; 
miner Black Motor Co., Cape Girardeau, 

W. W. Walker, Crystal City, Tex.; Tar- 
foeum Motor & Supply Co., Tarentum, Pa.; 

armon & Graves Co., Redding, Cal.; Wm. 








Heald & Son, LaPorte, Ind.; Noyes B. 
Smith, Inc., Santa Monica, Cal.; Automo- 
bile Sales Co., Paducah, Ky.; C. H. Sperry 
& Co., Paris, Tex.; Beaver Falls Garage, 
Beaver Falls, Pa.; Black Motor Co., Breck- 
enridge, Tex.; State Auto Co., Pocatello, 
Idaho; E. Mallory & Son, Bushnell, Ill.; O. 
B. Opheim Sales Co., Eau Claire, Wis.; 
Heimbach & Brinkman, Camden, N. J.; 
Raymond L. Schoeffel, Van Nuys, Cal.; H. 
S. Erickson, Twin Falls, Idaho; Bishop 
Bros., Newton, Ia.; Osman Auto Co., Eagle 
Grove, Ia.; Holman Motor Co., Ralston, 
Okla.; Slick’s Garage, Johnstown, Pa. 

F. C. Rush Garage, Uniontown, Pa.; 
Woods Motor Co., Inc., Bremerton, Wash.; 
F. G. Mead, Carlyle, Ill.; Black Auto Sales, 
Port Huron, Mich.; Levan Motor Co., Wal- 
nut Ridge, Ark.; Jefferson County Motor 
Sales, Festus, Mo.; Blue Streak Line, Inc., 
Logan, W. Va.; J. H. Carlton, Coffeyville, 
Kans.; Maes & Brenton Motor Sales, Wau- 
kegan, Ill.; M. B. Wildason, Bel Air, Md.; 
Walter S. Merritt, Frankfort, Ind.; Ben 
Viau, Valleyfield, Quebec; Albert Neipp, 
Rockville Center, N. Y.; P. B. Kelly & Son, 
Farmington, Ill.; Kelly’s Garage, Wash- 
ington, Pa.; S. A. Miller, Salinas, Cal. 


REMOVAL NEARLY COMPLETED 

SYRACUSE, N. Y., March 23.--Closing 
of the Findlay, Ohio, plant of the Adams 
Axle Co. will be completed next month. 
Removal of the plant to this city. is 
about 80 per cent complete now, and 
more than 500 men are now on the pay- 
roll at the local plant. 

When the local plant is at capacity it 
will employ approximately 750 men in 
the manufacture of axles for all the 
Durant cars. The Durant interests have 
control of the New Process Gear Co. here 
which makes gears for the various Du- 
rant cars. A. A. Henninger, vice presi- 
dent and general manager of the New 
Process Gear Co., holds the same posi- 
tions in the Adams Axle Co. 
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The Dealer Comes Into His Own 


(Continued from page 11) 








“While we are, of course, concerned 
with the number of cars our dealers buy 
from us (because in the final analysis 
that determines the quality of the dealer), 
we are even more concerned with the 
amount of profit our dealers earn and 
keep. We believe that if our dealers con- 
tinue to show profit commensurate with 
their investment, in the course of time 
the problem that confronts every manu- 
facturer—that of obtaining representation 
in the smallest towns—a problem in 
which the distribution is, of course, in- 
volved—will automatically adjust itself 
to the advantage of both.” 


To aid the dealers in developing their 
business to its full possibilities another 
manufacturer has established a “System 
Department.” This will work in con- 
junction with the distributor in installing 
the proper system for dealers, making 
comparisons with other dealers who are 
successful, and co-operating with the 
sales department to bring about the high- 
est possible state of efficiency. This 
manufacturer also has adopted the per- 
manent contract. 

A leading manufacturer in a price class 
above the average, determined that its 
dealers shal] make a profit, has increased 
its discounts three times since Jan. 1, 
1923. This company’s recently brought 
all dealers to the factory, in five group 
conventions, and gave them a thorough 
course in the factory purposes and meth- 
ods, so that they went home with added 
enthusiasm. This company also is con- 
ducting a comprehensive program of help 
to the dealers in the way of sales, main- 
tenance and accounting. 


The vice-president of another manu- 
facturer frankly declares most of the 
dealers’ troubles in the past are to be 
laid at the door of the manufacturer. 

“In my opinion,” he says, “there has 
been an over production of automobiles 


for several years, and by over produc- 
tion I mean that more cars have been 
manufactured each year than could be 
legitimately sold by the dealer at a profit. 
I feel that this over production has 
brought about the used car situation, and 
that the practice of manufacturers in 
crowding more cars through the dealers’ 
organizations than could be handled 
along legitimate lines forced these deal- 
ers, in order to retain their contracts, to 
make allowances for used cars and other 
concessions that have no place in goo 

merchandising plans.” . 

He further declares that his company 
has a fixed rule that it cannot ship an 
automobile to a dealer unless it is agree- 
able to the dealer. 

The question of reduction of territory 
is one that concerns distributors more 
than retail dealers. On this point one 
manufacturer says: 

“It is our firm conviction that when a 
franchise is consummated with a dis- 
tributor, the territory involved and sub- 
sidiary thereto should be outlined as per- 
manently as possible at the time of the 
conclusion of the contract, eliminating an 
unnecessary and unpleasant factor that 
has been instrumental in the past in 
causing friction between the factory and 
the distributor, viz., arbitrary reduction 
of territory. We, therefore, will not arbi- 
trarily deduct any portion of a distribut- 
ing contract without the sanction of the 
distributor, except in the most aggravated 
and extreme cases of deliberate violation 
of contract.” . 


Understanding Needed 


Not by any means can all the troubles 
of dealers and distributors and manu- 
facturers be cured by the mere formality 
of contract. The business relation is, 
after all, a human one and the most 
liberal of contracts can be abused, and 
on the other hand the most rigid ones 








Coming Motor Events 








Automobile Shows 


Asbury Park, N. J............. March 30-April 4 
Asbury Park Automotive and 
Radio Show, Asbury Park Auto- 
motive Assn. Ss. M. Heimlich, 
show manager. 


Bethlehem, Pa. March 22-29 


Lehigh Valley Automobile Show, 
Bethlehem Automobile Trade 
Ass’n, J. L. Elliott, Mgr. 


Burlington, Vt April 8-11 


Annual Automobile Show, Univer- 
sity of Vermont, auspices Ethan 











Allen Club. 

Holdrege, Neb April 8-11 
Annual Automobile and Style 
Show, auspices Holdrege Commer- 
cial Club. 


Santa Ana, Cal March 21-28 
Orange County Automobile Shew, 
H. Elmo LeBreque, manager. 


Conventions 








Minneapolis April 8-9 
Fourth annual convention Minne- 
sota Motor Trades Association, 
Curtis Hotel. 


Foreign Shows 


Geneva, Switzerland............March 20-29 
International Motor Exhibition. 


Bandoeng, Batavia. April 8-14 





Automotive Exhibition by the 
Netherlands Indies Jaerbeurs. 
SEER BI a ics sina sensors exe esccassveocineces April 11-27 
International Show 
Races 


Fresno, Cal April 30 
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can be so humanly administered that it 
is a pleasure to work under them. 

Understanding and sympathy, there- 
fore, will do more in a general way to 
improve the business relations of the 
various factors in the automobile trade 
than will contracts and set policies. This 
understadning is gradually being brouzht 
about. The groups of dealers and the 
groups of manufacturers are getting 
closer together. As the dealers become 
better business men they will naturally 
be able to command greater respect from 
the manufacturers, and as the manufac- 
turers liberalize and humanize their poli- 
cies, they will find the highest type of 
successful business men eager and will- 
ing to sell their products at a profit to 
the American public. 

In six months great progress has been 
made in this direction. That is why this 
is the great year of opportunity for the 
automobile dealers. The opportunity for 
profit is here and if equilibrium is main- 
tained the industry should become sta- 
bilized on a profitable basis for both 
manufacturers and the various sales 
agencies. 


New Corporation Is Now in 


Control of J. W. Murray Co. 


DETROIT, March 21.—By action of 
stockholders of J. W. Murray Mfg. Co. 
just taken control of this company passes 
to the recently formed Murray Body 
Corp., the basis of stock exchange being 
two and one-half shares of common 
stock of Murray Mfg., par ten dollars, 
for each one share Murray Body common, 
no par. The Murray Mfg. Co. will re- 
main a separate entity under the plan, 
the control being vested in the Body 
company. 

There is no change in officers of the 
companies as result of the change in con- 
trol, which to a large extent was a 
technical procedure. 

The properties of the Murray Body Co. 
now include the Murray plants and the 
former Wilson, Towson and Widman 
body plants. The plants are adjacent in 
this city, making possible practically con- 
tinuous process between the metal stamp- 
ing and wood working plants. First 
units of a new Murray Mfg. plant in the 
down river section in which heavy stamp- 
ings and frames will be manufactured 
are now ready for operation. 


FORD PLANT SHOWS FILMS 

WASHINGTON, March 23.—Inaugura- 
tion crowds here were entertained by 
motion pictures in the showroom of the 
local factory branch of the Ford Motor 
Company on Pennsylvania avenue. The 
films described the manufacture of Ford 
cars. One of them, “America and Auto- 
mobiles,” told of Lincoln processes of 
manufacture, while another was “The 
Story of Steel.” 

All of these films are a part of the 
library maintained by the Ford Motor 
Company and may be obtained for ex 
hibition without cost by interested per 
sons. In addition to the subjects relat- 
ing more directly to Ford products, there 
are a large number of travel and educa- 
tional pictures. 
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Gardner President Highly 
Optimistic as to Future 


Finds Ample Support in Conditions 
for Another, Business Leader’s 
Cheerful Prediction. 


ST. LOUIS, Mo., March 23.—Russell E. 
Gardner, Jr., president of the Gardner 
Motor Car company, is confident of good 
business in the automobile industry dur- 
ing 1925 and 1926. In a recent statement, 
Mr. Gardner said: 

“T was recently told by one of the 
country’s biggest business executives, 
who has been unusually right in his pre- 
dictions during the past 50 years, that 
never in his experience had he felt more 
confident of sound business conditions 
than he does now for 1925 and 1926. In 
fact, with slight recessions, he predicts 
several years of splendid prosperity for 
this country. 

Many Good Indications 

“One does not have to go far to find 
ground for such sentiment. The political 
situation is in strong, conservative hands; 
money is cheap; the farmer is rapidly 
recovering his vast purchasing power; 
the railroads are in splendid condition 
and under wise political supervision will 
have an opportunity to entrench them- 
selves soundly for the future. Good 
roads are increasing transportation facili- 
ties and real estate values from Maine to 
California. Electrical power and develop- 
ment is coming into its own. Marketing 
methods are being thoroughly over- 
hauled and wonderfully improved. Such 
an example as the fruit growers of Cali- 
fornia is striking. 


Overproduction Lesson 


“Getting down to the automotive in- 
dustry itself, the manufacturers have 
learned a needed lesson from the spring 
of 1924, at which time they built up their 
production so rapidly as to literally 
swamp the market, the result not only 
being disastrous to themselves, but ex- 
ceedingly so to their distributors and 
dealers. As a result the manufacturer 
will probably never again attempt to 
load his dealers up beyond a business 
working basis and will so arrange his 
Schedule of production as to co-operate 
closely with actual public demand.” 


GIVEN STUTZ FRANCHISES 


INDIANAPOLIS, March 23.— Stutz 
Motor Car Company announces new 
franchises as follows: 


Stutz Sales Co., Baltimore, Md.; Lowell 
& Hammond, Binghamton, N. Y.; Arnold- 
McComb Motor Corporation, Buffalo, N. Y.; 
Red Ball Garage, Cedar Rapids, Ia.; Mande- 
Kelley Motor Co., Charleston, W. Va.; Cin- 
cinnati Automobile Co., Cincinnati, O.; R. 
& R. Garage, Duluth, Minn.; Reo-Stutz Co., 
Hammond, Ind.; Palace Garage, Jersey 
City, N. J.; W. O. Harlow, Kalamazoo, 
Mich.; Overfield-Sheafe Motor Co., Los 
Angeles, Cal.; Glossbrenner Motor Co., 
Louisville, Ky.; Hoeveler-Stutz Co.; Pitts- 
burgh, Pa.; Stutz Motor Sales Co., Provi- 
dence, R, I.; Bettis-Saunders Co., Rich- 
mond, Va.. 

Parson Co., Ine., Schenectady, N. Y.; 
arsons Motor Co., Seattle, Wash.; Benja- 
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Optimist—“Well, I was going to stop 
here for some gas, anyway.” 





CAN SUCH BE S80? 

It was a hot, sultry day in a great city. 
Seven cars were lined up in front of a 
busy filling station. Third from the end 
stood a leaking, steaming, rattling little 
five-passenger. In due time the line 
dwindled and the little five-passenger 
found itself parallel with a gas pump. 

“How many?” the man asked impa- 
tiently. 

“One,” answered Mr. Fliv with the air 
of a Rockefeller. 

“One? What cha’ tryin’ to do? 
it?” 


Wean 


—Auto Review. 





Better wait a minute at the crossing 
than forever at the cemetery. 
—The Red Seal. 





Life is like a taximeter: The longer 
you go the pace, the more you pay in the 
end. 

—The Firestone Non-Skid. 


SQUEEKs fem RATILE Sez 














There are two ways to reach your goal; 
the first is to put your shoulder to the 
wheel; the second, not to buy that kind 


of a car. 
—College Humor. 





Judging by accident reports, somebody 
has brought out a car with a built-in 


corkscrew. 
—Detroit News. 


LOW WAVE LENGTHS 
“Speaking of bathing in famous 
springs,” said the tramp to the tourist, 

“I bathed in the spring of ’86.” 


—Kablegram. 


THE EMPTY ROAD 


The state produced a witness who tes- 
tified that near the midnight hour of Au- 
gust 24th he saw an empty automobile 
loaded with masked men coming from 


the direction of Lake La Fourche. 
—Tampa (Fla.) Morning Tribune. 





CHEAP AT THAT 





ri 


Gi] 
Jee! | | || 











An ahcient car chugged painfully up 
to the gate of the races. The gate keeper 
demanding the usual fee for automobiles, 
called: 


“A dollar for the car.” 


The owner looked up with a pathetic 


smile of relief and said, “Sold.” 
. —Bison. 








min Motor Co., St. Louis, Mo.; Pietro Di 
Nove, Steubenville, Ohio.; Service Auto & 
Equipment Co., Wheeling, W. Va.; Mc- 
Mullens Garage, Apollo, Pa.; Nolan’s Gar- 
age, Barnesboro, Pa.; John Peter Cray, 
Bellevue, Pa.; Guy’s Garage, Jeanette, Pa.; 
W. J. Hoover, Hyde Pa.; R. G. Schmid, 
McKees Rocks, Pa.; R. W. Baggs, Monaca, 
Pa.; Frank Venneri, Monesson, Pa.; Rea- 
Seagert Co., Pittsburgh, Pa.; Metcalf & 
Metcalk & Metcalk, Wilmerding, Pa.; 
Hoagland Motor, Inc., Bound Brook, N. J.; 
A. R. Bredin, Hackensack, N. J.; Stutz 
Montclair Co.; Montclair, N. J.; Jas. J. 
Maher, Paterson, N. J. 


MOTOR PRODUCTS PROFIT 


DETROIT, March 23.—Net earnings of 
Motor Products Corp. for the year ended 
Dec. 31 were $1,024,234, against $2,038,- 
412 in 1923 and $1,400,618 in 1922. These 
are equal to $12.56 a share on the 
62,500 shares of common stock after 
providing for dividends amounting to 
$250,040 on the 62,510 shares of $4 cumu- 
lative preferred. This compares with 
$31.66 earned for the common stock in 
1923 and $10.17 a share in 1922. 








SELL LINCOLN AND FORD 

CINCINNATI, March 21.—The Cargill 
Motor Company has opened up a new 
agency here for Lincoln and Ford cars 
and the Fordson tractor. John A. Car- 
gill, formerly in business in Louisville, 
Ky., is the head of the concern, which is 
located at 2329 Gilbert avenue. It will 
handle both new and used cars, and a 
complete service department is being in- 
stalled. 


FIRE DESTROYS 40 CARS 

TUSCOLA, Ill., March 23.—The garage 
of A. C. Hurst in this city, was com- 
pletely destroyed by fire recently. Forty 
cars in storage, were destroyed, nearly 
all new. Fifteen were the property of 
W. E. Robinson of Terre Haute, Ind., and 
the rest were the property of James 
Melody, Ford distributer here. The loss 
is largely covered by insurance. 
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SHIP. 
WT. PASS. BODY STYLE. PRICE 


ANDERSON “41” 
2650 65-p Touring $1,195 
2675 4-p Sp. Touring 1,445 
2925 2-p Coupe 1,425 
2875 5-p Sedan 1,695 
2925 5-p Sp. Sedan 1,895 
**50” 
2975 -p Touring 1,595 
3200 7-p Sedan 1,945 
APPERSON — 
3100 5-p Sp. Phaeton $1,850 
3145 3-p upe 2, 
3470 §5-p a Sedan 2,395 
ti) 8”? 
3815 5-p Phaeton 2,485 
3900 7-p Phaeton 2,535 
3955 5-p Sport Phaeton 2,800 
3815 7-p Sport Phaeton 2,900 
4180 5-p Sedan 3,485 
4200 7-p Sedan 3,585 
43840 5-p Sport Sedan 3,750 
4380 -p Sport Sedan 3,850 
“ST ad 
ieeecces 5-p Sp. Phaeton 2,550 
ee 3-p Coupe 2,800 
nC aaee 4-p Brougham 2,650 
ieee 5-p Sp. Sedan 2,850 
AUBURN = 
pactese 6-p Touring $795 
**6§-43”" 
2610 5-p Special Touring 1,395 
2900 5-p English Coach 1,945 
2885 5-p an 1,595 
8.63” 
3225 5-p Sp. Touring 1,895 
3550 5-p an 2,550 
8510 5-p Brougham 2,395 
3550 T-p an 2,550 
“8.80” 
tae 4-p Sport Roadster 1,975 
lees 4-p Club Roadster 2,075 
naan 4-p Sport Brougham 2,250 
acct 5-p Sedan 1350 
BARLEY “6” 6-50 
2750 6-p Touring $1,395 
2800 5-p Sp. Touring 1,495 
3100 5p an ,850 
3150 5p Sp. Sedan 2,250 
BUICK “Standard” 
2750 2-p Roadster $1,150 
2800 2-p Roadster Encl. 1,190 
2920 5-p Touring 1,175 
, 2970 5-p Touring Encl. 1,250 
2960 2-p Coupe 4 
3075 4-p Coupe 1,565 
3185 5-p Dbl.ServiceSedan 1 1,475 
8245 5-p an 1,665 
3050 5-p Coach 1,295 
“Master” 
(120 in. W. B.) 
3285  2-p Roadster 1,365 
3835 2-p Roadster Encl. 1,400 
3465 5-p Touring 1,395 
3540 5-p Touring Encl. 1,475 
3770 4-p Coup 2125 
3850 5-p Sedan 2,225 
3560 5-p Coach 1,495 
(128 in. W. B.) 
3485 8p Sp. Roadster 1,750 
8550 5-p Sp. Touring 1,800 
3610 7-p Touring 1,625 
3690 7-p Touring Encl. 1,700 
3745 3-p Country Club 2,075 
3905 5-p Brougham Sedan 2,350 
4080 -p Limousine 2,525 
3995 7T-p Sedan 2,425 
3850 -p Town Car 2,925 
CADILLAC “V-63 Standard Line” 
4190 4-p Roadster $3,185 
4280 -p Touring 3,185 
4200 4-p Phaeton 3,185 
ee 5-p Coach 3,185 
4610 T-p an 3,585 
4880 4-p Victoria 3,275 
4526 5-p Landau 3,650 
4655 = 7- Std. Imperial 4,010 
“Custom Built” 
(132 in.) 
4260 2-p Coupe 3,975 
(188 in.) 
4400 5-p Coupe 4,350 
4490 5-p Sedan 4,550 
4590 7-p Suburban 4,650 
4655 -p Imp. Suburban 4,950 
CASE J. 1. C. 
$260 3-p Roadster $1,840 
$290 5-p Touring »885 
3470 5-p Sp. Touring 2,160 
3570 4p ub. Coupe 2,480 
3640 5p an 2,590 
3650 &p Brougham 2,590 
“xe 
3020 3p Roadster 1,670 
3050 6-p Touring 1,695 
3880 5-p Sub. Coupe 2,390 
3400 5-p Sedan 2,485 





SHIP. 
WT. PASS. BODY STYLE PRICE 


3380 5-p a 2,390 
8950 7-p Touring 2,475 
4320 ‘T-p Sedan 3,325 
CHANDLER “SS” 
3090 2-p Roadster $1,795 
$182 4-p Roadster 1,785 
3084 5-p Touring ¥ 595 
3223 -p Touring 735 
3284 4-p Royal Dispatch ry °885 
8309 5p Coach 1,595 
3309 5-p Chummy Sedan 2,045 
3469 5-p Met. Sedan 2,19 
8428 5-p Sedan 4 d. 1,995 
3521 7-p Sedan 2,195 
3598 7-p Limousine 3,095 
CHEVROLET 
“Superior” 
1690 2-p Roadster $525 
1790 5-p Touring §25 
1955 5-p Phaeton De Luxe 640 
2005 4-p Coupe 725 
1880 2-p _ Utility Coupe 715 
cima 5-p Coach 735 
2070 5-p Sedan 825 
CHRYSLER 
(112% in. W. B.) 
2805 4-p Roadster $1,625 
2730 5-p Touring 1,395 
2785 5-p Phaeton 1,495 
2985 4-p Coupe 1,895 
3060 5p Sedan 1,825 
3085 5p Imperial Sedan 2,065 
8090 $4 Crown Sedan 2,195 
2995 Brougham 1,965 
oP 18% in. W. B.) 
8225 5-p Town Car 3,725 
es 31” 
Touring $895 
300 4 Sedan 1,195 
“4g” 
2750 5p Touring 1,095 
2810 5-p Touring De Luxe 1,195 
2880 3-p pe 1,295 
2870 8-p Spec. Coupe 1,395 
3040 5-p Spec. Sedan 4 d. 1,495 
3190 5-p Sedan De Luxe 1,695 
8190 5p Sport Sedan 1,725 
2990 5-p Brougham 1,545 
2990 5-p Coach 1,295 
COLE “MASTER” 
8675 4-p Volante Tour. $2,325 
8795 T-p West. Tour. 2,325 
8675 4-p Aero-Vol. Tour. 2,475 
4055 5-p  Brouette Sedan 3,225 
4000 -p Royal Sedan 3,225 
4100 7-p Royal Limousine 3,325 
CUNNINGHAM 
“V6” 
4600 7-p Touring $6,300 
4500 4-p Sp. Touring 5,800 
4700 4-p Coupe 7,150 
5000 6-p Sedan 7,650 
DAGMAR **6-70” 
3800 4-p Sp. Touring $3,500 
4200 4-p Petite Coupe 4,500 
3700 4-p Phaeton 3,500 
8750 4-p Roadster 3,500 
8800 6-p Tourer 3,500 
4200 4p Petite Sedan 4,500 
4500 4-p De Luxe Coupe 4,750 
4700 5-p Sedan 4,700 
4800 7-p Sedan 4,750 
“6-60” 
8100 2-p Roadster 1,785 
8200 4-p Sp. Touring 1,785 
3150 5-p Touring »985 
8400 2-p Coupe 2,345 
8500 5-p Sedan 2,345 
DANIELS “24-38” 
4150 4-p Touring $6,800 
4765 -p Touring 6,900 
4600 4-p Sedan 7,600 
5200 T-p Sedan 7,800 
DAVIS 90” 
2650 4-p M. o’War Road. $1,495 
2915 4-p LegionnaireTour. 1,495 
2750 5-p Phaeton 1,395 
8070 5-p Sedan 1,995 
8065 5p  Berline Sedan 1,995 
2700 &p Brougham 1,595 
«9)"" 
2885 4-p Roadster 1,795 
8020 5-p Phaeton 1,695 
8245 5-p Sedan 2,295 
ened = Brougham 1,895 
Berline Sedan 2,295 
DODGE BROTHERS 
Roadsti $855 
3508 $4 Seeded " Senbtee 955 
2567 5-p Touring 885 
2695 5-p Spec. Touring 985 
2708 2-p upe “B”’ 995 
2828 2-p Spec. Coupe “B” 1,095 
2995 &p “B” Sedan 1,095 
3077 5-p Spec. “Be Sedan 1,195 





SHIP. 
WT. PASS. BODY STYLE PRICE 
8020 5-p Sedan A 1,245 
8107 5-p Spec. “A” Sedan 1,330 
2728 =p ach 1,095 
2828 5-p Spec. Coach 1,195 
DORRIS “6-80” 
4120 4-p Pasadena Tour. $4,150 
4115 -p Touring 4,150 
4193 4-p Coupe re "985 
4200 5-p Sedan 5,550 
4310 7-p Sedan 5,800 
DUESENBERG 
Straight ‘8’ 
3920 3-p ster $6,500 
8700 5-p Phaeton 6,250 
3920 -p Phaeton 6,750 
3980 4-p Sp. Phaeton 6,500 
4000 4-p Coupe 7,500 
4850 T-p Sedan 7,800 
DU PONT “Dp” 
3300 2-p Roadster $2,600 
3550 5-p Touring 2,600 
38550 -p Touring 2,750 
3800 5-p Touring Sedan 3,400 
DURANT “A-22” 
23800 2-p Roadster $1,080 
2225 5-p Touring 830 
2300 5-p Touring F. W. B. 940 
2357 2-p Business Coupe 935 
2395 4-p Coupe 1,160 
2505 6p Sedan 1,190 
2480 5-p Coach 1,050 
ELCAR 4-41” 
2560 5-p Touring $995 
2585 5-p Demi Sp. Touring 1,095 
2641 6p Sportster 1,195 
2779 5p Sp. Sedan 1,695 
2900 5-p Sedan 1,495 
2779 5-p Brougham 3d 1,265 
ee 5-p Sp. Brougham 1,395 
6-51” 
2600 5-p Demi Sp. Tour. 1,220 
saints 5-p Sp. Touring 1,420 
2779 + 5-p Sp. Sedan 1,920 
2900 5-p Sedan 1,720 
2779 5p Brougham 1,490 
asi 5-p Sp. Brougham 1,620 
“6-61” 
2007 5p Touring 1,585 
‘aise 5-p Speedaway Sport 1,735 
8380 5-p Sedan 2,245 
8675 5-p Sp. Sedan 2,395 
8380 4-p Brougham 1,995 
8-80” 
nen 3-p Sp. Roadster 2,265 
3000 38-p Roadster 2,315 
3700 5-p Sp. Touring 2,165 
en 7-p Sp. Touring 2,265 
4000 5-p Brougham 2,865 
sesaraalas 5-p edan pane 
4050 7-p Sedan 2,765 
ESSEX 
2130 5-p Touring $900 
2305 5-p Coach 895 
FLINT “55” 
ae 4-p Spec. Roadster |$1,950 
8145 4-p Touring 1,595 
8310 4-p Sp. Touring 2,050 
8455 4-p Coupe 2,195 
8585 5-p Sedan 2,285 
eae 5-p Brougham 4d. 2,735 
40” 
2400 5-p Touring 1,075 
2720 5-p Brougham 1,640 
FORD 
Without Starter and Dem. Rims 
1869 2-p Runabout $260 
1494 5-p Touring 290 
With Starter and Dem. Rims 
1521 2-p Runabout 345 
1644 5-p Touring 375 
1749 2-p Coupe 520 
1927 5p Sedan, Fordor 660 
1882 5-p Sedan, Tudor 580 
—— “11-A” 
8-p Sport Roadster $2,800 
rt 5-p Touring 2,650 
2965 8-p Coupe 2,700 
8175 5-p Sedan 3,200 
3080 5-p Sport Sedan 3,350 
3275 7-p Limousine 3,500 
8185 -p Cabriolet 4,400 
GARDNER “Series 5” 
2520 3-p Roadster $945 
2545 3-p Spec. Roadster 1,045 
2550 8-p Radio Roadster 1,135 
2555 5-p Touring 995 
2610 5-p Special Touring 1,095 
2660 65-p Touring De Luxe 1,145 
2590 5-p Touring “A” 1,045 
2760 &p Radio Touring 1,145 
2680 5-p Coupe 1,275 
2895 5p la 1,475 
3070 5-p Sp. Sedan 1,595 











SHIP 
WT. PASS. BODY STYLE PRICE 





cone 5-p Touring 1,995 
ecccie 5-p Brougham 1,995 
GRAY “Go” 
1750 5-p Touring $630 
1880 38-p Coupe 845 
2020 5-p Sedan 895 
2180 5-p Royal Sedan 995 
H Cc LS “ge 
8750 4-p Touring $2,650 
3950 4-p Coupe 3,350 
4010 4-p Sedan 3,350 
HAYNES “60” 
8295 5-p Touring $1,600 
3725 5-p Sedan 2,300 
3560 5-p Brougham 2,200 
HERTZ D-1 
38360 5-p Sedan $1,695 
HUDSON “Super Six” 
8300 4-p Speedster $1,400 
3425 7-p Phaeton 1,500 
3450 5-p Coach 1,345 
3585 5-p an 1,795 
3675 -p Sedan 1,895 
HUPMOBILE “R” 4 
2595 2-p Roadster $1,225 
2745 5p Touring 1,225 
2760 2-p Coupe 1,850 
2860 4-p Coupe 1,595 
2975 5-p Sedan 1,800 
2895 5-p Club Sedan 1,375 

oper 8 
nisi 38-p Roadster 1,975 
3185 5-p Touring 1,975 
8295 4-p Coupe 2,325 
3410 65-p an 2,375 
JEWETT 23-25" 
sina 4-p Roadster $1,630 
2885 5-p Touring 1,205 
3015 5-p DeLuxe Touring 1,320 
sinha 8-p Bus. Coupe 1,840 
3025 5-p Sedan 1,680 
8305 5-p DeLuxe Sedan 1,780 
2990 5-p Brougham 1,415 
3110 5-p Sp. Brougham 1,555 
JORDAN 

(120 in. W. B.) 

3420 5-p Brougham 4d. $2,385 
8875 4-p big =a 385 
(124% in. W. B.) 

3260 4-p  Blueboy Touring 2,095 
Series bed \ ” 

3830 2-p aly Road. 2,575 
8340 5-p Touring 2,575 
dgsciat 8-p Friendly ‘3” 2,875 
8685 5-p Brougham 2,875 
8520 4-p Victoria 2,775 
3525 5-p — 2,975 
‘ican 1-p Sed 3,225 
coin - batten Sedan 3,875 

KISSEL 
2980 5-p Phaeton Std. $1,685 
$170 5p Phaeton De Luxe 1,885 
3190 4-p Tourster 2,085 
satiation 7-p Touring r "985 
3180 2-p Speedster 2,185 
3580 2-p Ene. Speedster 2,785 
8480 4-p Coupe 2,585 
wiscctict 5-p Brougham t 895 
8530 5-p Brougham Sedan 2,635 
$530 5-p Victoria 2,685 
4070 -p Sedan 3,285 
4010 T-p — Sedan 3,385 
uals 2-p Speedster 2,485 
Baas 4-p Speedster 2,585 
2-p Enc. Speedster 2,985 
5-p Brougham 2,985 
5-p Victoria 2,985 
I-p Sedan 3,485 
nesses 7-p Berline Sedan 3,585 
LEXINGTON “a ‘ 
“Concord” 
pee 5-p Touring $1,595 
en 6p Touring (Enc.) 1,69 
sain 5-p Spec. Touring 1,795 
see 5-p an 2,185 
cna 5-p Spec. Sedan 2,445 
“Minute Man” 
wanes 2-p Roadster 2,145 
peared 5-p Touring 2,095 
eI 5-p Lark Touring 2,345 
poate 5-p Cal. Touring 2,495 
Sitoaiox 7-p Cal. Touring 2,495 
7-p Touring We 
5-p Royal Coach aan 
5-p Brougham 2,59 
5-p Sedan 1,895 
LINCOLN 000 
4050 2-p Roadster ryt} 
4290 -p Touring yt 
4216 4-p Phaeton ‘e008 
4880 4-p Coupe "300 
4875 4-p Sedan 900 
4600 5p Sedan re 
4660 7-p Sedan Hr} 
4720 7-p Limousine 5, 

















3320 
3680 


3480 
3880 
3750 
3640 
OAK) 
2420 
2510 
2485 
2550 
2620 
2620 
2720 
2700 


2885 
OLDs 
2145 
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LOCOMOBILE “48” 
4-p 


0 Sportif Tour. $7,400 
pe 7-p Touring 7,40 
5600 5-p VictoriaSedan 9,900 
5464 7-p Brougham 9,990 
5640 7-p Tour. Limousine 9,500 
5868 7-p Encl. Drive Lim. 9,990 
5624 7-p — 16, '250 

. 5 Touring 1,600 
onsite He an 2,000 
poe 5-p Brougham 2,100 

3-p Roadster 2,150 
5-p Touring 1,785 
5-p Sedan 2,185 
ee 5-p Brougham 2,285 
cFARLAN “6” TV 
we 2-p Roadster $5,400 
4600 4-p Sport Touring 5,600 
4700 7-p Touring 5,700 
4900 4-p Coupe 6,720 
5200 5p Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
5200 7-p Sp. Sedan 6,600 
5200 7-p Sub. Sedan 7,000 
5100 7-p Limousine 6,900 
5200 7-p Town Car 9,000 
“Light 6” SV 
3700 3p Roadster 2,600 
3600 5-p Touring 2,600 
3850 4-p Coupe 3,100 
$850 5-p Sedan 3,100 
$850 7-p Sedan 3,200 
MARMON “ 
3470 2-p Roadster $3,165 
3666 5-p Phaeton 2165 
3166 7-p Touring 3,165 
3861 5p Brougham Coupe 3,295 
caaiaan 8-p Coupe de Luxe 3,455 
3981 5p Sedan 3,295 
3921 5-p Sedan de Luxe 3,775 
ww. Tp Sedan 3,370 
4086 7-p Sedan de Luxe 3,850 
4000 5-p Sedan Limousine 3,906 
4100 =7-p Limousine 3,975 
MAXWELL —_— 
2180 2-p Roadster $885 
2210 5-p Touring 895 
2255 2-p Club Coupe 995 
2440 6p Club Sedan 1,045 
2585 5-p Sedan 1,095 
2595 5-p Spec. Sedan 1,245 
MERCER ss 
Seas 3-p Runabout $4,500 
a 5p Touring 4,500 
pee 3-p Raceabout 3,900 
pate 4-p Sporting 4,500 
asaiden 3-p Coupe 6,250 
AS 5-p Sport Sedan 6,250 
w- Tp Tour. Limousine 6,500 
MOON Series “A” 
cil 3p Roadster $1,250 
2440 5-p Roadster 1,295 
2460 5-p Sp. Touring 1,195 
2605 5-p Sedan 2d 1,595 
2755 5-p Petite Sedan 4 d. 1,785 
Newport 
2760 5-p Touring 1,495 
2920 &p Sedan 1,815 
3090 5-p Petite Sedan 1,915 
Metropolitan 
2860 5p Touring 1,515 
3120 5-p Sedan 1,995 
3199 5-p Sp. Sedan 2,095 
London 
3270 5-p Sp. Touring 1,985 
3590 = 5-p Petite Sedan 2,540 
NASH “Special” 
2870 2-p Roadster $1,095 
2960 &p Touring 1,095 
$120 §-p Sedan 1,225 
“Advanced” 
(121 in. W. B.) 
3320 3-p Roadster 1,375 
3400 5p = Touring 1,375 
3556 5-p = Sedan 2 d. 1,485 
3680 5-p Sedan 1,695 
“Advanced” 
127 in. W. B.) 
480 7-p Touring 1,525 
3880 7-p dan 2,290 
3750 bp Coupe 4 d. 2,190 
3640 Victoria 2,090 
OAKLAND “6-54” 
420 3-p Roadster $1,095 
2510 &p Sp. Roadster 1,195 
85 5-p Touring 1,095 
4 5-p Sp. Touring 1,195 
20 Sp Coach 1,215 
a4 &-p Landau Coupe 1,295 
20 4p Coupe 1,495 
2100 Bp Spe. - Sedan 1,375 
2360 Gp 1,545 
2885 5p js daw Sedan 1,645 
OLDSMOBILE “30 
M5 2» r $890 





SHIP 
WT. PASS. BODY STYLE PRICE 
2270 2-p Sp. Roadster 985 
2200 65-p Touring 890 
2360 5-p Sp. Touring 1,015 
2330 2-p Bus. Coupe 1,045 
2460 4-p Coupe 1,175 
2410 5p Coach 1,075 
2570 Hi Sedan 1,285 
2740 DeLuxe Sedan 1,375 
OVERLAND “4 
(100 in. W. B.) 
1769 2-p Roadster $495 
1863 5-p Touring 495 
2177 2-p Coupe 635 
2130 5-p Sedan 715 
2004 5-p Coupe Sedan 585 
“93”" 6 
(113 in. W. B.) 
sean 5-p Sta. Sedan 985 
sities 5-p Sedan De Luxe 1,150 
PACKARD oa 
(126 in. W. B.) 
8643 4-p Roadster $2,785 
8653 5p Touring 2,585 
3595 4-p Sp. Touring 2,750 
8753 4-p Coupe 2,585 
8876 5-p Coupe 2,685 
3987 5-p Sedan 2,585 
3974 5-p Sedan Limousine 2,785 
(133 in. W. B.) 
8793 7-p Touring 2,785 
4043 T-p Sedan 2,785 
4133 7-p Sedan Limousine 2,885 
(136 in. W. B.) 
4060 4-p Runabout 3,950 
4090 5-p Touring 3,750 
4023 4-p Sp. Touring 3,900 
4242 4-p Coupe 4,650 
4387 5-p Coupe 4,825 
4528 . 5-p Sedan 4,750 
4535 5-p Sedan Limousine 4,850 
(143 in. W. B. 
4199 %-p Touring 3,950 
4655 7-p Sedan 5,000 
4710 7-p Sedan Limousine 5,100 
PAIGE “21-24” 
3875 4-p Phaeton $2,165 
8985 7-p Phaeton 2,165 
8975 5p Brougham 2,195 
4050 5p  Broug. De Luxe 2,395 
4325 -p Sedan De Luxe 2,840 
4370 7-p Sub. Limousine 2,965 
PEERLESS “6-70” 
3050 2-p Roadster $2,335 
3175 5p Touring 2,285 
3350 7p Touring 2,485 
3525 5-p Coupe 2,495 
3550 5-p an 2,565 
8725 T-p Sedan 2,765 
38825 7-p Limousine 2,925 
Equipoised “8” 
3950 4p Phaeton 2,945 
ata 7-p Phaeton 2,990 
4300 5-p Town Brougham 4 4,250 
4310 5-p Town Sedan 3,895 
4400 7-p Sub. Sedan 3,995 
4525 -p  Berline Lim. 4,195 
4100 4-p Victoria Coupe 3,545 
4150 5-p Sub. Coupe 3,595 
nr 
43850 2-p Runabout $5,250 
4500 5-p Touring 5,250 
4730 3-p Coupe 6,800 
4800 4-p Sedan 6,900 
4960 7-p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4780 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim. 7,000 
4780 -p French Lim. 7,000 
4730 6-p a 7,000 
“ 0” 
3205 2-p Roadster 2,895 
3260 4-p Sport Tour. 3,095 
33885 7-p Phaeton 2,895 
3865 4-p Coupe Landau 3,820 
33385 4-p upe 3,695 
3440 5-p Sedan 3,895 
3560 7-p Sedan 3,995 
8615 7-p Ene. Drive Lim. 4,045 
REO “T-6” 
8350 2-p Sp. Roadster 1,765 
3450 4-p Coupe 1,975 
8400 5-p Sedan 4 d. 1,595 
3545 5-p Sedan 2,085 
3705 Pp Brougham 4d. 2,235 
REVERE “— 
8900 2-p Roadster $2,750 
8975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p an 3,800 
“mM” al 
8700 2p Roadster 3,200 
3800 4-p Sportster 3,200 
3970 6p Touring 3,200 
4400 5-p Sedan 4,000 
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SHIP. 
WT. PASS. BODY STYLE PRICE 
RICKENBACKER 
D 
2864 4-p Sp. Roadster $1,595 
2880 5-p Sp. — 1,395 
3050 4p 1,895 
Snead 5-p Coach Brough. 1,595 
3160 5-p xa 1,995 
3326 4-p Sport Phaeton 2,195 
3440 4-p Coupe 2,695 
3585 5-p Sedan 2,795 
3485 5-p Coach Brough. 2,395 
ROAMER “*6§-54-E” 
(118 in. W. B.) 
3100 2-p Roadster $2,685 
3100 4-p Tourer 2,485 
8300 4-p Sp. Touring 2,750 
ee 7-p Touring 2,685 
secnibiie 3-p Cabriolet 3,285 
8 in. W. B.) 

4100 5-p Spee. Sedan 4,250 
4200 7-p Suburban Sedan 3,950 
**4-75-E” 

3650 4-p Sport 3,650 
“*4-85-E” 

3200 2-p Spec. Speedster 3,785 

ROLLIN 
2360 5-p Touring $1,155 
2405 8-p Coupe 1,325 
2595 5p Brougham 1.325 
2575 5-p an 1,455 
ROLLS-ROYCE 
es Chassis tt 
tiManufacturers do not quote list 
prices, 
a LEY “252° 
5-p Phaeton $2,500 
<ore 5-p Sedan \ 
STAR 
1725 2p Roadster $540 
1830 5-p Touring 540 
2090 5-p Touring F WB 745 
1910 6-p Spec. Touring 795 
1915 2-p Coupe 750 
alias 5-p Coach 750 
2155 He Sedan 820 
2285 Spec. Sedan 1,090 
seneubpenmine 
“BR” (4) 
~----  4-p Coupe Roadster $1,795 
38775 6p Touring = 
4250 5-p an 2,095 
3750 4-p Coupe Brougham 1,895 
esis 5-p Brougham 2,095 
“g (6) 
catia 2-p Roadster 2,495 
8775 5p Touring 2,395 
8850 7p Touring 2,495 
4025 2-p Coupe 3,395 
4275 4-p Sp. Coupe 3,150 
3950 5-p Sedan 2,945 
4275 7-p Sp. Brougham 3,395 
“Co (6) 
3525 4-p Touring 1,875 
3540 5p Touring 1,875 
3550 2-p Sport Coupe 2,185 
3650 5-p Coupe Brougham 2,285 
3700 5-p Sedan 2,475 
8700 5-p Brougham 2,475 
Senile 5-p Brough. Sedan 2,480 
er KNIGHT 
4-p Sp. Touring $2,250 
3288 5-p Phaeton 2,150 
3300 7-p Touring 2,400 
3200 2-p Coupe Roadster 3,100 
3450 5-p Sedan 2,800 
3550 7-p Sedan 3,050 
3450 2 Sp. ace 2,750 
3300 3,200 
STEVENS-DURYEA 
2-p Roadster $8,150 
tase 7-p Touring 7,500 
4250 4-p_ Sp. Teuring 7,750 
4600 4-p Coupe 9,000 
4600 4-p Sedan 10,000 
4800 6-p Sedan 9,675 
4800 6-p Town Brougham 10,175 
4800 6-p Vestibule Limou. 9,675 
4800 7-p VestibuleLimou. 10,175 
4800 -p % Limousine 10,175 
4800 7-p Cabriolet 10,175 
STUDEBAKER 
Standard Six 
2760 3p Du. Roadster $1,125 
2870 5-p Du. Phaeton 1,145 
2945 3p CC. Club. Coupe 1,345 
3110 5-p Coupe 1,445 
2980 5-p Coach 1,295 
$3175 5-p Brougham 1,465 
8260 5-p lan 1,545 
3280 5-p_ Berline 1,650 
Special Six 
3360 3p Du. Roadster 1,450 
3440 8p . 
3475 5p Du. Phaeton 1,495 





tChassis only. 


SHIP. 
WT. PASS. BODY STYLE PRICE 
| 3675 4p Victoria 1,896 

3785 5p Brougham 1,795 
3855 5-p Sedan 1,985 
8780 5p _ Berline 2,060 

Big Six 
3785 T-p Du. Phaeton 1,875 
4030 5-p Coupe 2,450 
4150 7-p Sedan 2,575 
4200 7-p_ Berline 2,650 
STUTZ “693-4” 
3585 = 8-p Roadster $2,880 
3856 5p Touring 2,880 
8875 5-p Tourabout 3,000 
3950 4-p Coupe 3,580 
4020 5-p Sedan 3,580 

**695”" 
3896 5-p Sportster 535 
3966 7-p Touring 3,570 
4190 5p Sportbrohm 4,435 
4845 -p Suburban 4,535 
4444 T-p Berline 4,725 
VELIE “60” 
3030 4-p Sp. Roadster 1,650 
2840 ~5-p Touring “= 
38025 5-p Club Phaeton 1,425 
3150 4p Cou upe 1,825 
3100 5-p Sedan 1,675 
3340 5-p Royal Sedan 1,925 
3083 5p Coach 2 d. 1,425 
3005 5-p Coach 4 d. 1,450 
WESTCOTT “44” 
3150 5-p Spec. Touring $1,970 
3300 4-p Brougham 8d. 2,320 
3300 5p Sedan 2,250 
WILLS SAINTE CLAIRE 

““A-68” 

(121 in. W. B.) 

3320 b&-p Touring $2,475 
3500 5-p Brougham 3,375 
“B-68” 

3265 = 4- oS oe 

dster 2,985 
8335 5-p Traveler 3,085 
3500 7-p haeton 2,885 
8495 4-p Coupe 3,785 
8625 5-p Sedan 3,885 
38685 7-p Sedan 3,900 
3570 5p Brougham 4 d. 3,900 
3710 4 a 4,085 
sittin 5,500 
“C-68” - Built en W. B.) 
palit 4-p Roadste 3,185 
einem 5-p a 4,085 
ensialides 7-p Sedan 4,100 
en 5-p Brougham 4,100 
tits 7-p Limousine 4,285 

“W-6” (128 in. W. B.) 
alia 2-p Roadster 2,485 
eked 5-p Gray Goose Trav. 2,485 
Seilinie 7-p Touring 2,385 
heen 4-p 2,985 
pmeee 5-p Brougham 3,185 
seaiibe 5-p an 3,185 
aaaiands 7-p Sedan 3,285 
hints 7-p Limousine 3,385 
WILLYS-KNIGHT 
“65” 
2681 2-p Roadster 1,275 
2768 8 85-p Touring ee 
3062 3-p Coupe 1,495 
8115 5-p an 1,575 
8111 4p “a. Sedan 1,495 
3059 = 7-p Touring 1,425 
3431 7-p Sedan 2,095 
ie td 
dakiis 2-p Roadster 1,845 
wacclenes 5-p Touring 1,845 
i 5-p Coupe Sedan 2,145 
a 5-p Brougham 2,295 
etait 4-p Coupe 2,345 
Soilieta 5-p an 2,495 
TAXICABS 

Weight Make and Model Price 
4100 ecker $2,340 
2200 Driggs 1,950 
3415 Elear 4 2,100 
3590 Elear 6 2,450 
3340 H. C. S. 1,880 
3500 Kelsey E 1,925 
3800 Pennant 2,895 
3850 Premier 4B 2,890 
$200 Rauch & Lang T 2,350 
cae Rauch & Lang 2,750 
3672 Reo V 2,185 
3575 a 2,500 
3300 Willys-Knight A 2,250 
8775 ellow O-4 2,400 
3600 a A-2 2,150 




















































































































MOTOR AGE 





Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 


March 26, 1925 








































































































——s 
Uni- Steer- 
TIRES ENGINE Electrical Clutch | Gear-| versal | REAR AXLE BRAKES ing | Rear 
System set | Joints Gear | Springs 
ry | 
' P , lt lalla 4 = 
: & = _ |. & ae © © e a=] ¢ =] 
MAKE AND MODEL} 2 |, | & Sel i 2 ld | 3: g ze| 3 S 2] ig ]% [4 : 
¢ |2 & soflit |slaisel2| sil | es] = = =| sie /8 13 = 
Stet % ssclzu/el=\isgia!| 31% | s=| F B)] Ble lesiesié : 
3 [3st] 8] 2 | os] B8@el sole] gisele] 2 lee) Ss] § 3 ry : ~ [os | eels © 5 
sis#}/4]2)2 | €f8| 24/5/3882) & [23/85] & | 3 2 2} $}38|se)/ 38) 2) k 
Blat| a |} fF] =] z2salez|S\alzo/o}/ 6 | S2lon] & = a S Ol/esizs/ee| = e 
Anderion............ 41) 115 |31x5.2}Yes {Cont |7U 6-314x4'4] 23.44 L | C | 4 ]PC |Zen |Wes |Wes |P-B&B |Dur |R-Uni |% Sal 4.75 |E-R |E-T |Mec* |Gem |S-58 
RREOROR: <.:.0555554+8 50] 122 |33x4.9/Yes |Cont /8R 6-3¥ ex4lh 27.341 L | C 4]PC |Zen |Rem |Rem |P-B&B |Dur |R-Uni 54 Sal 4.50 |E-R |E-T |Mec* |Gem |S-58 
Apgaraen. -". ....<5:.+3 : 120 |32x5.7]/Yes |Own 6 16- 3 fox, 24.40) I 3 | 4 {FP |Str |Rem {Rem |P-Roc |Mec |M-Stl |!@Col | 5.10 }E-R |I-R  |Mec* |Lav  |J-48 
Apperson........... 130) }33x6.7]/Yes [Own 8 |8-3'¢x5 | 33.80) L ; 3 |PC |Sch {Rem |Bij D-Own |Own |M-Thi |% Own | 4.66 |I-R |I-R  |Mec* |Own |J-48 
Apperson St-Away iy 130 ye Yes |Own |St.“8” HE ae 31.25] L | GC | 5 |PC |Sch {Rem |Rim |P-Own |Own |M-Ste |} Own as R |I-R |Mec* {Ros |J-..... 
2x6. ‘ 
ee Ea “4! 108 |29x4.41/Yes |Lyc |CF 4-354x5 Ri Th A) BTR leases a Ee ee: See regia Nee SARS: Ve, Ree eee Zee, eee 
oS Ee 6-43) 114 |3ixt |Yes |Cont |7U 6-3 4%x4'4( 23.44, L | C 4 {PC |Str Rem |Rem |P-B&B |W-G |M-Uni |'% Col 4.63 |E-R |E-T |Mec* |Jac {8-57 
eee 8-63) 129 [32x6.2]}Yes |Lyc |2-II /8- 3ex4h4 31.25} L | C | 5 |PC |Sch |Rem |Rem |P-Lon |W-G |M-Uni |}2Col |...... B-F |E-T |Mec |Ros_ |S-57 
ee EE 6-50] 118 |33x4 |No |Cont |7U  |6-314x414] 23.441 L | C | 4 ]PC |Str |Del |Del |P-B&B |Ful |R-M&E |34 Col | 4.90 |E-R |I-R  |None |Jac  |S-56 
ick.......‘*Standard”| 114°4131x4.9|Yes |Own jSta |6-3 x4! 4 21.60} IT | C | 4|]PC |Mar {Del {Del |D-Own j|Own |M-Own [34 Own | 4.90 |E-F |I-R’ |Mec |Jac |V-48 
Buick........ “Master”! { i $2x5.7/Yes |Own |Mast |6-334x434] 27.34] I | C | 4|PC |Mar |Del |Del |D-Own |Own |M-Own |F-Own er E-F |I-R |Mec |Jac  |V-4754 
\1 a 
Oe eee V-63 {i38 33x5 |Yes* jOwn 63 |8-314x5'%| 31.25} L | C | 3 ]PC jOwn |Del [Del |D-Own |Own |M-Spi |F-Own | 4.50 |B-F |I-R [Mec |Own |N-54 
DNR. cis cascctcctere X} 122 |32x414]Yes* {Cont |8R  |6-334x414] 27.341 L | C | 4]PC |Ray |Del |Del |D-Own jOwn |{R-Sne |%@Col | 4.90 |E-R |I-R |Hyd |Jac  |S-5014 
ee es JIC} 122 |32x44%4)Yes* [Cont |8h 6-334x414] 27.34) L | C | 4 ]PC |Sch [Del |Del |D-Own jOwn |R-Sne [4Col | 4.90 JE-R |I-R  |Hyd j|Lav {8-55 
UNM occu ciccaawsirae Y} 132 |33x5 |Yes* |Cont |6T 6-354x5'4| 31.54 L | C | 4 |PC [Sch [Del {Del {D-Own |Own |R-Sne 34 Col 4.45 |E-R |I-R {Hyd |Jac {8-57 
ee ee SS] 123 |33x6.0/Yes [Own |8S 6-3'4x5 | 29.40) L | C | 4 {PC |Sch |Bos |Bos |P-B&B |Own |R-Own |34 Own | 4.45 |E-F |E-T |Mec |Own |S-58! 
Chevrolet.........- “K”! 103 {30x344/Yes* |Own |“K” |4-314x4 | 21.761 I | C | 3 {PS If _ Rem |Rem |P-Own |Own |M-Own |!4 Own | 3.82 |/E-R |I-R [None |Own |S-54 
ar 
0 eee Six ee 30x5.7/Yes |Own {Six [6-3 x434] 21.60) L | A | 7 {PC |Bal |Rem |Rem |D-Own |Own |M-Uni |}4 Own | 4.60 |E-F |E-T |Hyd |Jac |S-51% 
Clevelanil......... “31”! 10814/30x4.7/Yes |Own | “31” |6-27¢x414] 19.84) I. | C | 3 jPC |Joh |Bos |Bos |P-B&B |Own |R-Pic [}4 Own | 4.90 |E-R T |Mec* |CAS |$-50 
Cleveland....... ..- 43) 115 {31x5.2)}Yes |Own 43 |6-344x434| 23.44) L | C | 3 ]|PC |Sch {Bos |Bos |P-B&B |Own |R-Sne [42 Own | 4.90 |E-R |E-T  |Mec* |CAS [8-53 
* Se Master! 127 |34x7.3/Yes_ |Nort | 311 |8-34x4!4) 3920) L. | A | 3 {PC |Joh |Del |Del |D-Nor |Nor |M-Spi_ |F-Col 4.70 JE-R |I-R = [None |Gem |S-57 
Cunningham......... 6 132 |33x5 |Yes* {Own |V6 8-334x5 | 45.00 C| 3!FP |Ste |Del |Del |D-Own |Own |R-Sne {F-Tim | 4.23 |E-R |I-R  |None |Gem_ {J-62 
142 ; 
Dagmar ........... 6-60} 118 |32x414/Yes* [Cont |8R |6-334x414] 27.34] L | GC | 4]PC |Sch |Del {Del |P-B&B |War |M-Spi |!4 Tim |-5.10 JE-R |E-T [None [Gem [$52 
TREN. 500s cee 6-70] 138 |33x5 |Yes* [Cont |6J tis x5 | 33.75) L | C | 4 {PC |Sch |Del |Del |D-B-L |B-L |M-Spi [44 Tim | 4.90 /E-R |I-R [None |Gem {8-52 
i : 33x5 |Yes* jOwn [24-38 8-314x514 39.20) L | C | 3 {PC |Zen |Del |Del |P-Own |Own |M-Spi_ |F Tim 4.23 | I-R  |None |Ros_ |S- 
31x5.2/Yes |Cont |7U 63% x44) 23.44) L | C | 4 {PC |Str {Del |Del |P-B&B |W-G |M-Pet |'4Tim | 5.10 |E-F |I-R  |Hyd |Ros  |S-52 
30x5.7/Yes |Cont [8h 334x414] 27.34, L | C | 4 {PC [Str Del {Del |P-B&B |W-G |M-Pet |14Tim | 5.10 |E-F |I-R = |Hyd |Ros  |8-52 
30x5.7/Yes |Own 25 (ond 24.03} L | A | 3 |Sp [Ste N.E |N.E |D-Own |Own |M-Own |2 Own | 4.54 |E-R |I-R = [None |Own {5-55 
DUNES. oss annasees | 1382 |82x6.2/Yes |Own | 6-80 |6-4 x5 | 38.40} I | C | 7 {FP |Str |Bos {Bos |D-Own |War |R-Spi  |}2 Tim 4.23 |E-R |I-R [None {Ros |8-60 
Duesenberg Straight.“8” fr ; 33x5 |Yes |Own | “A” |8-27¢x5 | 26.45) I | A | 3 PC |Str [Del {Del |P-Own |jOwn |R-Cli |!¢ Own | 4.90 |I-F JE-T |Hyd {los {5-60 
ee D/ 124 /32x6.2/Yes |Wis [Y 6-334x5 | 27.34, I | C 3 {PC |Sch |Bos {Bos |D-Lon |Cpl |M-Uni |'4 Eat | 4.70 |E-F {I-T Hyd jJac {8-59 
A-22 31x4 |Yes* {Cont [Spec |4-374x414] 24.03] I A 3 |PC |Til A-L |A-L |P-Own |War |M-Spi [34 Own | 4.33 |E-R [I-R Mec* |Own = |S-50;6 
31x4 |Yes* |Lyco {CF 4-354x5 | 21.03} L | A 5 [PC |Zen |A-L |A-L |P-B&B |W-G |M-Mec |% Sal 4.70 JE-R |E-T |Mec* |Ros  |S-51 
3ix4 |Yes* {Cont |7U 6-34%x414] 23.44] L | C 4 |PC |Str A-L |A-L |P-B&B |W-G |M-Mec |! Sal 4.70 |E-R = |E-T)  |Mec* |Ros {I-51 
32x6.2/Yes {Cont [8h 6-334x4| 27.34 L | C 4 {PC |Str Del Del P-B&B |W-G |M-Har [34 Sal 4.70 JE-R  |I-R Mec* |Ros 8-51 
32x.2/Yes |Lye H |8-3%.4\%4] 31.25] L | C 5 |PC}|Sech {Del Del |P-B&B |W-G |M-Spi_ |34 Sal 4.71 |E-F |E-T {Hyd {Ros 15-58 
4)/31x5.2)}Yes |Own 6 |6-2}3x4'4] 17.32] L | A | 3 [Sp [Ste Bos |Bos |D-Own |Own |M-Spi |34 Own | 5.60 |E-R [I-R  |None [Own |S-5476 
30x5.2/Yes |Cont | 6-W |6-3'4x4'4| 23.44) L | C | 4 /PC |Car |A-I, |A-L |P-Own |War |M-Spi |34 Ad 4.77 |E-F |E-T |Hyd |Ros_ |S-50 
32x6.2/Yes [Cont 55 |6-33¢x5 | 27.34) L | C 7 |PC {Str DeJ |DeJ |P-Own {War {M-Spi 34 Ad 4.77 |k-F |E-T {Hyd |War §-55 ‘ 
30x34)Yes* |Own |T 4-334x4 | 22.501} L | C | 3 |Sp Sy Own |Own |D-Own {Own |M-Own |'4 Own | 3.63 JE-T |I-R = '!None |Own |0-43}9 
Kin 
31x5.2}Yes [Own |11-A |6-3'44x4 | 25.35) I | A | 7 |PC i Dyn |Dyn |P-B-L {Own |M-Spi |!4 Own | 4.73 JE-T |E-R  |None |Own |E-38 
31x5.2/Yes_ Lye JCEM {4-314x5 | 21.73} L | C | 5 |PC [Zen |Wes |Wes |P-B&B |Mec |M-Pet |34 Fli 4.80 |[-R JI-R {None {Dit [8-38 
30x5.2|Yes {Own | “6” |6-314x414] 23.441 L | I | 4 |FP.|Sch m |Rem |D-B&B |......]........ 14 Tim |..... E-F |E-T  |Std . {8-58 
30x5.7/Yes [Lye |H 8-3 x4lo] 28.80} L | C | 5 PS {Sch tem {Rem |P-B&B |Mec |M-Mec '!'4 Col 4.70 |I-F E-T |Mec |Gem 5-58 
30x3!9]/Yes* JOwn |R  ~* {4-35¢x4 | 21.03] L | C | 3 |Sp |Sco |Wes |Wes |P-Own |Det |R-Sne |!4Tim | 3.90 |I-R |E-T  |None |Own |Qv0 
A Se wee” : 126 }33x5 |Yes* |Own 6 |6-344x5 | 29.40) I Cc 3 FP {Str Del |Del D-B-L |B-L |M-Spi [34 Own | 4.63 JI-R  |I-R None |Gem S56 
eee 121 ]33x5.7]/Yes {Own 60 |6-3'5x434] 29.40] L | G | 3 PS |Ray |Kin |L-N |D-War!|Mec |M-Uni {34 Own | 4.41 [E-R  |E-T) [None |Jac — |S-d4): 
Hertz. . sceae Dt 114 [3lxt Yes [Cont |7U 6-3! éx4'4 23.44) 1, >| 3 ]PS {Zen |Del |Del |D-I.on [Det |M-Spi ['2 Tim | 4.72 /E-R  |l-T [None }Ros 5-56 ‘ 
Hudson........ Super 6} 12734/33x6.2/Yes = |Own 6 |6-344x5 | 29.40} L | A 4 /Sp |Det |Bos |Bos |{D-Own {Own |M-Spi [34 Own | 4.45 |E-R [I-R {None [Gem S578 
Hupmobile... .. Series R} 115 |31x5.2/Yes [Own [R 4-3'4x5'4| 16.90) L >| 3 {PC {Str Wes |Wes |P-Lon {Own |M-Uni |{'3 Own | 4.90 [E-R jI-R {None |ltos 5-56/4 
Hupmobile......... E-1) 11814)33x6.0]/Yes |Own | 8-274x434| 26.45] L | C | 5 |PC |Str |A-K |Wes |P-Lon |Det |M-Uni |'4 Own | 4.63 |#-R |E-T |Hyd_ {Ros 8-56 2 
Seweit........«. 23-25] 112 |31x5.2]Yes |Own [23-25 |6-3'4x5 | 25.36] L | C | 3 {PC [Str JA-K |Rem |D-Lon |W-G |M-Mee |'4Sal | 4.45 JE-R [ET |Hyd* /Gem [S34 
a eee K&L (13034 ee Yes* |Cont [Spec |6-3 8sx434] 26.34] L | C 4 {PC {Str Del |Del |P-Det {Det |M-Thi |'2Tim | 4.45 |E-F |E-T  |Hyd |Gem [8-557 
2 32x49 ' ies 
Rip: dodiuuceoe “41 12514|32x6.21Yes — |Cont Spee 8-3 x43{] 28.801 L | C | 5 {PC |Str |Bos [Bos |P-Det [Det |M-Thi |'4Tim | 4.6t |E-F |E-T [Hyd |Gem |S-55% 
REE coxscs<anmetel 55] 121 |32x6.0/Yes {Own 6-344x5'<] 26.341 L | GC | 3 PS [Ste [Rem |Rem |P-B&B |W-G |M-Spi [34 Tim | 4.45 |E-R |E-T |Hyd [Jac [5-56 
On ae aa |- (33 33x6.2}Yes [Own “75” 8-36x4'4| 32.52} L | A | 5 |PS |Sch |Rem m |P-B&B |W-G |M-Spi |14 Tim | 4.41 JE-F |L-R |Hyd |Ros 8-56 
Lexington......Concord| 119 }31x5.21Yes |Anst | M_ |6-3,sx444] 26.30} I | C | 3 FP |Ray |Con |Bos |D-Lon |W-G |R-Pic |'Sal | 4.70 |E-R |E-T |Hyd* |Ros 4 
Lexington. .Minute Man} 123 |32x6.2/Yes | Anst F  |6-3%x5'4] 26.30] [| C | 3 |FP |Ray |Con |Bos |D-Lon |W-G |R-Pic [34 Sal | 5.10 |E-R |E-T  |Hyd* |Itos 4 
(ASS. er 136 132x5 /Yes* [Own 8 |8-33¢x5 | 36.45] Ld A 5 |FP (Str Del Del D-Own |Own |M-Spi [Ff Tim 4.68 JE-R |I-R None \Own S54 
Locomobile......... J-6} 115 |30x5.7/Yes [Own 6 |6-314x4'4] 23.44) L | C 4 |PK |Str DeJ |De) |D-Own |Own |M-Spi {14 Ada | 4.77 |B-F |E-T |Mec )Ros 5405 
Locomobile......... J-8) 124 |30x5.7)Yes |Own 8 |8-24x4 | 23.12] I | C 5 |FP |Car |DeJ |DeJ |D-Own JOwn |{R-Own |14 Own) 5.11 |B-F; |2-T |Mec {Ros oy 
Lecomobile.......... 48) 142 |35x5.7|No Own 48 16-4%x5'5) 48.60) T | C 7 |PC {Bal Del Wes |D-Own |Own |M-Spi_ [i Own | 3.50 |E-F  |I-T Mec |Own 0-43 
eee 74) 136 432x6.2}Yes = JOwn 74 |6-334x5! 6) 33.75) I A 3 |FP |Str Del Del D-Own JOwn |M-Spi [34 Own 10 JE-R  {L-R Mec* |Own $53 
ee eer 25] 109 owe Yes |Own 25 |4-35¢x4!4) 21.03} L | A 3 |PC |Str Rem |Rem |P-Own |Own |8-Own |14 Own | 4.60 |E-R |E-T [None |Gem 
XO. / | 
McFarlan........... SV} 127 {32x414/Yes* |Wis 6-334x5 | 27.34; L | C 3 |FP [Ray |Wes |Wes |D-Lon |W-G |M-Uni |'¢ Tim | 4.63 JE-F |E-T Hyd | j tos 7 
McFarlan........... TV] 140) |33x5 jYes* |Own |TV ~41ox6 48.60} T | A 4 {FP |Ray |Wes |Wes |D-M&E |B-L |R-Sne Tim 3.53 |E-F {E-T |Hyd | Ros 5.59 
eS ere. 6) / 4 32x414\Yes* |Own 6-334x5 | 33.75 I A 3 |PC |Str Wes |Eis D-Own |Own |M-Spi |34 Own | 3.77 |I-F E-T |Mec em 
133 a 
Moon..........Newport| 115 |31x5.2|Yes |Cont |7U — |6-344x414] 23.44] L 4|pc |str |Det [Del |P-B&B |W-G |M-Spi | Tim | 5.10 |E-F |E-T [Hyd (los [SS 
Moon...... Metropolitan 118 |31x5.21Yes |Cont |7C 6-3'4x414| 25.35) L ’ 4 IPC |Str Del {Del |P-B&B |W-G |M-Spi [#4 Tim | 5.10 |E-F |E-T |Hyd  |Ros 55474 
SADR a sccnacee nden| 128 |32x6.2/Yes {Cont |8R 6-334 gxtig 97.341 L | G | 4 {PC |Str |Del |Del |P-B&B |B-L |MSpi |14Tim | 5.90 JE-F |I-R  |Hyd |Ros S54 
Meon ..Series A] 113 |30x5.2|/Yes [Cont |7Z 6-3'¢x414| 23.441 L | C | 4 ])PC |Str [Del |Del |P-B&B |W-G |M-Spi |'4Tim | 4.70 |E-F |E-T |Hyd loon $561) 
ee Advanced’ {it 33x6.0/Yes |Own | 161 |6-3!4x5 | 25.35} I | C | 3]PC |Mar |Del {Del |P-B&B |Own |M-Own |!4 Own | 4.50 |B-F |E-T |Mec em 
12 ° 
Nash......... “Special”| 11214/31x5.2|Yes {Own | 131 |6-314x414| 23.44 I | C | 3|PC |Mar |Del [Del |P-B&B |Own |M-Own |!4 Own | 4.88 |B-F |E-T {Mec |‘’em ah 
eee 6-54] 113 |31x4.9/Yes |Own | 6-54 |6-274x434| 19.84 L | B | 3 |PC (Str Rem |Rem |P-Hoo |Mun |M-Mee |'4 Own | 5.10 |E-F |E-T {Mee jyac S-5034 
Oldsmobile.......... 30} 110 |31x4.5,Yes |Own 30 6-23 4x434 18.15) L | C | 3 {PC {Zen 1 |Del |P-B&B |Mun {|R-The 5 Own | 5.10 |E-R  |E-T [None | siun (25 
Overland......... 91&92) 100 |81x5.2/Yes |Own 91 |4-3Yox4 19.60} L 5 3 Sp |Til A-L |A4d, |P-Own |Own |M-Own |34 Own | 4.54 |E-R {LR None i 53 
Overland.......... 93”) 11234/29x5.2/Yes {Own 93 |6-3 x4 | 21.60} L | A | 4 |PC |Til A-L |A-L |D-Own |Own |M-Own |14 Own | 5.11 |E-R |E-T  |None wo 5.56 
Packard....... 226&233) 4 33x5.7|Yes |Own 6 |6-344x5 | 29.40} L | © 7 |FP |Own |Del |Dyn |D-Own |Own |M-Mee |!4 Own | 4.66 |B-F |I-R Mee wae" 
Packard. ...... 136&143 bes 33x6.7|/Yes |Own 8 |8-334x5 | 36.45) L | C | 9 |FP |Own |Del |Dyn |D-Own |Own |M-Mec |}4 Own | 4.70 |B-F |I-R Mec (5-56 
4 = 
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The Human Desire Never was Cadillac lead- 
to Own the Best ership in eight-cylinder 


Suggests—the CADILLAC performance so apparent 
and so outstanding as 


now. That fact is impressed upon dealers daily by the 
expressions of eight-cylinder enthusiasts, drawn to Cadillac 
by their desire to own the best. 


CADILLAC MOTOR CAR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


7 CADILLAC 


Standard of the World 
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MOTOR AGE 





Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 





March 26, 1925 






































































































































Uni- Steer- | 
TIRES ENGINE Electrical Clutch | Gear- versal REAR AXLE BRAKES ing Rear 
System set | Joints Gear | Springs 
3 : $i 2 m 3 . 
. a ¢ & FS e | — |-8'§ “4 © ° © =] ro Ps 
MAKE AND MODEL = 2 5 7 2 S ‘ 23 E < § Bes - 3 3 _ z S é : 
2/4 | 8 sefl/ |elaiss]e| e/a | s3| = Sie |2 13 < 
s | 2 ss -lzs|/Sl/=Zlssia] s |e $= =z : =z 2|2@eirs = 7 
= ait 3 ® i) 2 e | 55 oj é& Sa) w 5 Zel s = e = - = = we ° © a 
fies) 2] 4)3 | $82) 2e/2/ Ses 2) 2 1) ee) 85) & | a] f £2 | 3/83)'8) 88) 4/8 
=e \/é2) 8 |S] | 284) d2)5\2/25)6| 5 | se|da| © | =e] e e |S 1/28 [28)/e&| =| 2 
| ayy 131 |33x6.7/Yes jCont |10A [6-33{x5 | 33.75] L | C 4 |PC |Ray |A-K |Rem |D-Lon |W-G |M-Mec |4%@Tim | 4.90 |E-R |E-T |Hyd* |Gem (S-613{ 
MRE 70](128 33x6.21Yes |Own | 70 |6-3i4x5 | 29.40| L | G | 7 |PC \Joh [Del [Del |D-Own |Own |M-Spi |84Tim | 4.63 |E-F |I-R [Hyd |Gem |s54° 
\l a se 
Peerless. Equipoised “8”| 128 |33x6.6]Yes |Own 67 |8-314x5 | 33.80] L | C | 3 {PC [Str |Del |Del |D-Own |Own |M-Spi {34 Tim | 4.90 |E-R |I-R |Hyd |Gem (S-56 
Picrce-Acrow......33| 138 |33x5 [No [Own | 33 |6-4 x54] 38.401 T| C | 7|FP [Own |Del |Del |D-Own [Own [M-Spi |! Own | 4.20 JER JER [Meet JOwn [S641 
-Goo 
Pierce-Arrow...... “30” 130 |32x5.7/Yes |Own | “80” |6-314x5 | 29.40} L | C | 7 |FP |Own {Del [Del |P-B&B |B-L Vise Tim | 4.45 |I-F |I-R [Mec |Gem |S-56%4 
RF coin cadens T6] 120 |32x6.21Yes {Own T6 |6-3%x5 | 24.34) G] A 4/PS |Sch |NE |NE |D-Own |Own {Rows 4 Own | 4.70 |E-R_ {|I-R [None |Own |S- (34 
wn 55% 
RES “M”} 131 |32x414|Yes* |Mons.| “M” |4-434x6 | 30.63] H| A | 2/PC |Str |Bos |Wes |D-B-L |B-L ‘Spi [4 Own | 3.44 |I-R |E-R ]...... Gem 8-5614. 
Debbie. ....555.008 25] 131 |32x6.2}/Yes {Cont 6-J |6-334x5 | 33.75] H| C | 4 PC |Sch |Bos |Wes |D-Ful {Ful |M-Spi [34 Col | 3.75 |I-F |E-T) |Mec |Gem_|S-5614 
Rickenbacker.........D, 117 |31x5.2/Yes* |Own D_ (6-314x434) 25.35) L | C 7 |PC {Str Bos |Bos |D-Own |W-G |M-Mec {4 Col 4.63 |I-F |E-T |Mec |Gem [8-57 
Rickenbacker.........A] 121'4|32x5.7|/Yes’ |Own A_ {8-3 x434] 28.60] L | C 9 |PC |Zen |Del |Bos |D-Own |W-G |M-Mec |}4 Own | 5.10 jI-F {E-T [Mec {Gem {6-59 
Roamer......... 6-54-E}{118 |32x414|No Cont {12XD |6-314x5\4| 29.40] L | A 3 [PS |Str Spl Wes |P-B&B {Ful R-M&E {3% Tim | 4.45 /E-R |I-R Mec* |Jac — |V-5534 
\138 
Roamer......... 4-75-E] 128 |32x414INo |Dues | G1 |4-414x6 | 28.90] H| A | 3 {FP |Str |Bos |Wes |D-B-L |B-L |R-M&E |34 Tim | 4.63 |E-R |I-R  |Mec* |Jac — |V-553{ 
- Saree .G-2} 112 |31x5.2/Yes [Own G |4-344x44] 16.90] L | A | 4 {PC /Til! {Con |Dyn |P-B&B |Mun |R-Own |{}2 Sal 5.10 |I-F {I-F [Mec |Ros {0-46 
Rolls-Royce....... 40-50} 143'5/33x5 |No |Own 40 |6-414x434] 48.60] L | A | 7 |FP |Own |Bos |Wes |K-Own |Own |M-Own |F Own | 3.72 |I-R  |I-R {None |Own |S-54% 
Stasdey:...5.. 50.522 252] 122 |31x4.9]/Yes j|Own | 252 |2-4 x5 | 13.00] X| Cj] 2 oe. Non |Non |Bos_ |Non Non |R-The |}4 Own | 4.50 |E-F |I-R |Hyd [Ros |S-58 
eee 4] 102 |30x3'4]Yes* {Cont _ 4-314-414| 15.63] L | C 3 |PK./Til A-L |A-L |P-Own {Own M-Spi 34 Own | 4.87 |E-R |I-R Mec* |Own |S-494 
Stearns Knight....... C} 121 |33x6 |Yes |Own |Kni |6-3'4x5 | 25.35] X | A} 4 {PC [Joh |DeJ |DeJ |D-M&E|Own |R-Cli |) Eat 5.30 |E-R |I-R  |Hyd* |Ros  |V-50 
Stearns-Knight........B}] 119 /33x444]Yes* |Own |Kni  |4-334x55¢] 22.50] X |7A | 3 PC |Sch |A-K jA-L |D-Own |Own |R-Chi Y% Own | 4.50 |E- I-R  |Hyd* |Own {V-50 
Stearns-Knight........S] 130 |33x6.6;Yes |Own |Kni |6-3!ox5 | 29.40} X |"A | 4 |PC |Joh |DeJ |DeJ |D-M&E |Own |R-Cli 44 Own | 4.90 |E-R |I-R [Hyd |Ros 'V-50 
Sterling-Knight........] 125 |32x41%4|Yes* |Own |Kni |6-3'4x45¢] 25.35] X | C 7 |FP {Str Wes |Wes {D-Ful |Ful |R-Cli |[%Tim | 5.09/E-R |I-R |H Ros 
Stevens-Duryea....... G} 138 | 33x5 |Yes* |Own x |6-47x514| 47.25) L | C | 4 IPS [Str Bos |Bos /‘D-B-L |B-L |M-Spi_ |F Tim 3.76 E-R I-R None {Ros 594 
Studebaker. ... Sta. Six} 113 {31x5.2/Yes |Own JER  [6-3%¢x419] 27.34) L | C | 4 |PC [Str oes f Wag P-Own |Own |R-The |!2 Own | 4.18 |E-R |E-T! |Hyd* |Own |S-50% 
em }\Rem 
Studebaker... .Spec. Six} 120 {32x6.2/Yes |Own |EQ  |6-3!ox5 | 29.40} L | C | 4 {PC |Str ee an P-Own {Own |M-Spi |}4 Own | 4.36 |E-R |E-T {Hyd* |Own [S-56 
m |\Rem 
Studebaker......Big Six) 127. |34x7.3]Yes [Own |EP  |6-37¢x5_ | 36.04) L | C | 4 |PC [Bal uae mae P-Own {Own |M-Spi |}4 Own | 3.69 JE-R |E-T) |Hyd* |Own [S-56 
) m |\Rem 
ere 693-4] 120 |32x6.2/Yes |Own | 691 |6-314x5 | 29.40} I Cc 3 |PC {Str em em |P-B&B |W-G |M-Mec |34 Tim 4.90 |E-R |I-R None |Gem_ {S-62 
eer: 695} 130 |32x6.7]/Yes jOwn | 691 |6-344x5 | 29.40] I | C | 3 |PC {Str Rem |Rem |P-B&B |W-G |M-Mec /|34 Tim | 4.90 |E-R |I-R  |Hyd* |Gem |S-62 
eT 122 |33x4 |No [Own ]...... 6-33¢x5 | 27.34) L | C ]....{PS |Til Dyn |Dyn |P-M&E |W-G |R-Sne [34 Sal 5.10 |I-F {E-T [Mec |Ros_ |S-54 
eee 60] 118 |31x5.2]Yes |Own 50 |6-333sx4!4] 24.38) I | C | 4 FP |Str Wes Wes |P-B&B |Mun |M-Uni {14 Own | 5.10 |E-F |E-T [Hyd |Ros |S-55 
Westcott............ 44) 120 |32x6.2/Yes |Cont 8R |6-334x414] 27.34 L | C | 4/PC |Str |Del |Del |P-B&B |W-G |M-Cle |}4Col | 4.90 /E-R |E-T |Hyd* |Gem |8-57% 
Westcott............60] 118 |32x6.2/Yes [Cont 8R 16-334x49] 27.3844 L | C 4 {PC |Str Del |Del |P-M&E |W-G |M-Cle |}4 Col 4.63 |E-R |E-T |Hyd* |Gem |S-56 
Wills Ste. Claire.. ABC68 { 121 |32x6.2)Yes |Own JABC ./8-3'4x4 | 33.80] I | C | 3 FP Zen Del |Del |P-Own |Own |M-Spi [4 Eat | 4.90 He LR. ny Own Ba 
128 ' : v y' a 
Wills Ste. Claire..“W-6"| 128 [33x6.0/Yes |Own |"W-6"/6-3!4x514| 25.35] I | C | 7|PC |Zen {Del |Del |P-Own |Own |M-Spi |34-Eat | 4.90 |E-F T yd jOwn 8 
Willys Knight. ..65 & 67 Hy { 33x4.9]Yes |Own °65 |4-35¢x414] 21.03} X | C 3 |PS |Til A-L |A-L |D-Own |Own |R-Own |34 Own ee E-R jI-R None |Own |S-55 
124 \|33x5.7 é 
Willys-Knight...... “66"| 126 |32x6.2}Yes |Own | “66” |6-314x434] 25.35] X |. A! 7 /PC |Til JA-L J|A-L [{D-Own |Own |M-Mec }!4 Own | 5.11 |B-F |E-R {Mec [Own |S-574% 
Checker............... 117 |33x414|No Buda |WTU |4-334x54%] 22.50] L | C 3 |PC |Zen_ |Sci Wes |D-Ful |Ful {Blo 34 Col 4.87 |E-R |I-R  |None |Jon  |S-57% 
eee 10814]30x314|No a Seer 4-254x414] 11.03] L | C |....]PS |Zen |Bos |Bos |D-Ful {Ful [Spi 34 Own | 4.74 /E-R |I-R [None [Own [S- 
DE. ov svevawsoceee 4| 112 !31x4 |Yes* |Lyco |CF |4-354x5 | 21.03] L | A | 5 |PC |Zen |A-L |A-L |P-B&B |W-G |M-Mec |} Sal 4.75 |E-R |E-T |Mec* |Ros_ {S-51 
BN: Sicbasecaskaene 6] 118 |32x4 |Yes* |Cont |8R 6-334x414] 27.34) L | C 4 IPC |Str Del |Del |P-B&B |W-G {Spi 34 Sal 4.75 |JE-R |I-R = |Mec* |Ros_ |S-52 
fk ee 110 |29x4!5|No Wauk |Z 4-314x414] 16.90] L | I 3 |FP |Zen {Bos |Bos_ ,P-B&B |...... M-Mec |34 Own |...... I-R i ie Ros |S- 
' ci. 
Te E] 112 |32x4 |No Lyco |CH_ [4-x314 5] 19.60] L | A 5 |PC |Zen |Bos {Bos |P-B&B 'W-M |M-Spi 33 Sal 5.10 |E-R |I-R = |None |Lav {S55 
ee er “Lux”| 118  |33x4!4|No Buda |WTU |4-334x5%] 22.50]....]....]....]....]/Zen {Bos |Bos |D-Ful |Ful |M-Spi |'4-Col |...... E-R jE-T |None |Gem_ {S-564 
ELE 115 )33x414|No Buda |WTU |4-334x54| 22.50] L | B 3 {PC |Zen |Bos |Wes |D-Ful |Ful  |Blo 34 Col 4.87 |E-R |I-R~ |None |Jon {8-57 
ee 4-B] 112 |30x5 |Yes* |Buda |WTU |4-334x5'%] 22.501 L | B | 3 PC |Zen |Bos |Bos |P-B&B {Mun |Pic 34 Col 4.70 |E-F jE-T |Mec |Ros_ |S-57 
Rauch & Lang........ T| 112 |32x4 |No Buda |WTU [4-334x5¥%| 22.50} L | C | 3 {Sp |Zen |Bos |Dynt |D-Dtl |Det {Spi ¥ Sta 5.10 |E-R |E-T {None |Gem |S-504 
Rauch & Lang**....... 102 |33x44%4|No |Own |]...... tlectric |...... ee TER eek Se REE (CMT? RE: None None |Own Own ee ee None |...... S- 
2 RES TNC 113 |32x414]Yes* |Own |T-6 |6-3y5x5 | 24.80} G | A | 4]PS |Sch |N-E |N-E |D-Own |Own |Own ¥% Own | 4.70 |E-R |I-R  |None |Own |S-54 
TWN oo cSchoo oe 10814|32x4_ |No Buda |WTU |4-334x514] 22.50) L | B | 3 {PC |Zen |Eis |Eis |D-Dtl |W-M [Spi a See E-R |I-R  |None |Gem |S-_ 
Willys Knight....A.B.C.. 118 |32x414/Yes* |Own 64 |4-354x414) 21.03} X | C 3 |PS |Til A-L |A-L |D-Own |Own Own 4 Own 5.12 |E-R |I-R None |Own [8-55 
ee 0-4) 109 |32x414|No Cont |V7 4-334x5 | 22.50) L | C | 3 |Sp |Zen |Bos_ |N-Ef |D-B-L |B-L |Spi 34 Tim | 4.90 |E-R |E-T [None |Gem {56 
RO cewececcecer A-2} 109 |29x414/Yes |Cont |V7 4-334x5 | 22.50} L | C | 3 |Sp |Zen |Bos |N-Ef |D-B-L |B-L_ |Spi % Tim | 4.90 |E-R |E-T [None |Gem |56 
ABBREVIATIONS— Del—Delco H—HBorizontal N—Platform Sne—Snead 


**—Tlectric 
{Generator only 
*—At extra cost 
t—On Phaeton models 
A — Aluminum 
A ust—Ansted 
Ad—Adams 
A-i«— Atwater-Kent 
A-L— Auto-Lite 
%—Semi Steel. 
Bali—Ball & Ball 
B & B—Borg & Beck 
B-F'—Both 
our Wheels 
Ihij—Bijur 
I8-1.— Brown-Lipe 
Bito— Blood 
Bos— Bosch 
C—Cast Iron 
Cae—Carter 
Cli—Climax 
Col—Columbia 
Con— Connecticut 
Cont—Continental 
“v1—Campbell 
D—Multiple Dise 


Internal and External 


Det— Detroit 

De J—De Jon 

Dit—Ditwiller 

Doo— Dooley 

Dtl— Detlafft 

Dues—Duesenberg 

Dur—Durston 

Dyn—Dyneto 

E—Full Elliptic 

E-F—FExternal Four Wheels 

E-R—External] Rear Wheels 

E-T— External Transmission 

Eat—FEaton 

F—Full Floating 

Fall—Falls 

Fli—Flint 

FP—Full Pressure to all bear- 
ings including wrist pins 

Fal—Puller 

% F—Semi-Floating 

¥% F—Three-Quarter Floating 

a—Head and Side 

G-D—Gray & Davis 

Gem—Gemmer 

G-L—Grant-Lees 

Goo—Goodrich 


Har—Hart 

Hol—HhHolley 
Hoo—Hoosier 
H-Sp—Herschell-Spiliman 
Hyd—Hydraulic 

I—In Head 
I-F-—Internal Four Wheels 
I-R—Internal Rear Wheels 
J—Three-Quarter Elliptic 
Jac—Jacox 

Jax—Jaxon 
Joh—Johnson 
Jon—Jones 

IX—Cone 

Kin—Kingston 

L—L Head 

Lav—Lavine 
Lon—Long 
L=-N—Leece-Neville 
Lyco—Lycoming 

Mar— Marvel 

M—Metal 


M & E—Merchant & Evans 


Mec—Mechanics 
Mons—Monson 
Mun—Muncie 


Non—None 


Opt—Optional 

P—Single Plate 

PC—Pressure to all Crankshaft 
and connecting rod bearings 

Pen—Penfield 

Pet—Peters 

Pic—Pick 

PK—Pressure to Crankshaft, Con- 
necting Rods, and Camshaft 
Bearings 

PS—Splash and Pressure 

Q—Quarter Elliptic 

R—Fabric 

Ray—Rapfield 

Rem—Remy 

Roc—Rockford 

Ros—Ross 

S—Semi BElliptic 

Sal—Salisbury 

Sch—Schebler 

Sei—Scintilla 

Sco—Scoe 


Sp—Circulating Splash 
Spe—Special 
Spi—Spicer 
Sp1—Splitdorf 

- E.—Standard Equipment 
Sta—Standard 
Ste—Stewart 
Stl—Sterling 
Str—Stromberg 
, Head 
The—Thermoid 
Thi—Thiemer 
Til—Tillotson 
Tim—Timken 
Uni—Universal 
Uds—Universal Drive Shaft 
V—Cantilever 
W-G—Warner (Gear 
W-M—Willys-Morrow 
Wag—Wagner 
War—Warner 
Weid—Weidley 
Wes—Westinghovse 
Wis—Wisconsiu 
X—Sleeve 
Zen—Zenith 
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MOTOR AGE 
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Snumz, Mo7reR, Car, Copmranny 
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DIRECTORS 
Cable Address"STUTZ” EUGENE V. R. THAYER 
CHAS M. SCHWAB 
March 25, 1925. HICKS A. WEATHERBEE 
WILLARD A. MITCHELL 
WALTER C. JANNEY 


ANTHONY CASSIDY 
-FREORICK €. MOosSKOvViCcS, 
To a Young Man, Who is Now a Star Salesman of the 
Cadillac Motor Car Co. of Chicago, 


My dear Harry: 


You asked me how you can go into business for yourself, 
and if you can succeed, The answer to that question lies very 
much in your own heart, 


This is the greatest business in the world, If I had 
an income of one million dollars a year, I would not be out of it. 


It is a business of transportation and in the history 
of the world no business of transportation that cut down the time 
element between places and peoples ever failed to succeed, 


Briefly, I would say you must have these qualifications 
for success: 


Courage and vision 

Character 

Ability to inspire confidence and the 
Ability to hold it after you have inspired it 
Reasonably sound business judgement, 


Analyze this and if you think you can check up on these 
points, write me again and I will show you a lot of territory open 
and a lot of places where you can make money, I will even tell you 
how you can get capital, assuming that you have saved up a little 
in the past, because if you have not saved anything, then you have 
lacked already a few of the elements outlined above, 


If you want me to help you, tell me frankly.«all about 


yourself, One of the greatest reasons why so many men never 
reach any place is the fact that they put off starting. 


Very truly yours, 


STUTZ MOTOR CAR CO, OF AMERICA, INC. 


ne 5 a Toe 








ft Tell me frankly about YOURSELF! And consider this letter is personally written to 





YOU. Ill gladly answer YOUR letter.—-FREDRICK E. MOSKOVICS, President, STUTZ 
MOTOR CAR COMPANY of America, Inc., Indianapolis, Ind. 
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In the Old Days~ 


March 26, 1925 


When auto tops were strapped down with harness leather—when tool 
boxes were running-board decorations—when a life-sized crank dangled 
from the front of every car—it was entirely proper for the spare tire to 
be belted with raw-hide or swathed in a mass of log chain, held by a 
ferocious-looking padlock. 













HOSE were the happy days! Nobody would steal a car be- 

cause nobody but the owner could run it. Nobody would pry 
apart the ferocious-looking padlock—except in fun—because the 
market for stolen tires was a vast undeveloped industry. Nobody 
cared how ugly the car looked, with all its cumbersome trappings. 
It was considered an achievement to have any kind of car. 


trap, Chain uae k 
Any O10" Loe 
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imes Have Changed / 


The modern motor car is beautiful because of its rich simplicity. All 
old-fashioned, cumbersome frills and trappings have been abolished. 
Make-shift devices have been supplanted by real units, carefully de- 
signed and constructed. Today, the ugly log-chain and flimsy padlock 
have been replaced by the modern, handsome, efficient OAKES LOCK. 








EEP up with the times—put an OAKES LOCK on every car 

you sell. Include it in your group accessory deals. An OAKES 
LOCK displayed is an OAKES SALE made! Installed in a min- 
ute. It baffles the thief, yet a turn of the owner’s key removes it 
instantly. Handsome—sturdy—lasts as long as the car. Types for 
all standard cars. Order from any up-to-date jobber. 


THE OAKES CO. x6; INDIANAPOLIS 


Established 1910 
Division Martin-Parry Corporation 


OAKES:’:"LOCKS 
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Swiveled Top. The 
top of the Dill Valve 
Inside is swiveled to 
prevent the rubber 
gasket from turning 
when the valve inside 
is put in or removed. 


Double Seat. In 
addition to the rubber 
gasket, right above it 
is a carefully tapered 
metal seat. This is 
added protection 
against leaks. 


Automatic Valve, 
This automatic valve 
is fitted with a spe- 
cially made rubber 
gasket and the end of 
the barrel is hardened 
to prevent adhering 
to the rubber. 


Protected Spring 
and Valve Stem. 
To prevent jamming 
of the spring or bend- 
ing of the frail valve 
stem, these parts 
are enclosed ina 
solid metal barrel. 


Modern Valve Equipment 
for Modern Tires 


ERE’S a valve inside of modern design for use on the tires of 
today. It was developed to overcome the defects which cause 
valve trouble —and it does exactly that. 


If you could see through its sturdy metal barrel you’d note how com- 
pletely the frail valve stem and spring are protected. No jamming 
or bending here! 


Thousands of dealers report an exceedingly fast turnover of this 
sturdy, dependable little necessity. Sold in convenient tin boxes 
containing sets of five—retailing for 30c. If you haven’t a stock on 
hand, by all means order from your jobber. 


the Instant-On—dust and valve cap, combined. The demand for this remarkably 
convenient cap is growing by leaps and bounds. Your jobber can supply you. 





{ Speaking of modernvalve equipment, Dill developed that remarkable improvement, } 





THE DILL MANUFACTURING COMPANY : Cleveland, Ohio 


Manufactured in Canada by the Dill Manufacturing Company of Canada, Ltd., Toronto 


J) Tf Us TLs 


StandardTireValves and ValveParts 
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“Cleaning Up” in Cities 
and Towns in 40 States 
Auto-Laundry Machine 


TS is the Auto-Laundry Washing Machine that is “Cleaning 
Up” $50.00 a day and more for owners in 40 States. Four years 
of uninterrupted success has established leadership for this remark- 
able method of Auto-Washing; a process of atomization and mist— 
not pressure or steam. This Auto-Washing unit cleans a Car in less 
than 15 minutes at a cost of less than 6 cents a car. 


It is “fool-proof,” cuts out the waste incident to “make- 
shift” devices, and returns greater profits for the invest- 
ment than any other business in the automotive field; 
and the investment is the smallest to establish a paying 
business from the start. Needs no Mechanical Experi- 
ence to Install or Operate. | 


W rite for Illustrated Circular and Terms Today 


An indispensable adjunct to every Garage, Filling Station and Ser- 
vice Station. It pays all overhead and presents you with big profits 
on top of that. 


Machine Complete—No Extras—f. o. b. St. Louis 
Model A—$990.00 Model B—$796.50 Model C—$688.50 


(‘‘Auto-Laundry’’ Reg. U. S. Pat. Off.) 


Auto-Laundry System Co., 5761 Delmar Bivd., St. Louis 


Member St. Louis Chamber of Commerce 











gee psoN ROL» 
STUTL Y\y HU JORDAN T 





how  uccesses 
ainly eveal 3 








March 26, 1925 MOTOR AGE 





. he . ~ ys ; ‘ Ns 
ls ¢ ~~ “ of : , 
: b eta 
‘ cL a i ebay ee : 
STE ieee; eS 
“ a4 SS x wie 
as; aot ae “7 
— ee { . 
oe ff war —. fe 
ce . ash me, 
: mad —— ao oe | ‘ ; ; : 
— oe : = } ; 
;. 7 | ‘ 
ioe & aw | CT : eee 
[4 eyes aes 
a Eaters * 4 
oe f ae oa ask 
y ee Sites MBS 
fs rr Bsa i ioe) : - : 
: $ Raa. 
: % os 
ree aN: : us a TE ; na Se 
Nk 
. Bee 
i <r 
cS — ¥ : 
at : 
4 
n ¥ 
i x ee 


rofits. | 


3 Willys-Overland Sales Co. Ltd., Toronto, Canada. 
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The foremost automotive engineers—ex- 
perts on ignition—specify AC’s as standard 
equipment for the reason that AC’s perform 
best in the cars they build. 

That’s why more than 80% of all the cars prox 

duced in this country, exclusive of Ford, are 


factory equipped with AC Spark Plugs. Among 
these cars are: 


Buick Essex Oakland 
Cadillac Flint Oldsmobile 
Chandler . Hudson Paige 
Chevrolet Hupmobile 

Chrysler Kissel Star 
Cleveland Marmon Westcott 
Dodge Brothers Maxwell Wills-Sainte 
Durant Nash Claire 


Therefore, dealers who have a good assort- 
ment of AC Spark Plugs are assured a steady 


and profitable business because of their de- 
mand due to car equipment, backed up by 
good national advertising. 


sees Co RE Sg SR PERE a 


Birmingham ; Levallois-Perret 


ENGLAND U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13, 1917 FRANCE 
Other Patents Pending 














The Standard Spark V3 
Plug of the World alge 





A good plug 
for 
FORDS 
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{ j Spring Terminal Clip 
2 Heavy Body Porcelain 





(6S High Ten.perature 
i Fins. Patented Car- 
bon-proof Porcelain 


“ Drip Electrode Forms 
Natural Oil Drain 


\. They satisfy Ford 
* Owners and make 
money for the 
dealer. 
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PATENT APPLIED FOR 











J 


PATENTED 
Feb. 17, 1914 
Feb, 26, 1918 
May 18, 1920, 


SIOUX VALVE SEAT REAMER 
AND PILOT STEM 
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N the automotive industry there 
are a great many dealers, garage . 
men and accessory men who are 
making a great success. How do they 
do it? Also there are failures—many 
more than there should be. Many 
new shops, stores and garages are 
opened—and many closed because 
they have failed. _ 


Why in the rapidly growing auto- 
motive industry do we find so many 
changes? Ask the dealers and the 
garage men themselves. You will 
find many answers—some will say 
that the cost of business is too high, 
others say “retail prices are too 
high,” “the cut-rate man is ruining 
our business” and a thousand other 
different answers. 





Many of these are local and individ- 
ual problems and must be handled 
by personal advice and counsel. If 
the same solution would work with 
every dealer, we would gladly give 
you the one magic formula that 
would turn everything into gold. 


But this is a growing business—its 
history is not a fairy story. Just as 
Stewart-Warner’s success was built 
on sound foundations so must a 
dealer build if he is to succeed. New 





STEWART-~WARNER 


CHICAGO U- , 
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conditions arise—new problems face 
the dealer every day. Naturally he 
wonders how he can turn failure 
into success or almost success into 
complete success. 


In celebration of the 25th Anniver- 
sary of the automotive industry, 
Stewart-Warner is undertaking a 
plan of helpfulness for car and ac- 
cessory dealers that will mark a new 
era in this great industry. 


No matter what the size of the 
town or city, the Stewart-Warner 
plan of helpfulness will show these 
dealers the way to a more success- 
ful business. It is available whether 
they handle Stewart-Warner Acces- 
sories or not. 











Next week’s issue will carry the 
third announcement of this new 
plan. More detailed information 
will be given showing you how you 
can avail yourself of this advice and 
counsel. 









If you failed to see the first an- 
nouncement, a reprint of it will be 
sent on request. Don’t miss the next 
announcement—make a note on 
your calendar pad now. Next week! 


Address Dealer Information Bureau. 


i 


. SPEEDOMETER CORP. 
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Sells 
On Sight . 


This—the most beautiful of all caps—sells in- 
stantly. Its appeal is beauty, distinction and The Eagle 






Patented 
July 6th, 1920 
Patented 
January 13th, 1925 





individuality. ee — 
Aside from that, the Eagle has all the time ee ” 
proven mechanical features of a Keystone Radi- 

ator Cap. It is built extra rugged, will stand 6 

loads of abuse. It has the Keystone hinge cover, LIST 


locks tight—yet permits easy filling of radiator. 
It assures positive motor-meter protection. The Eaglet 


See this beautiful cap at your distributors— is an exact du- 


plicate of the 
or WRITE US DIRECT. Eagle—made to 
Keystone Senior and Junior are now offered at fit the smaller 
new low list prices. Write us for discounts. — 
THE NORLIPP COMPANY 
568 W. Congress St., Chicago LIST LIST 










PEYsteNe 
eADIATOR CAP 
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THE MANHATTAN RUBBER MFG., COMPANY 


Executive Offices and Factories: Passaic, N. J. 


Branches: 


Chicago New York Birmingham Cleveland Minneapolis Philadelphia Salt Lake City 
Detroit Baltimore Boston Los Angeles New Orleans Pittsburgh St. Louis 
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It Gives a Ford Owner 






Two Hands at the Wheel 


HE hand Ford 
owners use for 
‘‘the gas’’be- 
longs on the wheel. 
It’s the right hand. 


Every man who drives 
a Ford, needs that 
right hand for steer- 
ing. That’s one rea- 
son why Welco Foot 
Accelerators are sell- 
ing so well. 


There are other rea- 
sons, of course. Easy 
to install them, and 
the margin of profit 
is excellent. 


Foot Accelerator] 
for Fords 
$1.50 


Ask Your Jobber Salesman 


WELKER - Hoops 
Middletown 


or write to 


MLANUFACTURING COMPANY 


Connecticut 


JOBBERS :—-The Distributing proposition is unusually interesting. 
Descriptive Catalog pages and electrotypes will be sent for the asking. 


Welco Gas Tank Caps 


Welco Spring Oilers 





Welco Glare Stoppers 
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John D. Morganfeller 


did not select the Red Cat De Luxe, Jr., because 
its price was only $2.25 and $2.50. He simply 
' told his man to go out and get the best luggage 
carrier money would buy. Of course he brought 


back a Red Cat. 


from Palm Beach 
“to Portland-It is 


De Luxe Carriers 


The De Luxe 4428350  56'-$4% 63'-$500 Rich Man—Poor Man—when they set out to buy a luggage 
carrier they get a Red Cat because, in this famous line, low 
price and high quality meet. 


Covered by our own patents, they have features distinctly 
their own. 








































PAY. SEPT. 16, 1924 — If you do not carry them take advantage of this offer: 
Send half the list price for one-each of any or all types. 
Once you see them they will sell themselves on their own 


r T exclusive merits. 
| ‘ J 


All jobbers carry Red Cat lines. 


arene G. A. ROTH MFG. CO., Hastings, Nebr. 


The Cats Meow $/40 





The De Luxe Jr, 44-$225 56'~$250 






































PAT. OCT. 10,1922 














The Red Cat Luggage Carrier - $3.9 The Dandy $/% 
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“The Good 


Mechanic 








Jacob’s 
Chucks 
Standard 

Equipment 


HE “feel” of a tool will tell the good mechanic 


UNITED STATES more about it than -a course in engineering. 


There’s something about a good tool, like a good 


Portable Electric horse, that makes an instinctive appeal to the man 


who knows. 


All good mechanics like U. S. Portable Electric 
Drills. The mere handling of one will show its 
quality—a drill made for easiest, quickest and 


least fatiguing work. The pioneer electric drill 


: makers have learned what mechanics want and 
The twenty-fifth anniversary of the 


automotive industry is the twenty- industry demands to lighten labor and speed up 
seventh birthday of U. S. Electrical hole making. Perfect balance, freedom from over- 
Drills. heating, finger-tip control, more ball bearings 


(SKF), lightness, simplicity, accessibility, rugged- 
ness—these are features that set U. S. head and 
shoulders above all contemporary drills. And 
despite these superiorities, U. S. drills are the 
lowest in price. 


Write for Catalog No. 105, covering this line 
of drills, price list, etc. Name your jobber. 


THE UNITED STATES ELECTRICAL TOOL CO. 


CINCINNATI, OHIO, U. S. A. 


District Sales Offices and Service Stations 


Boston Dallas Los Angeles Pittsburg 
Buffalo Detroit Minneapolis St. Louis 
Chicago Houston New York Toledo 
Cleveland Kansas City Philadelphia San Francisco 


Complete stocks carried in all service stations. 





| 


























Double Ventilating WINDSHIELD 
Provides better ventilation in 
cab. Greater vision in new 
design. Will not rattle. 



































LEFT HAND ENTRANCE z ROLLER DOORS 
Permits easy entrance to seat 
from left hand side and pro- 
vides greatercomfort fordriver, 


Slide forward on steel rollers. 
Lettering on the panels is not 
obscured when doors are open. 





























RE OE IES PE SE LOB IROI 


TIRE CARRIER BasE CONSTRUCTION 
One on Half Ton Bodies— Corrugated floor straps and 
two on Ton Truck Bodies. bolts (no screws) hold floor 
Firmly mounted on the base. boards down—prevent warping. 


Pressed Steel SUN VISOR 
Handsomely ribbed and black 
enameled. Gives pleasure car 
finish and protects drivers eyes. 
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MAKE REAL MONEY DURING 
THE APRIL RUSH—AND AFTER! 


You want painting trade! You want the profits! Get both by installing a 
U. S. Paint Spraying Outfit in your shop. The motoring public will do the rest. 


EVERAL hundred painters will tell you that A U. S. Paint Spraying Outfit— 

a U. S. Paint Spraying Outfit usually pays 

for itself from the profits it makes on the first 
six jobs. A lacquer-finished job attracts car own- 
ers to the paint shop prepared to apply lacquers. 


Costs nothing to install; you wheel it in and put 
it to work. 


Has no expensive attachments—no expense for 
air lines. 


F t= , Costs little more to run than an electric iron. 
Automobile after automobile is coming out lacquer- 
finished. In fact the buyer of a car can now specify Attaches to any light socket. 
the finish he wants before his car is delivered! It 
takes one-fourth the time to spray lacquer that it does 
to paint by hand. That alone is a telling point to the 
man who uses his car daily. You can deliver a lacquer 
job quick. Don’t wait too long before putting in a 
spraying outfit—if you do the other fellow will have Portable Outfits from 4 h.p. to 112 h.p. 


the business. Stationary Outfits up to 5 h.p. 


Saves hours of time; reduces labor costs on both 
varnishes and lacquers! 


Write now for complete information on U. S. Paint 


Spraying equipments, stating your requirements. 


The United States Air Compressor 
Company 
5304 Harvard Ave., Cleveland, Ohio 






U.S.AirCompressors 
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“A Performing Fool”’ 


That’s how one old-time distributor 
described the new Rickenbacker Six 
naturally dropping into the vernacu- 
lar of the trade. 


Every dealer—every salesman—likes 
to sell a car that will go out and do 
things. 


You don’t have to talk about such a car 
—just give the prospect the wheel 
and let her do her own talking. 


If orders in excess of output—and 
with the Rickenbacker factories pro- 
ducing more than ever before—if that 
is any indication, then this car is an 
eloquent salesman. 


Consider the five records recently 
smashed by this new Rickenbacker 
Six;— 


Coast to Coast—New York to Los 
Angeles—in January—3,106.5 miles, 
in 71 hours 33 minutes actual driving 
time. 


Canada to Mexico—the famous Three 
Flags Record—down the Pacific 
coast, over three mountain ranges— 
1,558 miles in 40 hours 57 minutes 





eken 


AR - WORTHY 


elapsed time. Average for entire dis- 
tance 38.04 miles per hour. No 
relief for driver—no rest for car. 


Then, with Cannon Ball Baker at the 
wheel, the same Rickenbacker Six 
Phaeton, clipped three notable records 
in one continuous run. 


El Paso, Texas, to Los Angeles—908.5 
miles in 21 hours 23 minutes, total 
elapsed time. Former record was 24 
hours, 21 minutes. . 


On the way, broke the former record 
from El Paso to Phoenix, Arizona. 
-Was 11 hours 15 minutes—now 10 
hours 12 minutes! 429.1 miles. 


Then the much contested, much cov- 


eted Phoenix-LosAngeles record, 
479.4 miles in 11 hours 11 minutes. 
Thus clipping 1 hour 37 minutes from 
best former record. 


“‘A Performing Fool” is right. 


If you’d like to handle that kind of car, 
write the sales department, in confi- 
dence. Perhaps there is a chance for 
you to get Your Hat In The Ring. 


Rickenbacker Motor Company 
Detroit, Michigan 


Famous ‘‘Six’”’ Prices’ 


Phaeton ----+-+---:- $1395 


Coach-Brou aaa “ = Ser & 1595 
Roadster . - + - + 1595 
Coupe --.-- - 1895 





Vertical “Eight” Prices 
Phaeton -----+-+-: = $2195 


Brougham ------ = 2395 
Coupe -------+:-. 2695 
Semen RS RS 2795 


f. ov: bs Detroit—plus war tax 
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BRAKING ACTION IN POUNDS — pgp ig ay te anew 
w y e raking 


100% Increase 


In Braking Power 


Right at the beginning of the re- 
bound, Gabriel braking power is 
now increased a full 100 per cent. 


Gabriel, always alive to progress 
in easy riding, was first to meet 
the new needs developed by 
balloon and low-pressure tires. 


To the increasing braking action 
which is the basic principle of 
Gabriel Snubbers, was first added 
the vital factor of free play—to 
enable low air pressure to yield all 
the comfort it is intended to yield. 


Now in the improved Balloon- 
Type Snubber the braking power 
is greatly increased throughout 
the entire range of the snubber 
action. 


power ts increased in the im- 


proved Balloon-Type Snub- 
ber, at the beginning of the 
snubber action and through- 
out its entire range; also its 
progressive increase from 60 


pounds at the beginning to 


Gabriel braking action, increasing 
in direct ratio to the extent of the 
rebound, softens and smooths 
out the jolt and keeps you on the 
car seat. 


Gabriel free play, permitting the 
tires themselves to take up the 
tremor and vibration of the little 
ridges and bumps which you 
can’t see, gives you the sensation 
of floating along. 


The two are absolutely necessary 
to get complete riding ease out of 
balloon and low-pressure tires. 
Stock Gabriel Snubbers and your 
customers will buy them. Write 
today for our liberal sales propo- 
sition. 


250 pounds maximum. 


Gabriel is the only spring 
control device officially, 
by patent and copyright, 
entitled to the name 
Snubber. To make certain 
that you have genuine 
Gabriel Snubbers installed 
on your car, go to the au- 
thorized Gabriel Snubber 
Sales and Service Stations 
which are maintained in 
2600 cities and towns. 
Motor car dealers who are 
desirous of assuring their 
customers of greatest 
satisfaction recommend 
Gabriel Snubbers and 
many install them as well. 




















GABRIEL MANUFACTURING COMPANY 
1415 East 40th Street, Cleveland, Ohio 
Gabriel Manufacturing Company of Canada, Toronto, Ont. 


© Sales & Service Everywhere © 


Gabriel *5,,- 


Snubbets 


Best for All Tires Carrying Low Air Pressure 
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As far as the power plant is 
concerned, the maker of a 
car or light truck has given 
dealer and buyer all the 
value he can when he uses 
one of the Lycoming Motors 


For passenger cars: — 


FOURS 
SIXES 
*EIGHTS-IN-LINE 


For light trucks and tractors: — 





We have abundant records for interested manufacturers. Write for them. 
LYCOMING MANUFACTURING COMPANY «+ WILLIAMSPORT, PENNSYLVANIA 


*Ic is safe to say t 
Line will be used 
in 1925 than any 


cylinders in line. 


hat the Lycoming 8-in- 
in more makes of cars 
other engine with eight 


(Years Ahead in Automobile Motor Efficiency 
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GATES HOSE 


‘*The Standardized Radiator Hose”’ 





Marked by Inches 
Easily Cut toLength 


Where does radiator 
hose wear out? In- 
side, you say. True— 
and that’s why Gates 
Vulco Hose is built 
with the tougher rub- 
ber lining. 


Made by the World’s Largest 
Manufacturers of Fan Belts. 












































































District Sales 


Offices 


ATLANTA 
BALTIMORE 
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ug QVQGYY a. 
What do You get when you ask for 


Linde Process Service? 


LINDE PROCESS SERVICE is built to suit the needs 
of every Linde user. It is planned to help the smaller shop 
successfully weld a crank case, or to aid large companies 
in planning and laying hundreds of miles of welded pipe. 
It comprises the following divisions: 


1. Books 


Whenever the Linde Company in its 
field work finds a considerable group 
of its users struggling to solve the 
same welding or cutting problem, it 
plans to publish a book on the subject. 
These books enable you to help yourself 
and make it possible for every Linde 
man to give assistance. 


2. Magazines 

Two monthly magazines are pub- 
lished by the Linde Company. Both 
have the same aim: to keep Linde cus- 
tomers informed on the latest methods 
and to let them know how others are 
using the oxy-acetylene process to save 
time and money. “Oxy-Acetylene 
Tips” is edited for large users and 
“The Linde Oxwelder” is written to 
help smaller shops. 


3. Service Operators 

Perhaps you cannot find the help 
you need in the Linde books and mag- 
azines. A trained service operator may 
be needed to help locate the cause of 
trouble or demonstrate the proper 
methods. Service Operators are a part 
of Linde Process Service. 


4. Service Supervisors 
Your problem may be unique or very 
stubborn, demanding more experience 


or knowledge than the service operator 
can offer. Linde has men with these 
qualifications who are ready to serve 
you. They are called Service Super- 
visors. 


5. Service Engineers 

The solution of some problems re- 
quires more than a wide knowledge of 
process applications and an ability to 
use the blowpipe, because they involve 
some special engineering. That is why 
a group of Service Engineers are on the 
Lindestaff, backing up the service men. 


6. Consulting Engineers 

Occasionally the economical and 
efficient use of the oxy-acetylene proc- 
ess requires that it be coordinated with 
other processes. This may require the 
highest type of engineering talent. 
When you need this kind of service 
the Linde Consulting Engineers are 
available. 


7. Research Laboratories 


Welding and cutting are primarily 
metallurgical problems. And that 
means that new methods and new 
processes must be tested by laboratory 
methods and be backed with engineer- 
ing data. In this the Linde Company and 
you are served by the Union Carbide & 
Carbon Research Laboratories, Inc. 
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Every Linde customer can use some part of this ser- 
vice regularly. Some problems may require the whole. 
Linde Process Service is flexible, and it is planned to fit 
your needs exactly. You don’t want to waste time with 
the wrong service, so simply state your problem to any 
Linde man and the right service to fit the case will fol- 
low. Linde Process Service is free to every Linde user 
for the asking. 


THE LINDE AIR PRODUCTS COMPANY 


General Offices: Carbide & Carbon Building 
30 East 42d Street, New York 


37 PLANTS — 80 WAREHOUSES 


LINDE OXYGEN 


YOU CAN DEPEND ON THE LINDE COMPANY 


"Denseneeenemeeeemee 
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The Eaton DOUBLE-LOOP © 


$21 to $26 
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_“EATONIAN” 
$15 to$22 

























“YT is a be Reade with pe NE 
nes (nickel with black clamps, or black 

| a aI OR a RO 

ly smart appearance. 

_ And it is strong. “Carefully : : e 1 and tem- 

pered steel claBenonel by a 

cushion of the us rarest oo ‘construc- 

tion, give it an Lees eee ee even 

to severe collisions. 


_ Like other Eaton Bumpers, 6 hal tenet 
and approved by the Underwriters’ Labora- 
tories, and is guaranteed as to construction 
and satisfactory service. 


The EATON AXLE & SPRING COMPANY | 
Cleveland, Detroit, New York, Boston, Philadelphia, Chicago, Albany | 
_ CLEVELAND, OHIO, U. S. A. 3 
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This picture of the wheel referred 
to below was made from an unre- 
touched photo taken after the wheel 
was removed and while yet covered 
with mud and dirt. Notwithstand- 
ing the terrific blow to which the 
wheel was subjected, the bend was 
so Slight that it is wnperceptible in 
the photograph. 


















If it hadn’t been for this wheel— 


— it’s difficult to say what might have happened. Herman Wood of Washington 
Court House, Ohio, thinks it saved his life, and he has good reasons for his opinion. 


When driving along the street, his car was side-swiped and thrown against the curb. Some 
wheels would have crashed but not so with the Dayton Steel Spoke Wheel. Instead, the car 
‘bounced up and landed on the sidewalk, preventing what might have been a serious acci- 
dent.” 


The terrific impact had caused only a slight bend—otherwise the wheel was intact, still able 
to run. It had taken the shock without collapsing. 


This severe test clearly demonstrates what the Dayton Steel Spoke Wheel will do in actual 
service. The folded seam of four thicknesses of metal gives added strength to the wheel, 
making it capable of withstanding severe shocks without crushing or breaking. 


Dayton Steel Spoke Wheels are made for Ford, Gray, Star, Overland and 
Chevrolet cars. Price, $28.50 per set. Natural wood or Duco finish at 
slight extra cost. Standard colors:—black, red or blue enamel. Write for 
descriptive folder *‘H.”’ 


JOBBERS AND DEALERS 


Your customers NEED a wheel like this,x—one that 
will stand the shocks and bumps. Write today for 
complete information, discounts, etc. 


‘Manufactured by 
°l6e DAYTON WIRE WHEEL CO. Dayton, Ohio. 
“Look for the Seam™ 
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Those folks in your town who have 
a desire to possess a car of distinctive 
charm and beauty, will find the new 


Rollin irresistible. 


The most hard headed dealers in the 
business, concede the Rollin to now be 
one of America’s smartest and fastest 
selling popular priced automobiles. 


Write today for complete details. 


Touring Car Coupe Roadster 
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eae Micrometer 
Caliper 
Price $10.80 


Steel Rule 
Price 90c 


NO: 21> - | 
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Feeler Gauge 
Price $1.60 





Precision tools for 
accurate service work 


NY shop—large or small—that offers 

service work nowadays must oper- 

ate on the principles of scientific accu- 

racy. And for such work precision tools 
are absolutely essential. 


Here are three tools that every shop 
should own: 


A Goodell-Pratt Micrometer Caliper— 
No. 2R: Graduated to read by 1/1000 inch 
from 0 tol inch. A locking device holds 
screw in any desired position. The 
ratchet mechanism on the thimble makes 
uniform and accurate measurements cer- 
tain, whether the caliper is used by dif- 


ferent persons or by an unskilled opera- 
tor. Price, $10.80. 


A Goodell-Pratt Feeler Gauge—No. 359: 
Has 9 leaves that make it possible, either 
singly or in combination, to measure any 
thickness by half-thousandths from .0015 
to .0615. Length of leaf, 2% inches; 
width of leaf, % inch; length over all, 
234 inches. Price, $1.60. 

A Goodell-Pratt Steel Rule No. 213: Best 
quality crucible steel, carefully tem- 
pered; accurately graduated; easy-to- 
read shaded figures. Length, 6 inches; 
width 34 inches; thickness, 1/20 inch. 
Price, 90c. 


Other important precision tools 


In the Goodell-Pratt Catalog No. 15, which 
shows all the famous 1500 Good Tools, are many 
other essential precision tools for garages, serv- 


Each 
Write 


ice stations, mechanics and motorists. 
tool made as accurately as is possible. 
for Catalog No. 15. It’s free to you. 


GOODELL-PRATT COMPANY, Greenfield, Mass., U. S. A. 
Lootemiths 


Makers of Mr. Punch 


GOODELL PRATT 


1500 GOOD TOOLS 
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Low-cost Transportation 


Star 





Is your line fading out? 


Is your line fading out of the price-class you 
prefer? 


Is it rising into a higher priced, thinner market? 


Is it being liquidated to clear the decks for a higher 
priced line? 


To those dealers whose minds may be disturbed 
by such questions, we wish to reaffirm prev- 
ious statements of our policy with the Star Car. 


Our slogan “Low-cost Transportation” also defines 
our continuous policy. 


The Star is in the low priced field to stay as the 
highest-quality car in that field. 


If you want to stay in the big volume field cov- 
ering 85% of the market, get, if you can, a 


Star franchise. 


Vice-President 


DURANT MOTORS, INC., BROADWAY AT 57th ST., NEW YORK CITY 
General Sales Department, 1819 Broadway, New York City 
Dealers and Service Stations Throughout the United States and Canada 

PLANTS: ELIZABETH, N.J. LANSING, MICH. OAKLAND, CAL. TORONTO, ONT. 



























































C. W. Joseph, Dealer, Tells 
How He Sells So Many 


In Dubuque 








The Saturday 


Evening Post 
Campaign 
Begins April 11 


and will continue all through the 
heaviest driving seasons—spring, 
summer and fall—with full page 
and quarter page advertisements. 


The earlier in the season you 
get Shaler Vulcanizers into the 
hands of motorists, the more 
Shaler Patch-&-Heat units you 
will sell this year. 


Order Now 


Don’t wait for your jobber’s 
salesman to call. You'll want more 
by that time if you order now. 


Be sure to ask for our Free 
Window Display material to get 
the advantage of the big adver- 
tising that sells your customers 
on the idea of “Vulcanize First, 
and make it LAST.” 
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C. A. SHALER CO., Waupun, Wis. Feb. 2, 1925 


“How do I sell so many 5-Minute Vulcanizers and Patches? In the 
first place I am thoroughly sold on the vulcanizer. I handle a great 
many tourists during the season and I always ask them if they have 
plenty of patches for their Shaler Vulcanizers. If they haven’t either 
patches or vulcanizer I find it very easy to make a sale; if they already 
have the vulcanizer, invariably their supply of patches is low. I also 
find that for each vulcanizer sold my repeat business on Shaler patches 
runs about seven to one. 


“IT might mention that I have a 5-Minute Shop Vulcanizer in my 
shop, and I find it is more profitable than cold patching for I get 
seventy-five cents for a vulcanized patch where I wouldn’t have the 
nerve to charge more than a quarter for a cold patch, which I know 
is simply a temporary repair at best. Furthermore, when a customer 
watches the operation it is very easy to sell him one of the small 
outfits for his own tool kit. He sees for himself that vulcanizing is 
quicker and easier than patching, no cement, knife or scissors to 
bother with, all you need is a match.” 


JosEpH Motor SALES CORPORATION 
Dubuque, Iowa 


HA 


»« 5-MINUTE VULCANIZER 
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Ford Needs It! 
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U-NEED-IT Pump for Fords 
As Good As the Ford Itself 


The U-NEED-IT has a special treated, semi- 
steel barrel, closely machined, with a patented 
rotary turbine (The Archimedes wheel), 
pressed on a cold rolled steel shaft and keyed, 
operating between two special, extra long 
Phosphor bronze bearings, self lubricating. 

It is so designed that if the fan belt should break 
the regular Ford Thermo-syphon circulating 
system will operate. 

A loose belt drives it. A tight belt is not de- 
sirable. This saves belts, power, etc. 

As a dealer you can readily appreciate what 
it means to have a product with 100 per cent 
merit in such a wide field. 

Write us for literature giving a host of facts on 


the U-NEED-IT. 


Better still, get a carton of 6 from your jobber. 


$6.50 List 


(Including a New Belt) 
West of Rockies $7.00 


THE TURNER MFG. CO. 
HEAVY SPIRAL 


ARCHIMEDES 31st and Roanoke Road 
SCREW Kansas City, Mo. 



































ROTARY PUMP 





SELF-LUBRICATING 
LARGE BRASS 
STUFFING BOX 
NUT 

















eatures that sell 
the new Chevrolet 


(4) Powerful valve-in-head 


motor 


(2) Fully enclosed dry disc 


clutch 


Selective 3-speed trans- 
mission 


4) Semi-reversible steer- 


ing gear 


Deep channel steel 
frame 


©) Semi-floating rear axle 


—banjo-type housing 


(7) Large 11" brakes— 


automatic equalizer 


Five sturdy steel cross 


members 


©} Long semi-elliptic 


springs 


(0) Vacuum fuel feed— 


tank in rear 
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STRENGTH 


It is the success with which 
the Chevrolet organization 
builds fine car features 
into an unusually sturdy 
car to sell at low cost that 
makes Chevrolet so popu- 
lar among automobile 
buyers—and so profitable 
to automobile dealers. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 
DIVISION OF GENERAL MOTORS CORPORATION 
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Quality at Low Cost 
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Factory Service Managers 


an 


Jobbers Are Awakening 


—to the fact that various types of hones have been recom- 
mended and sold to service departments and repair shops with 
one end in view; to straighten-up taper holes. The oval feature 
was entirely lost sight of, resulting in trouble all over the 
country. 

Jobs came back showing lack of compression and passing oil. 
WHY? Because the repair man had only straightened out the 
taper and had left the hole oval. He fitted round rings in an 
oval hole, making the job as bad, if not worse, than when it 
first came in. 


Investigation by Factory Engineers during the past five months 
proves that the 


(| 























is the only tool made that will positively make an oval hole 
round as well as parallel. For this reason Hall Hones are now 
being accepted in preference to others all over the country. 


Repair Men! Wake Up 


Demand a Hone with oval principle under pressure. Demand the Hone 
you want and don't let the jobber sell you any old tool simply because 
he catalogs it. Buy principle, not sales talk! No two or three stone 
Hone made can, under any condition, make an oval hole round. And no 
four-stone Hone, with more than one spring applying pressure individu- 
ally to each stone, can round up an oval hole unless there is plenty 
of true surface left at bottom of cylinder. 

Hall Hone patented single spring pressure application has them all guess- 
ing. It is also used solid. 


The Hall Manufacturing Company 


434 Dorr St. Toledo, Ohio 


Willys-Overland Competitive Test 





CORRECT COPY OF WILLYS-OVERLAND TEST REPORT 


WILLYS-OVERLAND COMPANY LIMITED 
WEST TORONTO SERVICE DEPT. 
CYLINDER HONE TESTS FEBRUARY 27th, 1925. 
Hall Hone (Using 3" drill). Total time -- 47 minutes 
Bore at start Bore at finish 
Out of round -017 Out of round -001 
Taper 010 Taper -001 


3-Stone Hone (Using 5/8" drill). Total time -- 40 minutes 
Bore at start Bore at finish of time (This hole 
Out of round -019 Out of round -016 never com- 
Taper -008 Taper -003 pleted). 




















that 
Your Hal} CyAtndes 


Peettivery ta,, 
inderg With 






42 shor 





© it o 
‘epable or doing th 
© work 


fre Lasse, 


= 5 en 







New 
Improved Model 


The new improved Hall Hone is the fastest, most 
accurate tool of its kind made. Incorporated therein 
are patented features not found in any other Hone. 
The new improved Hall Hone is furnished complete 
with one rubbing stone, two sets (8) 

steel jacketed honing stones, a driving 3 
joint and suspension spring all for 














































HAYES 
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Look Under the Fender 


Motorists used to buy cars upon the 
strength of paint and upholstery. Now 
they examine cars part by part. They 
“look under the fender”—find the 
attached lug—find the name Hayes, 
which denotes the genuine. They then 
realize another advantage to be gained 
by buying that particular car; they 
know that the manufacturer has equip- 
ped it with good wheels! 


Hayes WHEEL COMPANY, 


Dealers should and do recognize selling 
advantages in pointing to Hayes Wheels. 
They are often a turning point in 
making a sale. 


35,000,000 Hayes Wheels placed in 
service in a period of 16 years clearly 
establishes against any possibility of 
contradiction, the quality and service 
Hayes Wheels are rendering to thou- 
sands upon thousands of motorists. 


Manufacturers, Jackson, Michigan 


Factories: Jackson, Albion, Flint, St. Johns, Mich.; Anderson, Ind.; Nashville, Tenn. Canadian Plants: Chatham and 


Merriton, Ont. Export Office: 








30 Water St., New York City. 





IWHEELS | 





WITH ATTACHED LUG RIMS ~STANDARDIZED IN WOOD,WIRE AND DISC 
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A demonstration sells it! 


The NEW Bosch Type 600 Ignition System sells itself— 
it’s the most eloquent salesman you can possibly get, 
and it sure makes friends quickly. 


Pick out any Ford you have around the shop, and equip 
it with the NEW Type 600. Pile your “prospects” into 
the back seat, or let them drive themselves. Head for the 
hills, sandy roads, or congested streets of the city. Don’t 
worry about Type 600 making good—it will take that Ford 
up hills, and over sandy roads, you wouldn’t think of 
tackling before. Her new power will astonish you. 


In traffic, too, she’ll surprise you—no bucking or missing— 
just a sweet, smooth-running motor, even at five miles an 
hour—and wonderful pick-up when you “give her the gas.” 


That’s not all! You'll be delighted at the improvement in 
driving. You won’t have to jiggle the spark lever—that’s 
all attended to by the new Bosch Governor in the Type 
600 system. Its spark advance is fully automatic—just 
like the ignition systems on many of the high priced cars. 
There are other improvements, too, but the price is the 
same as before—$12.75 complete ($17.50 in Canada). 





An order today will start you off. Wire the nearest Bosch 
Branch, and shipment will be made promptly. 


AMERICAN BOSCH MAGNETO CORP. 
Main Office and Works: Springfield, Mass. 


Branches: New York Chicago Detroit San Francisco 
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Wipes the windshield clear 
— doesn’t just smear it 


What an aggravation a sloppy windshield wiper is! 


Swish, swish—Back and forth it goes, spreading 
a watery film on the glass instead of wiping it c/ear. 


Car owners don’t want that kind of a wiper, no 
matter how low its cost. They’ll gladly pay a little 
more for the Bosch Electric Wiper, which really 
cleans the windshield, and keeps it clean. 


The new model Bosch Wiper is very quiet in 
operation—you hardly know it’s going. It has an 
abundance of power, but uses very little current. 
It doesn’t race one minute and crawl the next— 
there’s never any agitated action to distract and 
irritate the driver. 


The Bosch Electric Wiper has so many advan- 
tages that it’s a cinch to sell. The old model was 
a dandy; it sold by the thousands. But the new 
model is a wonder, and will sell even faster. The 
price is the same—$9.50 complete ($7? in Canada). 


Get a stock and make this accessory your top 
liner during the rainy weather just ahead. And 
order Bosch Tandem Wiper Attachments, too. 
They list at $1.75, and can be sold easily with 
Bosch ElectricWipers. Act quickly—orderTODAY. 

AMERICAN BOSCH MAGNETO CORP. 

Main Office and Works: Springfield, Mass. 


Branches: New York Chicago Detroit San Francisco 


BOSCH 
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Windshield Wiper | 
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Going Over Big 


Everywhere! 


Words of praise backed by signed orders for the new Gardner 
Eight- in-line continue to pour in from Gardner dealers and distrib- 
utors everywhere. Listen to this from C. E. Christenson, Cleveland’s 
oldest automobile distributor: 





















































“People simply stampeded our exhibit to see the new Gardner . . . we 
sold more dollars’ worth of cars the first week the new Eight- in-line 
was on display than during any other opening week in our entire his- 
tory . . . ship us 75 Broughams, 15 fully equipped Sedans, 10 Touring 
cars, as quickly as possible.”’ 


It’s the same from coast to coast! Here’s what Tom Savage writes 
from Denver: 


““More than 2,000 people inspected the new Gardner Eight- in-line last 
week . .. 47 of original shipment of 50 already sold . . . Brougham 
at open-car price big winner . . . have enough prospects to keep us all 


busy for months. This is going to be a great year for Gardner dealers 
and distributors.” 









A Net Profit on Every Sale 


Gardner dealers have more than a complete line of fine Sixes and 
Eights. They’ve got the right kind of a factory behind them —and 
a contract which assures them a Net Profit on Every Sale and 
TRADE-IN. Write for the whole story. 


4 THE GARDNER MOTOR CO., INC., ST. LOUIS, U. S. A. 


IGARDNER 


GARDNER ASSURES YOU A NET PROFIT ON EVERY SALE 
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Don’t Miss a Single Copy! 


The very next issue may contain an idea that will be worth many 
times the price of a subscription! But unless you get a copy of next 
week’s issue, the idea will never mean anything to you! 


Every week MOTOR AGE has something new to offer its readers! 
Every week the automotive trade moves forward! And the man who 
doesn’t read and keep up to date is the man who gets left behind! 


Don’t Miss a Single Copy! You Can’t Afford to! 
A Year’s Subscription to MOTOR AGE Only Costs You $3.00 


And Here’s What You Get:—— 


Fifty-two copies of the only weekly maintenance paper published in 
America. 





A weekly news service that is always up to the minute—all the news 
while it is news. 


The right to use the Readers’ Clearing House whenever you have a 
problem that needs personal attention—a service that is alone worth 
more than the cost of the magazine. 


The real facts as to how other men are succeeding in a business just 
like yours. 


Proven ideas from all over the country—new ones every week. 
New car descriptions the minute they are released. 


Mechanical specifications, prices, and weights of all American cars 
brought up to date every week. 











Subscribe now, and be sure of getting a copy! 


MOTOR AGE IMPORTANT 2itinoiveiy for’ the trade. 
5 S. Wabash Ave., pa may ee are scoopted « only from those 
Chicago, Ill. forget jo ~ your business card er letter 


head with this order. 


Gentlemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including all special issues pub- 
lished during the life of my subscription. 


Name 








Street and No...... 











Ee Oe mn eT we State 











Firm Name 





NOTE—"! you are already subscribing to MOTOR AGE, please hand this coupon to a dealer who is not. He'll become a better 
competitor from reading MOTOR AGE. 
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This is a reproduction of one 
of a series of color ad-vertise- 
ments appearing in The Satur- 
day Evening Post 


The Public Expects DUCO 


In August, 1923, Oakland adopted Duco for one 
model. 


Today Duco is being used by such representative 
manufacturers as Buick, Cadillac, Chandler, Chev- 
rolet, Chrysler, Cleveland, Franklin, Gardner, Hup- 
mobile, Jewett, Kissel, Marmon, Maxwell, Moon, 
Nash, Oakland and Oldsmobile. 

The automotive engineers selected Duco because 
they know what a finish should be. 

Sales managers, dealers and the public eagerly ac- 
cepted Duco because of the durability, beauty and 
economy of this waterproof, weatherproof, wear- 





proof finish. 
The Chemical Engineer— The adoption of Duco by so many manufacturers in such 
symbol of du Pont progress a short time and the speed with which it won public approval 
and leadership in the manu- are proof enough of the merits of this unique finish. 
facture of products based ; ; 
on chemistry. If the cars you sell are finished with Duco, you can turn 


this popularity into sales. 
E. I. DU PONT DE NEMOURS & COMPANY, INC. 


Chemical Products Division 


PARLIN, N. J. FLINT, MICH. 








“There 1s only ONE Duco —DU PONT Duco : 


REG U.S PAT. OFF. 
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The New List Gives 


R. I. V. Distributors a New Advantage 


Distributors of our bearings have already seen 
how great an added advantage they have with the 
new ball-bearing price list. 


Our vet prices to our distributors have not been 
changed—and as a result they are better able to 
compete at a proper profit than ever before. 





If you are interested in this longer-profit ar- 
rangement, we shall be glad to give you the de- Broadway ot STth St. 

“1 . . . : Fisk Building, New York City 
tails immediately upon receipt of your inquiry. 


Branches: Detroit and San Francisco 























He’s Worth $3 an Hour! 


A monkey with tools in three or four hands would 
be worth twice as much as your two-handed 
mechanics. 








Wy _ 
LY 


eo _ Unless you have the patience to train the monkey, 
e> 


the next best thing is to give your men the proper 


filial fe o, bh “hg CE ymy ff Ai tools to increase their efficiency. The K-D Valve 
— 9" LF is ZAIN | | fj ld Lifter gives a mechanic that ‘‘other hand” he ought 
an (ne Aids Ni to have, and enables him to remove and replace 
ay WW e A i ry) valves in half the time. 
i Z : f — ( K( ( 


= Get These Exclusive K-D Features: 


Jaws remain parallel throughout the entire lift. 













Jaws lock in eleven different positions, allowing the 
operator free use of both hands. 
3 Made of pressed steel and ‘“‘Parkerized”’ against rust- 
* ing. Practically indestructible. 
4 Two extra jaws, instantly interchangeable, adapt 
* K-D to practically every L or T head motor. 





K-D Mfg. Co., Ask your Jobber or Write us Direct 
Lancaster, Pa. 

Send me folder describing K-D Parallel Jaw K-D MANUFACTURING COMPANY, 
Valve Spring Lifters. LANCASTER. PENNA. 


ON scans teins pleases is: Rael aig ais - 
sues | aD Parallel Jaw 
Ni 2 iantintesrecranieneiae VALVE SPRING LIFTER 
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To quote from a letter we 
have from Mr. Hugh Camp- 
bell of the Campbell-Duco Co.: 
“To be successful in applying 
‘Duco’ on automobiles you must have unfailing equipment. In other 
words you must have a constant supply of air at all times.” 

Brunner equipment is made like a fine motor car, all contact surfaces 
are ground to the fractional part of an inch, thus insuring perfectly 
fitting parts that last longer. 

The Campbell-Duco Co. operate their paint guns with a No. 967 
Brunner Air Compressor. 

Write us for your copy of “Air Profits,” it’s free. 


BRUNNER MANUFACTURING CO. 
UTICA, N. Y. 


Branches: Cincinnati, O.; Kansas City, Mo.; San Francisco 


Window hints that 
sell Crescent Tools 


“Dad says there's | 
nothing like a ~ 


for tuning up the care 


The latest model 
Brunner Paint Spray- 
er designed espe- 
cially for applying the 
pyroxalin finishes. Used 
by the Campbell-Duco Co. 
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Add interest and sales as parts of other displays. 


effectiveness to your ac- The upright cards have a 

cessory displays with “duplex” reversible fea- 

these Crescent Tool win- ture—or they can be 
dow cards. Used with the Crescent display boards, divided and used as four separate cards. Sent with- 
they furnish material for a complete Crescent out charge to all dealers handling Crescent Tools. 
window. They are equally convenient and effective Ask your jobber or write us direct. 


CRESCENT TOOL CO., 208 Harrison Street, Jamestown, N. Y. 


Originators of the CRESCENT WRENCH 
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FOR SALE 


Old Reliable 
Motor Truck Co. 


Entire assets and good-will of a going 
manufacturing business, the OLD RE- 
LIABLE MOTOR TRUCK COMPANY, 
3913-3927 South Michigan Avenue, Chi- 
cago, manufacturers of the Old Reliable 
Motor Truck, will be sold to the highest 
bidder, subject to Court approval, on 


Wednesday, April 8th at 12 
O’Clock Noon 


Bids may be presented for entire assets 
and good-will, or for separate parcels 
composed of (a) finished trucks, (b) 
plant equipment, (c) materials and parts, 
(d) office fixtures, (e) service depart- 
ment and good-will. 


Cash or Certified Check 
Deposit 
of $5,000 for each parcel, or $25,000 for 


plant as a whole must be made with the - 


Chicago Title & Trust Company at least 
24 hours prior to sale. For full informa- 
tion, inventory, etc., address Chester R. 
Davis, Assistant Trust Officer 


CHICAGO TITLE & 
TRUST COMPANY 


69 West Washington Street 
CHICAGO, ILLINOIS 

















HE VICTOR combina- 

tion stop and tail lamps 
add not only to the safety 
of the cars they are on, but 
add to their beauty as well. 
Designed with tasteful and 
artistic simplicity, with the 
metal parts finished in black 
enamel and nickel, they 
blend so perfectly with the 
other rear appointments, 
that they seem built in rather 
than attached. 


The Cincinnati Victor Co. 
714 Reading Road 
Cincinnati, O. 


handsome 





As 


as any 
‘part of 
any car 


**Vigilant’’ and ‘‘Alert’’ 
for Fords (the latter with 
license bracket attached) 
and ‘‘Cardinal’’ for all 
cars are big Victor sellers. 
They belong among your 
leaders. Write for de- 
scriptive bulletin and dis- 


counts. 
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Small outlay - Big Profits 








PECK 





GARAGE 








> 


LIST 





ASSORTMENT 


Earn good money on spring re- 
placements from this PECK 
Garage Assortment. The most 
needed sizes in generous quanti- 
ties. A $3.50 investment yield- 
ing big profits on replacement 
jobs. You'll like the strong 
partitioned box included with 
this set. Mention Jobber when 
ordering. The Peck Spring Co., 
Plainville, Conn. 
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A Complete Unit 
Designed to Simplify 
Installation 


The ease with which a Petry Dash 
Controlled Tuning-up Valve can be put 
on a car has done much to make it 
popular with dealers, and car owners. 
This is as important a sales feature as 
the valve’s efficient working, or its 
ability to stand long service. 


It is installed by simply cutting out a 
section of the exhaust pipe and fitting 
the bored ends of the Valve over the 
pipe ends. The deep, accurate bore fits 
the pipe exactly and makes a gas tight 
joint, permanently rigid and noiseless. 


You will find that it pays to sell Petrys. 
They give satisfaction. 


N. A. PETRY COMPANY, Inc. 


Rap US. Pet. 0G. 


341 N. Randolph St., Philadelphia, Pa. 


Pacific Coast Rep.: Norman Cowan Co. 
451 Rialto Bldg., San Francisco, Calif. 


THIS WAY is Easier THAN THIS 


To install a Petry you make 
just two straight hack-saw 
cuts removing a section of 
exhaust pipe—much quicker 
than cutting out a slot 
shaped piece. 




















AGE 


For Everything Varnished or Enameled 
Recommended for DUCO 


Makes Any Car Bright as a New Dollar 
And Bright New Dollars for Dealers 


H L F is the automobile cleaner that gives a lus- 
trous, lasting gloss to the surface. Stains and spots 

isappear and the car quickly assumes its original 
brilliancy. For bigger and better profits, sell H LF. 


Distributed by Best Jobbers Everywhere 


H. L. FEASEL’S LABORATORY 
9-11-13 Desbrosses Street New York, N. Y. 


AQUALITY PRODUCT 


93 





























































MONEY MAKING MACHINES 


STORMIZING machines are truly 
money makers. They enable you 
to make biggest profits on every 
overhaul job. They handle.all your 
cylinder renewing, accurately and 
efficiently, enabling you to turn out 
the high quality work that wins 
your customers’ lasting approval. 
The automatic time and labor sav- 
ing features make big profits pos- 
sible by lowering operation costs. 
Write for the Storm Book 
“Modern Cylinder Methods” 


MFG. CO. 


Minneapolis 





‘406 A Sixth Ave. So. 
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cJrinson No. 8 Adj. Torch 


It’s a most efficient Hand Torch for 
pre-heating or melting babbitt bearings, 
heating soldering coppers, or for the 
melting of 25 lbs. lead, babbitt or any 
soft metal. 

The Shield and Pot can be instantly 
removed and the Powerful Burner set 


at any angle or removed and used as a 
Hand Torch. 


Write for our new illustrated booklet 
No. 5, covering Heating Appliances. 


Bete 





























| SKIVED PATCHES 


Cord and Fabric 





Any Size or Ply—Made from Factory 
Adjustment Tires. 


THE LEO MEYER CO. 
AKRON, OHIO 


Het. 1914 


TIRES TUBES ACCESSORIES 
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Heavy Duty Socket Wrenches 
: 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-eight standard sizes. 
Ask for Catalog No. 400. 


WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 


Offset Type 

















































The Bearings Company of America 
Lancaster, Penna. 


Angular Contact Radial Bearings and Angular Contact Thrust Bear- 
ings. Manufacturers of Thrust Ball Bearings for all sizes and types 
of machines. Standard sizes of Thrust Ball Bearings and Special 
Thrust Ball Bearings. 

Your inquiries solicited. 
Detroit Office, 
1012 Ford Bldg. 








NEW 
MODEL 


TIME STAMP 


—accounts for every labor minute 


FOLLETT’S 





Prints the year, month, day, hour, min- 
ute, A. M. or P. M. at the exact mo- 
ment the plunger is pressed—like this, 
for example: 


NOV 19 1920 4 31 PM 


Tells when a job ia started—and when it is 
finished. There can be no dispute over the 
time charge. 


Absolutely automatic—except for winding. 
Every machine guarant 


Follett Time Recording Co., 217 High Street, Newark, N. J. 
“Established Since 1904” 

















































SAFEGUARDS 
AGAINST 


THIEVES 


Sa¥ 


POWERSTEEL 
AUTOWLOCK 














KLEENKAR 


SHOP COVERS 
MAKE FRIENDS 


If you expect 
your jobs to 
create pleased 
customers you 
need KLEEN- . 





protect 
car and up- 
holstery from 
grease and 
mars. 


Write for 
samples. 


AUTOMOTIVE FABRIC EQUIPMENT CO 

















Originators 703 Cass St., Milwaukee. wm. 
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 G-H Springs 


for Valves—for Brakes 


G-H Valve Springs for replacement when grinding valves. New 
source of profit for the repairman. Boxed 12 to a standard 
package, plainly marked for the motor they fit. Made for 95 
makes of motors. 

G-H Brake Springs for replacement by 
brake-relining shops and service stations. 
Packed 25 of a size in a box,* containing 
6 of each of our 45 numbers. 


*For the convenience of the Garage and 
Brake Lining Service Stations, we are put- 
ting up a display assortment of brake 


springs. 
G-H TENSION RINGS 


for pistons. Renew compression, 
prevent slap and__oil-pumping. 
Three sizes cover 90% of motors. 


Jobbers, dealers, repairmen 
invited to write. 


GHTENSION RING COMPANY, Inc. 


8 E. Mount Royal Ave. 
BALTIMORE, MD. 











Armatures 
Rewound 


Ventilated Form Coil Winding. Balanced 


mechanically as well as electrically. 


Ford Generator or Starter armature rewound 
for $1.60. Other prices in proportion. 


Unconditionally guaranteed. 


Write for folder with prices. 





We buy burned or defective 
armatures. 

Warren J. Bauman 
Company 


Lock Haven, Pa. 




















MORRISON 


AUTOMATIC DOUBLE RANGE 
Worm Drive 


JACKS 










Made im 9 sizes for 
all service require- 
ments. Special model 
for Balloon Tires. 


Can’t slip or tilt 


The flexible steel “Sure Hold” cap prevents 
dangerous slipping. The long folding handle 
(36” to 72”) operates from standing posi- 
tion. 

High class construction throughout. Vana- 
dium steel gears and standard make bearings. 


Write for sample for test. 
Woods Engineering Co. 
Alliance, Ohio 


This Jack has been furnished as standard equipment 


on high class passenger cars, trucks, buses and fire 
engines for the past 4 years. 








Full road light 
Now for Any Car 
in Perfect Safety 


TLITE REFLECTORS keep 
ih the light below the level of the 
/ eye. No diffusing lenses are needed. 

Ai Ml ig A brilliant shaft of light illumines 
the way, and brings daylight safely 
with it. 

Flatlite is sold both as a replace- 
ment reflector and as a complete 
headlamp. Make the profits that go 
with becoming a road light specialist. 
Write forthesales plan that tells how. 


The American Flatlite Co. 
Department A ' 


Reading Rd. at Dandridge St. 


Cincinnati, Ohio. 


vARIe 


REFLECTORS 


for replacement inany headlamp 


HEADLAMPS 
to fit all cars 
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The Adams Foot Accelerator 
The Market’s Best Foot Rest 
Drive all day in comfort without foot-burn or 


leg strain. Protects shoes and floor-boards. Adjust- 
able to all sized people and cags. Makes possible 
an even flow of gas over roug® roads. Insulates 


from engine heat. Fits all cars having an accele- 
rator. Substantially made of polished aluminum. 
Easily installed, no alteration or extra parts. 


Ask Your Jobber Adams Mfg. Co. 


1 Senior $3.50 
Price Junior $1.25 Galesburg, Illinois 




















REPAIRMEN 


Here’s a new 


source of profit! 
Send us your rewind jobs. We 
are ‘‘Armature Winding Spe- 
cialists.’’ 
Profit for you in our service. Ford generator armature rewound—$1.95. 
prices in proportion. All work guaranteed. 
all generators. 





Other 
Write for catalog and prices on 










































ORIGINAL 
SELF LocKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd.. CHICAGO 


H. M. FREDERICKS CO., Lock Haven, Pa., U. S. A. 


Cold- 
Drawn 
Sockets 


i t ' 
~ ALLEN PROCESS MAKING A SOCKET. 














The Allen Manufacturing Company, Hartford, Conn. 

















NO TOOLS-~— It’s Self-Closing 


Repair Link for Broken Cross Chains 
A Flower City Self-Closing Link attached 
with fingers to loose ends of broken chain 
closes and locks on first turn of wheel. 
Stops clanking—saves fender—low-priced. 
Box of 10 Links retails for 25 cents. 
Write for samples and discounts. 
Distributors wanted. 


FLOWER CITY SPECIALTY CQ. 
Rochester, N. Y. 














The F-J Reamer Sharpener 
is only one of the famous 
F-J Family of Motor 
Re-Conditioning Tools. 
Write for Catalog. 








FOSTER-JOHNSON REAMER CO. 
1334 Beardsley Ave., Elkhart, Ind. 



























Bosch Franchise details will be sent to any 
Distributor or Service Station on request. 


ROBERT BOSCH MAGNETO ING. 
Otte Heins, Pres., 109 West 64th S&t., York 














Co., 
New 






























More 
Power 

Less — 
Fuel 


Zenith - Detroit Corporation, Detroit, Mich 
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EKLA All-Rubber Radiator Hose 


—is tough and long-wearing—not easily 
damaged by heat, oil, vibration or radiator 
compounds. Sold in cut lengths for Fords 
and 3-foot lengths, all sizes with inch 
markings. 

EKLA prices allow unusual profits to the 
trade. ; 


THE ECLAT RUBBER COMPANY 


Cuyahoga Falls, Ohio 
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AIR COMPRESSORS-HOISTS-TROLLEYS-CRANES 


Curtis mae ‘ STLOULE alice 


1527 Kienlen Ave. 
Machimery Co, 



























HE “Universal” Model (left) 
and the “Junior” Model (right) 
are the two automatic windshield 
cleaners you can depend upon for 
steady sales with no “‘come-backs.” 


The Folberth Auto Specialty Co. 
Cleveland, Ohlo 


wpbtiieaiin nen 
automatic 
WwW SHIELD CLEANER) 


+5 

































BRAKE LININGS and CLUTCH FACINGS 


Always used where safety and service are the first and 
only consideration. 





KELSO M’F’G CO., TRENTON, N. J. 











* St. Louis, Mo. 
I REG.U.S.PAT.OFP. OT0R Pd 
Perfect Positive Protection 
Filters all dust, sand and grit out of air supply 
to carbureter and motor. Write us for facts. 


STAYNEW FILTER ee E F F I Cc I E N Ky 


Rochester, N. Y 
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BRADLEY 


Auto Trunks & 








cks 
Simple in design. Light 
in weight. Easy to 
install. No drilling or fitting. For Buick, 
Hudson, Essex, Chevrolet, Maxwell, Chrysler, 
Reo, Dodge, Rollins, Hupmobile, Studebaker, 


Willys-Knight and Overland, 
Bradley Motor Products Co. 











Fostoria, Ohio 

































' Dhirby-seten | 
BRANCHES — . 
AHLBERG BEARING COMPANY 















HB S HOUR Bi siz this’ Protits 


Brings trade to your shop. Pays $150 to $300 
monthly profits. Only $35 cash brings complete equip- 
ment for 8-hour battery charging. Small monthly 


payments. Write for Free Bulletin 260. 


HOBART BROS. CO., Box A-256, Troy, Ohio 
Profits Easily Carry Small Monthly Payments 
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ROOF 16 OVERHEAD VALVE EQUIPMENT 


ROOF 8 VALVE HEAD FOR FORD MOTOR 





THE LAUREL MOTORS CORPORATION, ANDERSON, INDIANA 


For Ford and Dodge Motors 


Stupendous Power— 
Lightning Speed 
{ Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation— no machine 
work necessary. 
We are headquarters for 
all speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. A postal 
card brings you complete 
i 3 of our specialties. 
Jobbers—Dealers—Consumers—Write 
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of Cotter Pins 


Consisting of the 






Automotive 
Assortment 


essential Automotive 


sizes of Cotters, packed in a strong rein- 


forced Leatherette 


boxes. It also is 
saver to garage 
chanics. 


We also make the well known 
assortment in round screw top container 
as well as assortments for Agricultural 


covered case, is the 


only practical arrangement that assists the 
Retailer making pick-up sales, by eliminat- 
ing his hand-lining many 


small Cotter 


an economy and time 
and repair shop me- 
**Ideal’”’ 


Implements and Hardware requirements. 
We manufacture all sizes of Cotter Pins 
—Steel and Brass. 


Ask your jobber for the W. W. Line 


WESTERN WIRE PRODUCTS COMPANY 


St. Louis, Mo. 
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$6 5 Garage Special 





This ‘‘Pioneer’’ 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Louisville, Ky., U. S. A. 













































SPECIALISTS 


in Armature apes 





Once a customer always a customer. Try us and 











be convinced. 


Get our complete price list. Write for it today. 
PIONEER ARMATURE CO.., Inc. 











Each 


And f 
them, 


Every Thursday 


chapter, continuing the story of the de- 
velopment of the industry. : 


development of their individual success. 
Read MOTOR AGE every week. 


issue of MOTOR AGE is a new 


or those who apply the new ideas it gives 
it also continues the story of the 


Motor AGE 











Adjustable. 

any diameter. 
of wire. 
in less than a minute. 


every clamp and carton. 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 


Order Universal Hose Clamps. 


C. H. Willey, Pres, J. B. McBerran, Socy.-Treas || 2805 Cottage Grove Ave. Chicago, Ill. 
A New Chapter UNIVERSAL Gove 


Two sizes will clamp any hose of 
Made from cold rolled steel out 
No rough edges to cut hose. 


Put on 
Everlastingly leak-proof. 
Trademark on 
Get them from your 


Hackensack, N. J. 

















. Electrical ‘tro trouble s shootin 


aoe "heme 


— 
ers 





The different methods of electrical trouble nnn 
shooting are clearly and graphically told; Panel and Portable 


also instruments used for testing, genera- 
starting motors and 


tors, armatures, 
batteries. 


Ammeters and 
Voltmeters 


ry Meters 
Get your, copy while supply lasts—10 cts. Growier Testers 


BURTO admium Meters 
URTON-ROGERS COMPANY” RE 























SILEN 


5 So. Wabash Ave. Chicago, IIl. 
Dealers INSIST UPON Millions 
Every Now 
Where In Use 


} aoe & Balch, Ine. 


oy” 
T TIMING GEARS = CHAINS 


2333 Michigan Ave., Chicago 

















Genes” 


BUMPERS 


Tempered and nickel plated 
by our own exclusive proc- 
esses. Maximum 
lasting beauty of finish. 
Write for catalog. 


760 8. Pleree St. Milwaukee, Wis, Ay c774 








strength, 
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THE END-PLAY OUT/ 


—WITHOUT PULLING THE MOTOR 
THE C. A. ADJUSTABLE CENTER BEARING CAP 
corrects Ford crankshaft end play and sets magneto for 
highest efficiency without removing the motor. Easily 
and quickly installed. Guaranteed for one year, List 
price $3.75. Ask your jobber or dealer or write us direct. 


ADJUSTABLE BEARING CO., Inc. 








Dept. M. Brazil, Indiana 














Visible Night and Day 
SAFE-T-STAT 


ENGINE HEAT INDICATOR 


Always Accurate 


Theft-Proof 


The Safe-T-Stat Co., Inc. 


79-835 Bridge Street 


Brooklyn, New York 























































QUALITY—PROFIT—TURNOVER 


American 
Efemmered 
Piston Rings 











Baltimore, Maryland 


MOTOR AGE 








THE ORIGINAL 


ARREN 


ANY TIRE DEALER 


—can make more money and build a suc- 
cessful, independent business with the ex- 
clusive. proposition and complete line of 
American-Akron tires. Write—your ter- 
ritory may be open. 


The American Rubber & Tire Co. 
Akron, Qhio, U. S. A. 


TIRES and TUBES 








American Hammered Piston Ring Company | 


March 26, 1925 

























Johns-Manville 


ASBESTOS BRAKE LINING 
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Big money in this service 
Dealers and shops make big money through the control of a franchise which 
entitles them to the exclusive use of the patented ‘““KLEAN RITE” system 

of washing and polishing automobiles. 
Thig system has turned a job into an impressive, highly profitable business, 


Write for full particulars 


Klean-Rite Auto Laundry Company 
1710 East 75th St. Chicago, Ill. 
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YALL, REPLACEMENT 
Moles PISTONS 


Semi-steel—for use after a rebore or re-grind 
job. Made to manufacturer’s specifications. 
Made to pass motor builder’s inspection, 
Standard sizes and oversize. Write for price 
list. 

THE DALL MOTOR PARTS CO., 
P. O. Station D, Cleveland, Ohio 





Pulls Car Over 
Rough Spots 


No friction—no springs— 
no oiling. For Fords—solid Drop 
Forging—$24.00. 


YORK ELECTRIC & MACHINE CO. 
ork, P: 








Kick 






































ALMOND 
“STRAIGHT LINE’? DRILL CHUCKS 


When buying Portable Electric Drills be oe to look for the 
distinctive ALMOND CHUCK, which may ~ X ws y identified by the 
“STRAIGHT LINE” milling on the chuck body. 


Write for complete information regarding the new ALMOND 
“STRAIGHT LINE” CHUCKS. 


T. R. Almond Mfg. Co., Ashburnham, Mass., U. S. A. 
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Let us send you eur FREE Catalogue on 


th uetter’s 
Fly-Wheel GearBands 


Huetter Machine & Tool Co. 
646 Kentucky Ave. 





Indianapolis, Ind. 
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C. & G. 
Wheel Puller 


Speedy—Powerful—Efiicient 
One puller for over 100 cars. Built strong to stand 
up under every-day hatd work in Service Stations. 
It is economy to buy the very best tools. 


Ask your jobber or write direct. 


C. & G. Wheel Puller Co., Inc 
Wellsville, N. Y. 








New Prices Mean New Profits! 


U. S. Rewounds for Fords now as low as $1.25 net; 
for miscellaneous 2-unit types, as low as $3.00, net, 
according to quantity sent in. A chance to make 
real money in the armature rewinding service field. 
Write or wire us for complete new net price list. 


U. S. ARMATURE SERVICE 
Owned and Controlled by 


U. S. Auto Supply Co. 
3845 Wabash Ave., Chicago 


Send 
for FREE 
Armature Book 



























Now offering both the Matchless Peerless 
Eight and the Superb Peerless Six 


PEERLESS 





Eushers 


CHICAGO ROLLER SKATE Co. 
Manufacturers of Screw Machine and Automotive Products 
Cushers Sales Dep’t, Fulton-Dean Co. 
332 South Michigan Avenue, Chicago 




















EASILY THE WINNER IN 
ITS CLASS 


Here’s Why 


It outsells ‘em all. It is so easy to apply. It is > 
most popular clamp. The price Is right. And 
haven’t said a word about its superior qualities ‘of 
material and manufacture, 


Made and guaranteed by 
OTIS-FLAGG CORP., YORK, PA. 








Vr? 
Cable 


The Packers Miectric Co. 
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“ REQUIRES 
ONLY 
HEAT ” 
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RETAIL 


No Wonder They Sell Fast 


Tasco Gasoline Gauge takes the place 
of the filler cap and saves the mean 
job of “measuring” the gas in the tank. 


For Fords, Chevrolets and Overlands. 
THE AKRON-SELLE CO., Akron, Ohio, U. S. A. 


The Counter 
Merchandiser 


BULL DOG 


Foot Accelerator 


for Fords 


It sells everywhere. Fits all Fords and 
Carburetors for Fords. Easiest installa- 
tion. Positive operation. Bull Dog Com- 















for dealers. 


SPENCER, 








plete sells for $1.50 with generous profit 


THE W. H. THOMAS MFG. CO. 
IOWA 





Bull Dogs 





























FOR FORD CARS 


Makes riding and driving a pleasure. Eliminates road shocks and hard steer- 
Write for our money making dealer 


Columbus, Ohic 








|TIMKEN 


Tapered 











ROLLER BEARINGS 








ing, — breakage, shock absorbers. 
proposition. 

WwW. D. LOWE & Co. 204 Mound St., 
ite 

















Conneaut Packing Co., 


Pump Shaft Leaks 


A really wonderful packing producing 
exceptional results. 


Permanently Repaired Move the 
Conneaut Plastic Metallic Packing ah ane 
makes a smooth metal bearing for 
pump § shafts. Practically friction- NEW PRICES 
less. Adjustable like a bearing. In 
one and 5 Ib. cans. $1.65 a pound. 


Conneaut, Ohio 





INSTANDIM Light Control 


Right on the Steering Wheel 
thumb and lights are dim! Attached 


Style A for headlights—$1.75. Style B for head- 
lights and spotlights—$3.00. Big discounts— 


H & H Mfg. Co., Bucyrus, Ohio 


A low-priced 
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anteed Satisfactory 


Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
ttaching Arms for all Leading Makes of Cars. 


We invite comparison in appearance, quality and price. 
THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 























AIS Se. b 


custom © sb utcs 


KISSEL MOTOR CAR CO., 


The Kissel Dealer 
does not meet compe- 
tition. He makes 
others meet it. 


Hartford, Wis. 

















PARTS 


CLASSIFIED ADVERTISING 


BUSINESS OPPORTUNITIES 








PARTS 





AUTO PARTS 


Save 20 to 80 per cent. Send us your 
old parts, we can duplicate them. We 


MITCHELL, COLUMBIA, 
PREMIER. 


LIBERTY, STEPHENS aad 
Parts for all models. Discount to the trade. 


Mitehell Co., 421 W. 655th St.. New York. 








have everything for the car or truck 
and parts for any car ever made. We 
are the largest car wreckers and re- 
placement parts house in the World. 
Ask for our free catalog and monthly 
bargains lists. 


Warshawsky & Co., Inc. 
1915-31 S. State St., Dept. A. W., 
Chicago, Ill. 








PATENTS and PATENT ATTORNEYS 


LEADING ey eed IN SOUTHWEST 
TY 


Must dispose of profitable growing distributor- 
ship. Leading medium priced line, Established - 
business. 30,000 population. Ideal healthful 
year-round climate. Large territory. $25,000 
will handle. Exceptional opportunity. Address 
Box 6216, care of Motor Age, 5 S. Wabash Ave., 
Chicago, II. 





PATENTS 


» Trade-Marks and Copyrights Registered 
wena eunten, Highest references. Established 1864. 


FOR SALE—Established garage, business and tools, and 
seven-room house, located in the city of West Bend. 
Population 3400. Price $7000.00. Henry F. Luebke, West 
Bend, Wisconsin. 





FOR SALE—Garage and Business on cross road, four —_ 
id 











DOWMETAL PISTONS 
Lighter, stronger, and longer wea aluminum 
or iron. gh Fe GP Aa 
wrist pin holes same as in iron pistons. Dowmetal 
has no permanent growth. The expansion is little 
More than iron. 
SEND FOR PARTICULARS 


& MANN CO. 


CHICAGO Phone West 4918 


| 215-21 Md Wood a 





gistered from Stamford, Connecticut, in growing community. 
Omoes 639 DF st, «washington, D. air ia reason for selling. Address A. B. Joy, General Delivery, 
Block, Chicago, Ills. Stamford, Conn. 
Attorney-at-Law and Solicitor of Patents HELP WANTED 
C. L. PARKER 
Formerly Member Examining Corps, United CAPABLE. SALESMEN WITH GOOD 
States Patent Office ERSONALITIES 


American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 


McGill Building, WASHINGTON, D. C. 








AUTO PARTS 


BAVES 50% TO 75% ON ALL CARS 


New and Used ag ee linders— 
Motors—Rear 


Axles—Cy! 
Wire or Write 
a1 png AUTO PARTS CO. 

8-18 NO. ILLINOIS 8T. INDIANAPOLIS, 


LARGEST CAR WRECKERS IN INDIANA 











PATENTS 


we FREE HIGHEST REFERENCES 
os ao ASSURED BEST RESULTS 
“ea drawing or — for ex: n 
and report as to patentability 
WATSON E. COLEMAN, Patent Lawyer 
644 G. Street, N. W., Washington, D. C. 








HOUSE OF A MILLION 
AUTO PARTS 


The largest stock of new and used car and truck 


in the world. We have Always 
—ee model and serial number in order. Write 
All inquiries answered promptly. 





DOUGLAS AUTO PARTS CO., INC. 
2008-5-7-9 South State St., Chicago, 


Teornannny 








One of the largest ina manufacturers, with a rapidly 
increasing business seeks the best grade of factory represen- 
tatives—men who are not only superior salesmen, but also 
superior men, both mentally and physically—men able to 
do business with the best class of business men and their 
bankers, having the initiative, resourcefulness and persist- 
ence to secure and maintain for their concern the highest 
class connections. 

To such men, we can offer the best compensation paid for 
this class of work plus those opportunities for important 
promotions that go with fast growing concerns. 

Automobile experience desirable but not essential 

Address in confidence, with full particulars about yourself. 
Box a care of Motor Age, 5 S. Wabash Ave., Chi- 
cago, 3 








RACING EQUIPMENT 








SITUATIONS WANTED 





SALESMAN—12 years’ 


experience automotive lines wants 


to represent manufacturer of accessory or replacement lines; 


eastern territory. 


0 


Address Box 6219, 
Chicago, Ill. 


care of Motor Age, 


Ss. 


Wabash Ave., 


FOR SALE—183 cu. in. Duesenberg straight eight racing 
ear. This was Jimmy Murphy’s French Grand Prix Car. 





Cheap for quick sale, with all extra parts. Arthur R. 
Bartold, 150 Westcott St., Rochester, New York. 

WANTED—Set Ford racing wire wheels and tires, 26x3. 
28x3 or 28x4. Also parts for Dodge racing car. Sid 


Russell, Box 81, Shreveport, La. 










































EXPANDS 
WITH 
HEAT— 


Fills and Stays 


Perfect performance demands perfect fitting 
parts. To put the gasket on with grease that 
will immediately melt away when the engine 
gets warm, is sheer folly. 


Key Graphite Paste does not melt away but 
STAYS and EXPANDS to fill all crevices— 
making a 100% joint. 


It does not stick to hinder later removal of 
parts. 


KEY BOILER EQUIPMENT Co. 


27TH AND McCASLAND AVE. 
EAST ST. LOUIS, ILL. 


----Sample—FREE- --- 







Key Boiler Equipment Co. 
27th and McCasland Ave., East St. Louis, IIl. 


Please send me without charge or obligation a sample of Key 
Graphite Paste. | 


| 

| 

| 

l 

| 

| M.A.—3-26-25 
L 
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to index correctly. 
failure to insert, 
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pe Ae, Le 96 
Adjustable Bearing Co., Ine..... 97 
Ahlberg Bearing Co..................... 96 
Akron-Selle Co. .................. . 99 
SN EE ionic cesses esses 57 
I ae Tri is kcncienctedicndiiercnscscics 96 
Almond, T. R., Mfg. Co............... 98 
Amer. Flatlite Co............. 95 
Amer. Hamm. Piston Ring Co... 98 
Amer, Rubber & Tire Co............. 98 
Auto-Laundry System Co........... 53 


Automotive Fabric Equip. Co... ¢ 


Bauman, Warren J., Co.... 


Bearings Co. of America. 


Bosch, Robert, Magneto Co....... 
Bradley Motor Prod. Co............. 
Broderick & Bascom Rope Co. 
Brunner Mfg. Co..................... 

Buick Motor Co 


Burroughs Adding Machine Co. 
Burton-Rogers Co, .. 


C. & G. Wheel Puller Co. 
Cadillac Motor Car Co. 
Chevrolet Motor Co...... 
Chicago Roller Skate Co.. 
Chicago Solder Co................... 
Chicago Title & Trust Co. 
Cincinnati Victor Co., 'The......... 
Classified Advertising Section. 
Conneaut Packing Co... 


Crescent Tool Co.............. 


Curtis Pneumatic Mach. Co.-.... 


t 86 


96 
96 
94 


. 98 
- £7 
. $2 
. 98 


. 98 


92 


92 


. 99 
. 99 
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The Advertisers’ Index is published as a convenience and not 
as a part of the advertising contract. Every care will be taken 
No allowance will be made for errors o1 


Dall Motor Parts Co..... 




























Dalton & Balch............ eee 
Dayton Wire Wheel Co.............. 76 
| es 52 

Du Pont, E. I., De Nemours 
WMG: excreucictecnccvnes panketees- as eke 89 
Durant Motors, Imne....................... 19 
Eaton Axle & Spring Co. 15 
Eclat Rubber Co., The .. 96 
Feasel’s, H. L., Laboratory........ 93 
Flower City Specialty Co. . 96 
Folberth Auto Spec. Co. . 6 
Follett Time Recording Co......... 94 
Foster-Johnson Reamer (o......... 96 
Fredericks, H. M., Co.............-..... 6 
G. H. Tension Ring Co., Inc..... 95 
Gabriel Mfg. Co............:.0.000+ 
Gardner Motor Co., Inc......... . 8 
Gates Rubber Co............. 73 
Gemco Mfg. Co........-.-- 9% 
General Automotive Corp......... %6 
Gilliam Mfg. Co., The 4 
Gilmer, L, H., Co...... 10% 
Goodell-Pratt Co, ............. 78 

Goodrich, B. F., Rubber Co....... 
: Ft. Cov. 


H. & H. Mfg. Co... 

Hall Mfg. Co........ 

Hayes Wire Wheel (o. 
Hobart Bros, Co...... 
Huetter Mach. & Too! ©..... 


.. 83 


om 


.. 8 
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Johns-Manville, Ine....................... 98 
Johnson Gas Appliance Co......... 94 
Mi Ta Gis siricnstsctersccisiccisincnee FO 
Pe Tala eis seis dccvenccosixsncaceeses . 96 
Key Boiler Equip. Co.................100 
pi A) Se 99 


Klean-Rite Auto Laundry Co.......98 


Laurel Motors Corp................... 
Linde Air Products Co................. 74 


Lorentzen Headlight Kontrol, 
BG. catdiuiviedasonssces pid tigateitcemiuce ae 


Louisville Electric Mfg. Co....... 97 


es Wis Tis Qi iivcinaciccvesnccenmns . 99 
Lycoming Mfg. Co....... acne ee 
Manhattan Rubber Mfg. Co....... 61 
Manley Mfg. Co................ 2nd Cov. 
Martin-Parry Corp............... 65 to 68 
Maxwell-Chrysler Co................. » 3 
Meyer, Leo, ©Coi, TN........<.00-::<. 94 
ee 6 


National Lamp Works......Bk. Cov. 
TOORMIIY CGig, WNC occcscccsisvesscecicnsevees 60 


Oakes Co., 'The................ 50 & 51 
Otis-Flagg Corp. oo....ccecccccceeeceeuee 98 
Packard Electric Co... 98 
Peck Spring C©e., Tike...............:.. 92 
Peerless Motor Car Co................. 98 
a Ee, 93 
Pioneer Armature Co., Inc......... 97 
Quincy Compressor Co............... 101 





R. I. V. Co....... edoowantbiacadcaeease ae 


Ramsey Accessories Mfg. Corp. 7 


Rickenbacker Motor Co.............. 70 
Hollie Motews Co\.............0..-scce.<00 77 
BEG, Gy, Big, TEs Conic scien 63 
Safe-T-Stat Co. ..........2.....00....c00-.00. OF 
a: Ca Bilt, ic vn csasioniscnsiscsserstanscicn 80 
Staynew Filter Corp..................... 96 
Stewart-Warner Speed. Corp..... 
nteaceuetndl 58 & 59 
Storm Mfg. Co............. ced aaa 94 
Studebaker Corp., The.................. 5 
Stutz Motor Car Co....................... 
Thomas, W. H., Mfg. Co............. 99 


Timken Roller Bearing Corp..... 99 


TI Fs Ci in desisincccicccnsincets 81 
U. S. Air Compressor Co............. 69 
U. S. Auto Supply Co................... 98 
Ua Be BRO TOE Cini. cccncccecicine 64 
Universal Industrial Corp........... 97 
Walden-Worcester, Ine, .............. 94 
Welker-Hoops Mfg. Co................. 62 
Western Wire Prod. Co............... 97 


Williams Bros. Aircraft Corp... 
ssid shea aas adnate etc 3rd Cov. 


Willys-Overland, Imnce..........54 & 55 


Woods Engineering Co...... : 95 
York Electric & Machine Co..... 98 
Zenith-Detroit Corp. Bs 96 
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Call it what you will—enthusiasm, 4 
pep, initiative—the fact remains that r 
our products make good and our busi- 
ness prospers. We build silent, relia- yi 
ble air-compressors and sell them at rea- 
sonable prices. We have no apologies 
or excuses to make for them. We )é 
won’t make a second-rate article. We 
won’t skimp and we won’t scamp. )f 
When we turn a job over to a buyer it 
stays put. Our products are up-to-date 
in design. They meet modern condi-  pé 
tions of business. They are built to p@ 
save time, money and trouble. If you yf 
want to stock and sell them, write us. Y | 
If you need any of our products it will Y | 
be to your interest to fill out, sign, and Y| 
mail this coupon today. rn 


Quincy Compressor Co. 


Name formerly ¢ 
Wall Pump and Compressor Company Ty | 


217 Maine St., Quincy, Ill, U.S. A. 04 





QUINCY COMPRESSOR CO., 
217 Maine St., | HE 
Quincy, Ill. 


Please send me further information about the equipment 
you manufacture 


be ee ea 4 
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FROM YOUR SIDE OF THE COUNTER 


We show a rear view of the GILMER 
STOCK AND DISPLAY CABINET and 
our No. 100 ASSORTMENT. Note the com- 
pact and convenient arrangement. 


The belt you want—when you want it. No 
loss of your time. No delay for your cus- 


The success of this merchandising idea is due 
to being worked out to sell goods for the 
dealer rather than to the dealer. 


Many a dealer has put in the line because of 
the convenience of the Cabinet—and has kept 
the line because of the superiority of the 
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tomers. belts. 


Assortment No. 100 
contains 


Special 
Assortment No. 45 


‘ os contains 


——— 
a 























Total List Value $94.70 


Total List Value $44.85 
Total Dealer’s 


Total Dealer’s 


Dealer’s Profit $47.30 Dealer’s Profit $18.20 


DEALERS WITH CABINETS SELL MORE BELTS 
WITH LESS TROUBLE AND MORE PROFIT 


" Super-Service 
g 7 Fan Belts 


(Made both in Flat and Moulded “V” Type) 


L. H. Gilmer Co. 
Philadelphia 























Figure it out and you'll find 
you make more profit in sell- 
ing Williams Accelerators 
for Ford cars because of the 
saving of time in the quick 
easy Williams Accelerator 
installation. 


And in addition you have 
the satisfaction that comes 
from selling your customers 
the finest Ford foot throttle 
in the world. 


When a Ford owner drives 
gasoline—show him a Williams Ac- 
celerator. Tell him how little it costs. 


When a Ford owner comes in fora 


GAR cS ‘ 











How to make ‘more 
money during the 
profit months. VY 

















The Williams Accelerator is 
the finest Ford Foot Throttle 
in the world. Direct, positive, 
balanced action. Each accel- 
erator a complete, working 
unit. Easiest and quickest in- 
stallation of any Ford Foot 
Throttle. Lasts a lifetime be- 
cause of superior design, 
workmanship and material. 
Its operative features are 
PATENTED and can’t be 
copied. Made in two models, 
Williams “Regular” at $2.50 
—Williams “Junior” at 31.50. 














up for 








timer or fan belt, show him 
a Williams Accelerator. 
Make two sales instead of 
one. 

When you collect stor- 
age from a Ford owner, ex- 
plain what a great satisfac- 
tion it would be for him to 


feed the gas with his foot— 


with a W, ‘lliams Accelerator. 


When a Ford owner pays a 
bill, for parts or repairs, 


talk Williams Accelerator to him. 


Follow these suggetions and you'll 
make a good many extra dollars that 
you otherwise would have missed. 


Order a service stock from your jobber today 


Warehouse stocks carried in Chicago and New York 


WILLIAMS BROS. AIRCRAFT CORP. 


25th and Potrero Avenue, 





. és 


San Francisco, California 
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ACCELERATORS FOR FORDS 






















Billboards in Best Locations 


Auto 
Lamp 
Cutouts 


rA\WENTY-EIGHT thousand bill- 


| board showings all over the country. 


Full page advertisements in colors in 
leading farm magazines. 


These are the first links of a chain that is 
working overtime to pull profits in your 


direction. 
Weekly News 
Posters 


Unusually attractive lithographed cutouts 
for your window make another link. 


These, plus the Weekly News Service 
Posters, furnish a striking tie-up with the 
billboard and magazine advertising and 
attract trade to your store. 


Tied up closest of all with your sales and 
your profit is the Auto Lamp Kit Assort- 
ment. It's the final link — and one the 
wise dealers aren't overlooking. 


National Lamp Works of General Electric 
Company, Nela Park, Cleveland, Ohio. 


poet ay MAZDA 
4 AUTO LAMPS ¢ 


AGENERAL ELECTRIC PRODUCT © 











